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HOUSEHOL : 
For years, The Franklin Glue Co. has been known for its quality 
adhesives. Its tradition of excellence has been firmly 
established with the best professional cabinetmakers and the 
most discriminating craftsmen. 
This same insistence on quality has been applied to the 
complete line of Franklin products. Each was created 
to give the finest performance in the field of its intended 
application. Each truly deserves the Franklin a 
reputation of: “The Choice of Fine . —— 
Craftsmen Everywhere.” ay - | 
ng 
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THE FRANKLIN 


GLUE COMPANY 
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with exciting JET-STREAM ST 


GREATEST FUNCTIONAL IMPROVEMENT 


IN A GENERATION 
COAY- -OVEF COVER with off-center handle 


=— 


—A 
NO BURNED HANDS! NO MESSY DRIP | 


Homemakers will hail MIRRO’s 
departure from centered cover-knobs! 
Exclusive new Easy-Over covers are han- 
dled, from the side, with no risk of getting 
hands over heat or in steam. They’re rested, 
upside down, to keep cooking surfaces and 
counter tops clean and dry. 


MIRRO’s cool plastic handles and grips 
fit the hand. Flame guards protect against 
direct heat. Holes in handles for hanging. 

Sales-making design 
safety and convenience ex- 
clusives...make modern 
MIRRO, more than ever, 
your best buy and your 
customer’s best buy! 


a 


MODERN MIRRO IS ALL NEW, 
ALL THROUGH THE LINE! 


Windsor Saucepans, % -qt. to 3-qt. 
5-in-1 Combination Pans, 2 and 3-qt. 
3-Egg Poacher 

Warp-proof Fry Pans, 7’’ to 11” 
Strainer Pan, 3-qt. 

Drip Coffeemakers, 4 to 9-cup 
Covered Saucepans, 1-qt. to 4-qt. 
Double Boilers, 14% and 2-qt. 
French Fryer, 3-qt. 

Tea Kettle, 2'4 -at. 

Covered Pots, 2 to 16-aqt. 

Range Percolators, 2 to 14-cup 
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Good Housekeeping 


N20 4s ADVERTISED wis 
THE FINEST ALUMINUM MIRRO ALUMINUM COMPANY + MANITOWOC, WISCONSIN 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
World's Largest Manufacturer of Aluminum Cooking Utensils 





\Promotional 
Garden 
Tools 


Wood’s TBP78 
Assortment 
Drop shipped 
to your door! 


* 
78 tools - 
9 pop. styles 
$1.07 - $3.62 
retail... 


$2.70 profit 


$2.18 $2.60 $1.07 $2.16 








Made-in-America tools available always throughout America 
Wood’s TPB78 Assortment 


They’re top sellers from Wood’s expanding 

line of Turf Boy lightweight garden tools. Drop shipped direct. Billed through your hardware wholesaler. 
Priced in the range of the lowest — and that Style No. Description Qty. Retail Total 

includes foreign made imports. Smartly fin- UB21 Brume rake 12 $1.07 $12.84 
: 66 ” TB14 Round bow rake 12 2.60 31.20 
ished for lots of 7" appeal. And the “make TBL14 Level head rake 2.18 13.08 
is better than anyone has a right to expect TBE4 Rotary lawn edger 3.20 19.20 


iid ; TBF6-1/4 Garden hoe 2.16 12.96 
for the need jum right for — home TBW4 4 prong cultivator 2.21 13.26 


gardeners. O5TB2 Lg. hdl. rd. pt. shovel 2.70 32.40 


, TB40S Spading fork 3.62 21.72 
Priced to show you over 40% on fast turn- TBPGT eae on 12 1.74 20.88 


over and high volume. Lai 

d high volume. Laid down right on Total Pcs. 78 Retail $177.54 
your doorstep. Billed through your regular Zone 1* Delivered Cost 105.62 
hardware sire No sweat — and the Zone 1* Profit (40.59%)  $ 71.92 
money s fine : Get your order in today, *Zone 2 (El Paso and 11 Western states) cost is $110.66, del., 
directly to W 1. and retails are slightly higher than shown above. 
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THE AJAX MONO-RAIL DRAWER SLIDE 
NEWEST AND BEST BECAUSE OF 


JUMBO ROLLER CONSTRUCTION 

COSTS LESS TO BUY... EASIER TO INSTALL 
WORKS BETTER THAN MOST EXPENSIVE 
DRAWER SLIDES 


NL ANAT 
Wiel ten -7V1m 
DRAWER SLIDE! 


FREE OFFER We're willing to prove the above at our own 
expense. Ask your Ajax salesman and he'll give you a free sample of 


the Ajax No. 650 Mono-Rail. * 


AJAX HARDWARE CORPORATION 


825 So. Ajax Ave., City of Industry - Los Angeles County, California 
Want more facts? Circle 102, p. 99 





Contents 


MARCH 10, 1960 


HARDWARE AGE 


THE HARDWARE DEALERS' MAGAZINE 


ESTABLISHED 1855 * PUBLISHED EVERY OTHER THURSDAY * VOLUME 185, No. 5 
PUBLICATION OFFICE: CHESTNUT & 56TH STS., PHILADELPHIA 39, PA. 


BUYING CHECK LIST 82s NEWS 
Keep up to date on new hardware Washington News 10 


items and sales aids with this listing. Mail order guns under fire. Taz 
crackdown started. Low foreign wages 


key tot t tax study. 
EDITORIALS cy SO tmpor study 


I'm different . . . Hardware Business Outlook 12 


It isn't easy... Paint sales outlook bright. January 
business brisk. Consumers earn more. 


FEATURE ARTICLES 
Water Systems & Plumbing Supplies News of the Trade 176 


Merchandisina Guide 67 Bostwick-Braun expands sales force. 
9 SWHA encourages “Young Rebels.” 

Allan Marine, Jervis Corp. merger. 

Barnes names N. W. Eckhardt. 


Time for a reappraisal of this vital 
hardware line. Here’s a summary of 
facts and opinions from an outstand- 
ing dealer, and from manufacturers. 
A complete market picture shows you 
the potential of this stable, profitable DEPARTMENTS 


merchandise. Letter to the Editor 126 


New Ohio Valley warehouse 110 Convention Calendar IS! 


A wholesaler affirms its faith in the HA 50 Year Club 159 
future of hardware manufacturer- How's the Hardware Business 162 
wholesaler-dealer distribution. 


How to control credit sales 138 CLASSHTED ADVERTISED 196 


Some workable ideas on collections. ADVERTISERS’ INDEX 198 


The annual HA Sporting Goods Merchandising Guide 

omin outlines the growing-est hardware market of them all. 
C g feature A careful study of what’s happening and what will 
happen to key leisure lines to help you plan 1960 sales. 


connias 1960, Chilton Company. Officers and directors: G. C. BUZBY, precios’. Vice presidents: M. FAHRENDORF, LEONARD V. ROWLANDS. 
ORGE T. HOOK, ROBERT E. McKENNA: Treasurer, WILLIAM H. VALLAR: MAURICE E. COX, FRANK P. TIGHE, EVERIT B. TERHUNE, Jr., RUSSELL 
CASE, Jr.., CHARLES A. S. HEINLE, JOHN H. KOFRON. Comptroller, STANLEY APPLEBY. SUBSCRIPTION PRICES: United States and its possessions 
$100 per year. CANADA: A360 per year. All other countries $5.00 per year. Single copi ies 25 cents. HARDWARE AGE was established in 1855 succeed- 
ing and embodying ‘‘Hardware,"' New York: "Stove and Hardware Re orter St. Louis: "Western Hardware Journal,” Omaha; “Iron Age Hardware," 
New York: “Hardware Reporter,"’ St. Louis: “Hardware Salesman," hice. "Hardware Dealers Magazine,"" New York: "Good Hardware,” New York, 
and “Your Business," Philadelphia. 


HARDWARE AGE, published every other Thursday by Chilton ‘Company, Chestnut and 5é6th Sts., Philadelphia 39, Pa. Second class postage paid at Phila- 
delphia, Pa. (Printed in U.S.A.) $1.00 per year. Single copies 25¢ each. Vol. 185, No. 5. 


HARDWARE AGE, March 10, 1960 © 5 





Brand new and bright as 
a dollar fresh from the mint, this chain 


will stop store traffic—men, women, 
children—maybe even smart dogs who 
would like to be chained with it. It's a 
chain so appealing that it instantly sug- 


ests dozens of new do-it-yourself uses. 


cco’s new Extra-Bright Zinc Finish is a 
Jurable protective coating bonded to the 
chain surface. It is highly resistant to 

st as well as staining and tarnishing. 

stays bright long after standard zinc 
finishes turn dull and dirty looking. 
You can now get ACCO’s Extra-Bright. 
Finish in a wide variety of chain 

ts including dog chain, farm 


e our York, Pennsyl 
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MERICAN CHAIN 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa. 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 


*Iindicates Warehouse Stocks 
Want more facts? Circle 103, p. 99 
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Editorial 


by W. A. Phair 


I’m different. . 


“That idea may work for you, but I know it won’t work for me. 
My store is different.” 


How often have we all heard that statement when someone has 
suggested a new or different way of handling a job? It is rather 
amazing how frequently people will take refuge in a defense of this 
kind, instead of giving the new idea some study, and perhaps a trial. 


The deadly effect of habit is something that all of us must con- 
stantly guard against. Whenever you find yourself saying, “But my 
problem is different,” beware. You’re falling a victim to habit. No 
matter what your job may be, or what kind of business you may be 
running, you can become infected with this disease. 


It’s probably natural for each of us to feel that he is a little 
different from the next fellow. But actually our problems have much 
in common. A store, a warehouse or a manufacturing plant face 
pretty much the same basic challenges. The differences are largely 
matters of size. Solving these new problems boils down largely to a 
matter of people and how they react to changes. 


Dealers are by no means the only people who can be affected by 
the ill effects of habit. Manufacturers and wholesalers also are 
susceptible to this disease. More so, in fact, than is generally realized. 


I guess it’s quite normal to want to build a fence around our work 
to keep others from intruding on our way of doing things. But, this 
is just about the most dangerous thing we can do. When you say, 
“But, I’m different,” you are building that fence, a fence that will 
keep you from reaching the help and guidance that you need. Remem- 
ber, a fence not only keeps people out, but it also keeps you in. 


We must all realize that the problems each one of us faces are not 
too different from those experienced by others. The more we keep 
our minds, eyes and ears open, the more we share experiences with 
others, the more likely are we to find the right solutions to our 
problems. 


It is especially important in these times of great change to keep 
our minds open to new ideas. The man who persists in keeping his 
mind closed is a man who is closing himself out from the future. 


Those who have studied the changes that are taking place in our 
industry are convinced that the future holds good opportunities for 
independent dealers. The only question that is unanswered is: “Which 
dealers will be able to take advantage of these opportunities?” 
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Editorial 


continued 


The coming years are going to see many changes in hardware 
stores. It’s going to take a great deal of progressive planning to 
adjust successfully to these changes. If you are a victim of habit, if 
you have built a fence around yourself that keeps all new ideas out, 
it is going to be difficult to adapt yourself to tomorrow’s way of 
doing business. 


It isn’t easy... 


The job of breaking a habit is not easy. It often takes a great 
deal of will power and effort. But it must be done. We have all 
succeeded nicely in changing our habits in our way of living—we 
don’t insist on living exactly the way our fathers did—so why can’t 
we also change our business habits? 


Here are some examples of habits that could stand breaking. How 
many of these do you have? 


. . . Spending time with every salesman that drops in, regardless 
of whether or not you have done business with him. The hours wasted 
in needless interviews with salesmen are tremendous. A half dozen 
good wholesale sources can take care of any merchandise you might 
need. 


... Trying to work out angles for an extra 5 percent, under the 
impression that this is the best way to improve your profit. 


. . . Spending endless hours trying to get “factory connections,” 
forgetting that the minimum quantities on factory directs will 
murder your turnover rate. 


.. . Demanding full margins on every promotion item and traffic 
builder. There are many ways of building traffic, but each one of 
them has some cost. 


.. . Refusing to mark down slow movers until they get so old and 
dirty that they must be thrown out as a complete loss. 


. . . Expecting your salespeople to be perfect salesmen, without 
assistance or guidance of any kind from you. 


. Assuming you know everything, and therefore do not need 
to read business magazines, such as HARDWARE AGE, or attend sales 
knowledge meetings. 


... I’m sure you can think of some more good ones. 
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What's the BIG |.D.? 


It’s the Big Invisible Difference .. . 


.that makes one pearl worth more than another...that makes one pipe worth more than another 


In the plastic pipe you sell, the BIG |. D. is 


Du Pont ALATHON 


All pipe made of polyethylene may look 
alike—but there’s a Big Invisible Difference 
in the quality of pipe made of ALATHON 
Super 25. ALATHON Super 25 is the 
special polyethylene resin Du Pont makes 
for flexible pipe. Leading manufacturers 
use it to produce top-quality polyethylene 
pipe. This combination of the special resin 
and the quality-controlled processing tech- 
niques of the manufacturers listed at the 
rightcreate the Invisible Difference in poly- 
ethylene pipe that’s so important to you. 

The green triangle tag aud the names 
of these manufacturers identify pipe with 
the Big I. D. When you sell pipe, sell the Big 
I. D. It will pay off in customer satisfaction 
and repeat business. For more information 
and sales helps, contact a manufacturer 
or write E. I. du Pont de Nemours & Co. 
(Inc.), Dept. P-310, Room 2507A, 
Nemours Bldg., Wilmington *® 
Delaware. 


POLYETHYLENE RESIN 


ALATHON Super 25 


POLYCHEMICALS DEPARTMENT 





a 


Better Things for Better Living... through Chemistry 


Want more facts? Circle 104, p. 99 


Sup 25 








MANUFACTURERS 


ANESITE COMPANY 
Chicago 45, ill. 


CRESCENT PLASTICS, INC. 
Evansville 7, indiana 


REPUBLIC STEEL 
Cleveland 1, Ohio 


STAUFFER CHEMICAL CO. 
Los Angeles 23, Calif. 


YARDLEY PLASTICS Co. 
Columbus 15, Ohio 
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WASHINGTON 


Ttuo 


Congress considers bill to offset 
low wage advantage behind imports 


Congress is eyeing a bill to offset low wage 
advantages foreign competitors have over Ameri- 
can industry. 

Sen. Keating (R., N. Y.), sponsor of the Fair 
Labor Standards Trade Act of 1960, says for- 
eign wage competition has become increasingly 
difficult to meet in such industries as kitchen 
utensils, hand tools, small appliances, toys, bicy- 
cles, and plumbing fixtures. 

The bill provides that the President could raise 
tariff duties as much as 100 percent if it was 
found foreign wage competition is injuring do- 
mestic industries. 

The action could be taken only after an in- 
vestigation by the Secretary of Labor. 

An investigation could be initiated by the 
President, Congress, an industry, or an employer 
organization. 


outlook 


Sen. Keating does not expect passage of the bill 
this session. The plan is to arouse sentiment 
throughout the country. Then, in the next Con- 
gress, he will spearhead a big push for passage. 


Returns of self-employed persons 
to get extra check-up this year 


Tax returns of self-employed persons are to 
get an extra careful check-up this year. This is 
part of the Internal Revenue Service program 
to generally tighten up on tax losses on federal 
income tax returns. 

Some self-employed persons have income in 
the twilight zone, such as tips, not reported as 
income. Experts predict about 25 percent of 
income of self-employed is not reported and tax 
losses run around $10 billion. 

U. 8S. courts back up the Internal Revenue 
Service drive to cut down corporation deduc- 
tions for yachts, hunting lodges and clubs. 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


IRS drive is also on against taxpayers who 
skip interest and dividend payments in filing 
returns. Congress may vote to withhold these 
taxes at source. 


outlook 


Self-employed persons should double-check in- 
come tax returns. President Eisenhower is ask- 
ing Congress to approve money for electronic 
computer system to check taxpayer accounts. 
A House committee has approved funds to hire 
900 new federal tax agents. 


Congress wants closer check up made 
on weapons sold through the mails 


The mail order business in lethal weapons is 
coming under congressional scrutiny. The aim 
is for closer cooperation in checking guns by 
police with sellers. 

Proposed legislation will not affect hardware 
dealers. Instead, it points up importance of 
channeling sales through hardware stores where 
records are kept of sales and police can quickly 
check up on firearms in a criminal investigation. 

Mail order sales do not provide local authori- 
ties with such a check up, it is pointed out. In 
fact, some magazines carry ads, making guns 
available through filling in a coupon. 

Rep. William S. Moorhead (D., Pa.) has in- 
troduced legislation intended to make it more 
difficult for criminals to obtain firearms, by 
offering a legislative package which: 

(1) Provides for checking the flow of mail 
order revolvers. 

(2) Proposes more comprehensive registration. 

(3) Gives local police more information on 
shipments to their communities. 


outlook 


Rep. Moorhead wants guns sold in hardware 
stores, Mail order sales are difficult to check. 
Store sales records easily checked by police. You 
can help by writing to support H. R. 10477. 





ALL! Hardware Week Special: Swan Grass Stop 


wrens in + 20-foot rolls...pre-priced at $3.49 to retail at 
only $2.89. Your cost only $1.93. And your customers actually 
get 6 feet free at no extra cost. Call your distributor now. 
You can trust the products...made by Swan. 

Swan Rubber Company, Bucyrus, Ohio. 


Want more facts? Circle 105, p. 99 
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TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


January business is brisk . .. 


January started the new year off at a brisk rate. Retail stores 
did 2 percent more business than in January last year. Total 
retail sales were $16.1 billion. Personal income was at a record 
$393.3 billion mark, up from December and the like month a year 
ago. Employment in January set a new high for the month, about 
1 million more than in January, 1959. Industrial production rose 
3 percent to top the all-time record reached before the steel strike. 


Early sales pattern uneven... 


Dealers have a word for business so far in soaring 60’s: spotty. 
Pre-season promotions have not followed any pattern. Some have 
gone over good; others not so good. A few trends are apparent. 
First-time power mower buyers go for promotional numbers. 
Second, third-time owners are more cautious customers; want 
to know they are buying quality. Ground swell developing for 
reel mowers among home owners with fancier lawns. In garden 
tools, imports are a big factor, but hard sell on quality swings 
customers to better, higher priced numbers. Dealers are opti- 
mistic about Spring push in market, poised for big volume from 
well stocked shelves. 


Building decline was expected... 


New home starts took a more than seasonal decline in January. 
This decline was expected by housing authorities. New home 
starts on an annual adjusted basis were 1,210,000 in January, 
9 percent less than December’s 1,330,000. According to a Federal 
Housing Authority, the drop was expected because of the unsea- 
sonal jump in December’s starts, over November. The adminis- 
trator said that although 1960 would not be a boom year in 
construction, it would be a good year with new home starts at 
about 1.2 million units. 


Paint sales outlook bright . . . 


Paint sold through the retail trade jumped over the $1% billion 
mark for the first time in 1959, according to the National Paint, 
Varnish and Lacquer Assn. Retail sales at $1.76 billion were up 
6.1 percent from 1958. Retail trade paint sales in 1960 are pre- 
dicted to hit the $2 billion mark. Families are expected to spend 
an average of about $34 for paint. For a more complete picture 
of sales, trends and management ideas, see the Paint and Sundries 
Merchandise Guide in the April 7 issue of HARDWARE AGE. 


... turn to page 162 for more news of How’s the Hardware Business. 
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8% 


PROFIT 


on Introductory 
Assortment 





NEW WELDWOOD WOOD FINISHES CENTERS 


with Self-Service Selector Guide are compact, permanent profit- 
boosters. They come in two styles (above fixture endorsed by 
NRHA) that stock your customers entire wood finishing needs in 
one handy place. Eye-catching Selector Guide of 40 real wood 
samples makes it easy for customers to make the right choice of 


WELDWOOD WOOD FINISHES 


Products of UNITED STATES PLYWOOD, Dept. HA 3-10-60, 55 West 44th Street, New York 36, WN. Y. 
Want more facts? Circle 106, p. 99 
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MER GA ING 


! newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


Another booster for teen credit. One of the biggest department 
Stores in the nation recently embraced time payment sales to 
youths over 15. Full page ads announced plan. Acceptance was 
enthusiastic. The kids have a $50 buying limit, with $5 monthly 
payments. Parents are in no way liable. It's strictly a store-to- 
youth arrangement. The store figures it is wise to get youngsters 
used to budgeting, while developing priceless loyalty and good- 
will. 
































Labor's stewing, you may suffer. The AFL-CIO mid-winter meeting at Miami 
Beach brought demands for action on raising minimum wage to $1.25 an 
hour, extending coverage to another 7 million workers. Some action, pos- 
Sibly at a lesser figure (maybe $1.10 an hour), seems likely because 

it's an election year. If labor has its way, you'll be affected. Even if 
increase covers only workers in interstate commerce, all workers will want 
more pay. No matter what minimum wage evolves, that wage will be ex- 
pected of most employers. 























Rougher competition from Army, Air Force PX's? A hike in domestic 
sales through Post Exchanges seems likely. The Army and Air Force 
Exchange Service is studying a plan to allow PX buyers to purchase 
bigger quantities than presently allowed in lines such as house- 
wares, appliances, etc. Your competition is already in the $225 
million annual retail sales bracket, much of it in hardlines. 
This competition is at cut prices, set and controlled by the 

Post Exchange. Since 50 to 80 percent of enlisted men and of- 
ficers, respectively, are married and have families, a boost in 
PX activity will be a drain on sales in every community bordering 
an armed forces camp. 





























Look for more activity as more wholesalers consider drop-shipments. The 
feeling in some houses is that this may be a good method of reducing 
costs. Some see problems in drop shipments, for they usually involve 
larger than normal amounts of stock. This could be a trap for unwary 
dealers. In their efforts to get extra discounts, dealers could stretch 
inventories to the point where other staple lines suffer. However, more 
wholesalers are experimenting with drop-shipments. Wholesale group buying 
also is increasing, with emphasis on promotional deals such as a recent 
offer of assorted appliances at a common $9.99 price through 17 whole- 
Salers. Newest development in this field is a new group forming in mid- 
West. It includes six or seven large distributors, including some on the 
West Coast. 
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Your Worthington salesman 


will help you plan for 
Hardware Week! 





The Geo. Worthington Co. has always enthusiastically en- 
. dorsed Hardware Week—and participated 100% in it. 


Also, Worthington, for the past 8 consecutive years has 
received IRHA citations for outstanding Hardware Week 
campaigns. And—last year, as well as in 1958, Worthington 
was listed, by the IRHA, as No. 1 among the nation’s whole- 
salers for its Hardware Week accomplishments. 


: Worthington Hardware Week promotion for 1960 is bigger 
5 and better than ever. In addition to use of the fine IRHA mer- 
chandise, with its full assortment of banners, printed mate- 
rials, ad mats, etc., Worthington has prepared its own list of 
Hardware Week specials. Available, with these, are colorful, 
hard-selling hand-out pieces, direct mail, counter and window 
display kits, price cards . . . other merchandising aids. Plus 
special ‘‘big profit’’ prices. 
Ask your Worthington salesman today for full facts about 
Hardware Week. He'll be glad to help you plan, order, pro- 
mote and sell! A-17224 








THE 


) P7GEO WoRTHINGTO 
Fa 


THE GEO. WORTHINGTON Co. 


CLEVELAND 1, OHIO 
You can order IRHA Hardware Week Gold Key Values of 27 leading manufacturers 
from Worthington. Also, our own vast assortment of special Hardware Week items. 
Want more facts? Circle 107, p. 99 
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7’ Saw with Auto- 
matic Safety Clutch. 
7.0 amps. (Model 
$C-7100) 


$33.98 


Oscillating Sander 





with 25 Square Inches 
of Sanding Surface, 
Patented Locking 
Rollers, 9 Abrasive 
Sheets & Polishing 
Bonnet. (Model K- 
280-C) 


9.498 
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Jig Saw with Jig-Lite, Blower, Rip 
and Circle Guide, Bevel Adjustment, 
Roller Bearings, 3 Blades. 2.5 amps. 


7998 


Ped 
fee ‘ 


al 


Jig Saw with Chip Blower, Rip 
and Circle Guide, Bevel Adjust- 
ment, 3 Blades. 2.1 amps. (Model 





V4’ Drill with Geared Chuck, 
Multi-Ball Thrust Bearing. 2.9 
Amps. (Model SD- 2500) 

























ee 5s 


ie 






4" Drill with Geared 
Chuck, 30% more Work- 
ing Torque. (Model 740- 









2" Reversible Drill 
with Ball Thrust Bear- 
ing. 6.0 amps. (Model 


520) | ; 





¥ 










Power Trimmer with 13°’ 

Swedish Blue Steel Cutter 

Bar, 3 way handle, free $9998 
mounting bracket. (Model 

KT .10):9) 
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THE COMPLETE LINE 


wereae outsells all others: 


~ 


feature for feature, 
dollar for dollar... 
no other line compares! 


What makes a line of power tools great is the way it sells 
at the store level year after year! 
That’s why SHOPMATE has become the greatest line 
of power tools for you to handle... because it outsells 
all others! 
The reason...simply that feature for feature, dollar . 
for dollar, there just isn’t another line that compares to = WN 
SHOPMATE’S COMPLETE LINE! = | 
Take the famous Shopmate Jig Saw for example. Where 
else can you find a perfectly designed quality jig saw with 
its own light, chip blower, 45° bevel adjustments, rip and CAMPAIGN IN OUR HISTORY! 
circle guide and many other outstanding features, to retail Sed covers in two colors end full pages in 
at just $29.98? Popular Science and Popular Mechanics 
Any way you look at it...any tool you care to in- ia; Sete Suaheg Staak ahet go 
vestigate... you'll find that you’ll make more money tent magazines ore pre-eelling your cus- 


selling the COMPLETE SHOPMATE QUALITY LINE! ey on the COMPLETE SHOPMATE 


MOST POWERFUL ADVERTISING 


7” Saw (Model Sc- ——\ cpl ? 2-Speed '2” Drill 
700M) $49.98 <P - -— , i} mit ~~ (Model SD-122) . 
6 ma f é $36.98 Z 
= is ¥ Power Trimmer 
| 38’ Drill (Model %s’’ Drill (Model - FA 


- (Model 1301-B) 
SD- 238) $26.98 748 CG) $24.98 $29.98 


ardor bode vy:N| Mmeelli-to) mm (ec) sa 


$34.98 FOR COMPLETE INFORMATION INCLUDING PRICES! 


mail to: George Weatherby, Sal 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street * Chicago 20, IMinois 


C] The Complete Shopmate line 
* Drill [) $D-238 3%” Drill 
ie — |) 748-C 3%” Drill 
[) $C-7 7” Saw 
[} 1301-B Trimmer 
|} UP-25 Radial Arm Saw 
(not illustrated) 
[] Twist-Lock Power Tools 


. i (not illustrated) 
AMERICA’S FASTEST : - oe il C) SC-600 6” Saw 
SELLING POWER j _. (not illustrated) 
TOOLS! 








PORTABLE ELECTRIC TOOLS, INC. 


320 W. 83RD STREET, CHICAGO 20, ILLINOIS 
CANADA: 452 BIRCHMOUNT RD., TORONTO, 13, ONT. 
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HOME OWNERS SAY: | like the con- CONTRACTORS SAY: We like products DEALERS SAY: Customer satisfaction, re- 

venient to use features and dependable that have consistent quality, that are peat business, easy buying and good 

quality of handi-family products. ready to use and do a first class, last- profit margins are my reasons for pro« 
ing repair job. The handi-family products moting and selling the handi-family. 
fill the bill for us. 


everybody likes it! sell the... 


hand1-family 


of quality products 


A full line of profit making, 
quality protective mainte- 
aLolika- we lackelka cme late(-Tamelal- 
self-selling package design, 
that gives you... 


@ Easier order and processing. 
@ Elimination of duplicate inventories. 


@ Repeat sales through brand 
oh tteldlehilelar 


@ Customer satisfaction with quality 
products. 


@ A good profit margin on sales. 


the GIBSON - HOMANS company oa lar os ssciaiiibe wauanisite 


2366 Woodhill Road « Cleveland 6, Ohio Calking & Glazing Compounds, Roof Cement, 
Factories: Conyers, Ga. * Matawan, N. J. * Richmond, Cal. Aluminum, Colored & Black Roof Coatings, 
Portland, Oregon « Cleveland, Ohio Foundation & Water Repellent Coatings, 
Aluminum & Black Roof & Metal Paints. 
Want more facts? Circle 109, p. 99 
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GLASS BY AMEBERICAN-SAIN'T GOBAIN 


Glaziers and glass dealers are continually discovering 
that they can increase customer satisfaction and their 
own convenience at the same time—by using and selling 
glass by American-Saint Gobain. Famous brands like 
ASG LUSTRAGLASS®, LUSTRACRYSTAL® and LUSTRAGRAY® 
not only offer the best optical quality available in sheet 
glass today ... they also store easier, handle easier and 
cut cleaner. 


Why? Because every square inch of ASG glass is 
quality-controlled for optimum annealing. This means 


it won’t scratch from ordinary contacts in storage and 
handling. Yet it responds perfectly to the cutting wheel. 
A good wheel dipped in kerosene will make a perfect 
score every time... a cut you can run with ease, and 
without waste. 

You can convince yourself in minutes. Call your local 
independent glass jobber, or contact our district office 
nearest you. 

AMERICAN-SAINT GOBAIN CORPORATION, Dept. HA-1 
625 Madison Avenue, New York 22, N. Y. 


Want more facts? Circle 110, p. 99 
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Pittsburgh Paint Dealers 


Garry Moore says... Enter now and 


Here’s all you do to win—It’s Easy! 


Tell us in 25 words or less why you like to sell Pittsburgh WALLHIDE 


e Use entry form from your Pittsburgh Plate 
Glass Company branch, or write on your 
letterhead. Mail entry with photo of your con- 
sumer contest WALLHIDE display to Pittsburgh 
Dealer Contest, Box 778, Chicago 77, Ill. 


e Enter as often as you like, but each entry 
must include photo of WALLHIDE display. 


Contest is open to Pittsburgh Paint dealers 
and their employees. 


e Contest begins March 14th. All entries must 
be postmarked by midnight May 14th. Com- 
plete official rules of this WALLHIDE dealers 
contest are available from your Pittsburgh 
Plate Glass Company branch. 


Why Successful Dealers Like to Sell Pittsburgh WALLHIDE 


e Comprehensive line of interior wall 
paints of proved quality offer oppor- 
tunity for increased sales. 


speeds delivery of orders, reduces 
need of excessive inventories. 





e Hundreds of ready-mixed and 
MAEsTRO® colors meet today’s deco- 
rating needs. 


e Generous discounts and ample ter- 
ritory assure greater profits. 


e Widespread distribution system 


e Continuous advertising on The 
Garry Moore TV Show, in national 
magazines and newspapers creates 
constant demand. 


e Effective point-of-sale promotion 
material assists you in making sales 
easier and faster. 





Pittsburgh also announces 


Pittsburgh Paints *100,00 


WALLHIDE 
CONTEST 


For retail purchasers ... from March 14th to May 14th 


More than 1000 prizes including 
10 trips to Rio e 4 Rambler station wagons 
8 Hardman Duo player-pianos 


PitTsBURGH Paints 


PAINTS « GLASS « CHEMICALS + BRUSHES « PLASTICS + FIBER GLASS 


PITTSBURGH 


ee Se GLASS35 


Watch the Garry Moore Show— CBS-TV— Tuesday evenings. 
Want more facts? Circle 111, p. 99 
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COMPANY 








1} (\\WALLHIDE 
123,500 contest 


win one of these 228 exciting prizes! 


RAND PRIZE Vacation trip for two— = : ses 


via Air France jet to romantic Paris! 


e Round-trip transportation from your home city via Air France Jet, 
plus a memorable 7-day holiday in Europe’s most glamorous capital. 





10 FIFTH PRIZES 


Sets of 
BOB GOALBY 
Golf Clubs 


e Each set includes 
four woods and eight 


2 FOURTH PRIZES 


MINK STOLES 
from H. B. A. Furriers 


e Fine furs 
2 — de- 
ye signe by 


ormance—puts you out leading New 
in front with America’s ey York crafts- 
happiest station wagon. Ee men. 


ee 


AIREX Fishing Sets SETH THOMAS 


4 tHino PRIZES 
HARDMAN DUO 


Player-Pianos 


e Exciting new piano 
that converts in a twin- 
kling to a player-piano. 


1 SECOND PRIZE 


RAMBLER American 
Station Wagon 
@ America’s favorite 


compact car brings you 
ak economy and per- 


Aah 


ener 


i £ ARTQRY | 














6) @) SEVENTH PRIZES 


NECCHI “Supernova” AMELIA EARHART 


Sewing Machines 
e With automatic fea- 
tures for automatic sew- 
ing at its finest. 


Luggage Sets 
e Winner may select man’s 
or woman’s models of 
these superb 2-piece sets. 


e@ Including tubular glass 
spinning rod and reel to 


Travel Clocks 


@ Made by makers of 
masterpieces in time. 


With leather case. 


make fishing ‘alll 














If you are not now a Pittsburgh | 
Paint Dealer—Send this coupon! | : | 3 
| I am interested in more information about your 


—S > Pittsburgh Paint Dealer Contest. 


NAME 


Pittsburgh Plate Glass Company 
Paint Division, Dept. HA-30, Pittsburgh 22, Pa. 





e If you'd like to have more information about 
the $23,800 Pittsburgh Paint Dealer Wallhide 
Contest, get in touch with your nearest Pitts- 
burgh Plate Glass Company branch. Or mail 
this coupon—today! 














ZONE __ STATE. 


ee cee ees ee mee ces = ee oes = ee cee we = 
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ding, Dave, You were thinking 
was taking the Consumer angle, 


th the trade wer 
Dealer testimonials are the 
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answer! 
factor 


. 99 
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©THE REARDON COMPANY 1960 


“tal 


LET THE POPULAR 

REARDON FAMILY 

Fe ‘ TS rue REARDON 

AND PROTECTION COMPANY 

PRODUCTS WORK Coy Yau 7501 Page Bivd., St. Louis 14, Mo. 
FOR YOU 








It all started when my bright-eyed 
brother-in-law got me to sign up for that 
home-brew cement paint he was ped- 
dling. It had a big mark-up and low 
price, so I pushed it... for two weeks. 
Then I was pushing aspirin. Finally... 
I pushed him into a hole in his basement 
wall and started bricking him in (an 
idea I got from an old Edgar Allan Poe 
story). But I made one mistake—and I 
shoulda known better. I used his stuff to 
finish the job (somehow it seemed so 
appropriate); you see, my brother-in- 
law is a drip and he leaked through. 





It’s been a tough fight but I finally got 
my customers back .. . because I’ve been 
selling BONDEX CEMENT PAINT. 
(That brother-in-law of mine could 
never have gotten through BONDEX!) 
It’s guaranteed waterproof. And the 
guarantee’s watertight.—Hercules Gret, 
Gret Bic Paint & Harpware Co., 
Chicago, III. 



































MANA 
i perienss not necessary- Apply 


THE REARDON CO. 7501 Page Blvd. 





12, ° 99 
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TOP MAINTENANCE MEN VOTE PAINTBRUSHES TOPS ON THE JOB/ 


FOUR COMPANY WAS SUCCESSFUL BIDDER FOR PART OF ONE 
OF THE BIGGEST MAINTENANCE JOBS IN THE COUNTRY— PAINT- 
ING THE NEW YORK CITY SUBWAYS. AS YOU MIGHT EXPECT, 
THE CITY'S TOP MAINTENANCE EXPERTS PULL NO PUNCHES. 
THEY DEMAND THE BEST...AND EXPECT TO GET IT! 

















I CALLED OUR PAINT CREWS TO- | |"THE TRANSIT AUTHORITY OPERATES 8,600 
GETHER BECAUSE PLANNING AND TRAINS DAILY IN NEW YORK CITY ON 725 
TEAMWORK ARE IMPORTANT. THE MILES OF TRACK, AND SOME 485 

WORK HAS TO BE PERFECT AND STATIONS! IT'S A BIG JOB BR'GHTENING 


MOVE ALONG WITHOUT A HITCH. | | SUBWAY FACILITIES AND PROTECTING 
EACH MAN HAD TO GET THE.FULL EQUIPMENT 





























“THE SUBWAYS CARRY MORE THAN 42 MILLION “THAT'S WHY TRANSIT AUTHORITY 
PASSENGERS TO WORK AND HOME AGAIN SPECIFICATIONS CALL FOR THE BEST— 

EVERY WEEKDAY. CONSTANT ABRASION CAN TOP PERFORMANCE PAINTS, APPLIED — a THE JOB IS 
WEAR PAINT DOWN QUICKLY, EXPOSING BARE WITH QUALITY BRUSHES. MAINTENANCE] [= | WELL UNDER WAY 
METAL, WOOD AND CONCRETE. EXPERTS EVERYWHERE — IN MUNICI- | WITH PAINT TEAMS 
_ =a PALITIES AND INDUSTRY—KNOW QUALITY| f= | WORKING WHILE 
| BRUSHES INCREASE A PAINT JOB'S | THE CITY SLEEPS. 

DURABILITY. THEY CAN COUNT ON FULL | FF 


GOOD PAINTS AND 
VALUE FROM EVERY DOLLAR SPENT.” | [i LITY 


PAINTBRUSHES IN 
THE HANDS OF 








BRIGHTENING THE 
SUBWAYS — ONE 
OF THE WORLD'S 
BIGGEST 
MAINTENANCE 
JOB 























This advertisement /s mains? re 


e American Brush Manufacturers Association Paint Brush Division 


ih the interest of better brushes for better painting. 
MR. DEALER: CUT OUT AND POST THIS AD WHERE CUSTOMERS CAN SEE IT. 
Want more facts? Circle 113, p. 99 
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FOR A QUALITY BUY STANDARDIZE. 


Whether your customers buy screws by the half-dozen or buy the box, they are actually 
paying for quality screws. It's smart and profitable to stock your shelves with Southern 
Screws — the screws that are pre-sold to your customers by year ‘round advertising in 
nationally circulated home shop magazines. 

Stock Southern 100% and se// up the Southern quality screws that are easier and 
more profitable to sell by the box than by the dab. Now, in addition to Southern’s famous 
quality, its time-saving, fool-proof EZ to Ce label system has the NRHA approval — 
another selling point for you, and another buying reason for your quality-conscious 
customers. 

Put Southern Screws in your want book now. Or better yet, phone your Southern 
distributor for fast service on the finest fasteners you can buy — and sell! 

Sold Through Leading Wholesale Distributors. Warehouses: New York: Chicago 
« Dallas « Los Angeles. 


Wood Screws -« Stove Bolts « Machine Screws & Nuts « Dowel Screws « Sheet Metal Screws 


J 


Want more facts? Circle 114, p. 99 


ON SOUTHERN 
FASTENERS 


Soa 


pcr ptt vomits 
- Ace.ner 


e Carriage Bolts «+ Wood Drive Screws 


a 


ée 
** > « 
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Promotional LAUNDRY CARTS 


create NE W customers when you 
offer $449 values for just $999 H 


Your customers will 


COME IN FOR THE BARGAIN 


and stay to buy the best! 


PREPAID SHIPMENT INCLUDES: 





PROMOTIONAL LAUNDRY CART 





ANOTHER CAL-DAK FIRST! 
NEW “STEP-UP” LAUNDRY CART 





LAUNDRY CART 





TRIPLE-COMPARTMENT LAUNDRY SORTER 





60B LAUNDRY CART REPLACEMENT BASKET 





on STANDARD IRONING CADDY 





2 eo WHEELEASY IRONING CADDY , 9.90 

















: $122.64 
Gives you a 26-piece assortment of basic Cal-Dak 


value plus SIX outstanding promotional items DEALER COST $7 73.58 


YD TO YOUR JOBBER 


Date 





Jobber 
Address City Zone State 
Please enter my order for sages Cal-Dak ‘Special Laundry Line” Promotions, NO. 690, 
quonti 
consisting of: 











6 No. 0664B Laundry Carts 2 NO. 659 Laundry Carts 

4 No. 654 Laundry Carts 2 NO. 563 Laundry Sorters 

12 No. 60B Replacement Baskets 4 No. 550 Ironing Caddys 
2 No. 553 Ironing Caddys 


Dealer Cost $73.58 (Full 40% on all merchandise) 


Total weight of 
assortment 1181, Ibs. 
Signature : Shipped prepaid 
— 60 day dating 


Store Name Street City 











Cc aL. DAK Manufacturers of Work-Saving Quality Housewares 


| 2525 MILITARY AVENUE, LOS ANGELES 64, CALIFORNIA 
73 FACTORIES: LANCASTER, PA. + LITTLE ROCK, ARK. + COLTON, CALIF. 
Want more facts? Circle 115, p. 99 
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TURN UP YOUR VOLUME! 

















HERE COME 


~~ PAAR ww GARROWAY 
SELLING WARE | 


STARTING y ARCH oath THE FINE MELAMINE DINNERWARE 


Are your orders placed: 








LENOX PLASTICS, INC., DEPT. 1 4417 OLEATHA AVENUE, ST. LOUIS, MO. 
Want more facts? Circle 116, p. 99 
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FILCO “UNIVERSAL” 


with parallel arms 
FOR INSTALLATION ON RECESSED SIDE OF DOOR WITHOUT BRACKETS 


This closer packs a 3-way sales punch. It elimi- 

nates headroom interference: it is safely out of 

the way when the door is opened. Its installa- 
| tion is neater, less obtrusive — no brackets are 
fee =Tequired. And finally, it is completely depend-, 

| able. 

Available for parallel arm installation with non- 

holder arm, with 135° holder arm, and with 

180° holder arm. 





To cash in on Fall and Winter door closer sales... 


BE SURE YOUR CLOSER STOCK IS 


COMPLETELY UNIVERSAL! | 


ILCO “UNIVERSAL’ 


FOR RIGHT OR LEFT HAND INSTALLATIONS WITHOUT CHANGE 





Here’s the closer that licks normal installation 4, | Y UMIVERA : 
problems. It’s ready for mounting as is... Te EWS = 3 
without any mechanical change .. . on right or 

left hand doors. No more “‘ wrong handed’”’ in- 

stallations. 


All ILCO “UNIVERSAL” closers are uncondition- 


ally guaranteed for 2 years (except when mis- gy Ee , 3 
applied cr abused), have a rugged, leak-proof [9 | : 
construction, an extra powered helical coil (gaa iii 


spring and a heavy, forged steel, one-piece 
shaft and crank which eliminates breakage. 


me? oO 


Want more facts? Circle 117, p. 99 
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Make Hanson Your No.1 Line 


OF DRILLS e TAPS e DIES bectde. a 


@® You sell top quality at prices as low or lower, than second, or even third, grade lines. 
@® Hanson always provides for longest profit margins with lowest consumer prices. 
@ Every Hanson product is backed by an unconditional guarantee. 
@ Hanson provides the finest merchandising aids and packaging of 
tools at no cost to you. 
@® COMPARE the facts and you, too, will 
choose Hanson ... the Self-Seller Line! 


No. 414 Sure Gris 


%” SHANK DRILL SET 
Contains four drills 
6", 36”, 4%", 6”) in 
handy, durable plastic 
case. 


Self-Seller DRILL DISPLAYS 


Sell drills fastest because they display drills best. Available 
in both counter and wall displays. Model 157—for fractional 
sizes. Model 342—for wire gage sizes. Requires only 14” x 
14” space on your counter. Models 157W and 342W for wall 
type cabinet. 


No. 113 DELUXE DRILL SET 


Contains 13 High Speed Steel Drills 
(\%" to 44") in America’s finest drill 
case that also serves as drill stand 
and wall rack. 


$ 


~~ a eee 3 “ ~ we 
> 


Ace wo. 195 Self- Seller 

TAP AND DIE DISPLAY 

Displays and stocks all popular sizes 
of Taps, Dies, Screw Extractors and 
Wrenches in 18” x 13” counter space. 


Ace SUPER-SET OF 


TAPS AND DIES —No. 614 

Contains 17 popular sizes, 
both machine screw and 
fractional from No. 4 to 
14” plus 4%” pipe. Packed 
in beautiful, durable case. 


Ace No. $35P 


SCREW EXTRACTOR SET 
Contains five most 
popular sizes in handy 
plastic case. 


MASONRY DRILL DISPLAY 
Contains stock of 23 genuine 
carbide tipped drills in sizes 
se” to %”. 


Want more facts? Circle 118, p. 99 
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OVER 87,000,000 
PEOPLE WILL SEE AND 
READ SSS-T ADS! 


National Magazines 


Life * Parents + Ladies 
Home Journal * McCall's 
Simplicity Pattern 
Vogue Pattern, etc. 


Newspapers ° Television 


FREE— 


displays, streamers, 
ad mats, sales aids 


BIGGER PROFITS— 
FASTER TURNOVER 


SPECIAL PURPOSE 
CLEANERS 





Amazing Scientific Discovery! 
SSS-T! ALL PURPOSE 


SFFEEMAS 


creed 


STAIN REMOVER 


Safe, Effective — even re- 
moves laundry marking 
ink! Roll on SSS-T !...Roll 
Away Stains from fabrics. 


* ink * Grease 

* Lipstick * Blood 

* Food * Paint 
*Grass * Nailpolish 











FAST CHEMICAL PRODUCTS CORP. 
Yonkers, N.Y. 











Want more facts? Circle 119, p. 99 A 
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COMPLETE POINT-OF-SALE 
DISPLAY KIT 


Tie-in with the biggest FABULON promotion 
ever! Get your share of new FABULON 
PEG sales by identifying your store as FABULON 


~~ headquarters. Use these eye-catching, sales- 
7 building window and store displays, literature, 
test panels, HOW-TO-DO-IT manuals, 
color folders, etc. Free for the asking .. . 


send coupon today! 


—- 


== 


\ 
y 
hi 
iseall 





‘4, 


a 


: 


ZZ 
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-- YOU PROFIT MORE...BECAUSE.. 


;--- DOES WHAT OTHER FLOOR 
FINISHES ONLY HOPE TO DO 














COUPON ‘ 
TODAY! 4 


“Twin” of a famous “bowling-lane” finish, only 
fabulous FABULON keeps wood floors bright 
and shining for years WITHOUT WAXING 
OR SCRUBBING! Amber-clear FABULON 
comes ready for immediate use . . . no stirring, 
no settling, no skinning. Applies easily . . . dries 
fast; complete job — sanding and finishing — 
can be done in one day! Promotes sander-rentals 


and other tie-in sales. 

Use-tested and approved in millions of American 
homes. FABULON is acclaimed the country over 
as the finest modern floor finish obtainable. 
Product features galore help you sell every cus- 
tomer who enters your store. Be sure your stocks 
are adequate for the big clean-up, fix-up season 
ahead. 


ee IS PRE-SOLD FOR YOU 


Here's the key to “Super Sales in Sixty” — 
48,826,211! That's the number of FABULON 
sales messages to be delivered in the biggest 
FABULON advertising campaign ever. In 1960, 
every major home and handyman magazine 


will carry the FABULON story to millions of 
prime prospects . . . pre-selling FABULON for 
you! Check your stocks now; be prepared for 
the greatest sales year in FABULON’s history! 


PIERCE & STEVENS CHEMICAL CORP. 


DEPT. HA 30 


710 OHIO STREET, BUFFALO 3, N. Y. 


NAME 


Please rush my free FABULON tie-in display kit! 





ADDRESS 





city 


ZONE STATE 





a= aus ae aes eee cee cee cee cee coe oe eee oo owe ow ow aoe ow ow ase aoe ow al 
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Now is the time for 


ROYAL * 
Re 
beecrarc HEAVY DUTY EXTENSIONS 


Boost your electrical supply business by stocking and DISPLAYING Royal 
“POWR-KORD” Extensions—the premium quality line that’s priced for 
volume and profit, too! Available in Black Rubber (2- and 3-wire, sizes 18 
thru 12), Red Rubber (2-wire, sizes 18 and 16), Yellow or Red 
Thermoplastic (2-wire, sizes 18 and 16)... all with molded-on 

caps and connectors... individually packaged. Rubber cord 

lengths 10’ to 100’; vinyl 25’ to 100’. 





Order from your wholesaler: 
he has “POWR-KORDS?” in stock. 


l'< O ROYAL ELECTRIC CORPORATION 
——- << PAWTUCKET, RHODE ISLAND 


t ¥t: 
j Q in Canada: ROYAL ELECTRIC COMPANY (QUEBEC) LTD. 


ee an associate of ooee 





2% Pointe-Claire, Quebec. 
Want more facts? Circle 122, p. 99 
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STANDARD CAN OPENER 
from $2.49 


MAGNETIC CAN OPENER 


from $3.49 
WALL TABLE 


ICE CRUSHER ICE CRUSHER 
from $7.95 from $9.95 


ELECTRIC! 


and so are the results 


AUTOMATIC -ELECTRIC CAN 
OPENER 324.95 
AUTOMATIC 
CAN OPENER 
from $4.98 





BUDGET 
CAN OPENER from $1.98 


% ae » a 
Co 


PORTABLE KNIFE sali AUTOMATIC - ELECTRIC CAN OPENER 
PORTABLE CAN OPENER from $1.98 SHARPENER $1.98 "411448 711411 Bye 


* One yeor quorantee on electric models 


COMPARE quality e For features, for dedicated craftsmanship, for everything that makes 
a product good — Swing-A-Way stands out from all the other brands. And, to top it all, 
Swing-A-Way has been rated first in quality and value by America’s foremost independent 
testing laboratory. COMPARE style e One glance tells you that the Swing-A-Way line 
looks good. You'll notice immediately the pleasing rightness of form in every product. Every 
part is engineered and designed to work perfectly with every other part, and everything 
(even the styling) serves a useful purpose. Swing-A-Way’s fresh style assures sales success. 
COMPARE price e Swing-A-Way with its fresh beauty and fine workmanship is the worth- 
more product that costs less. Check and you'll find Swing-A-Way prices are substantially 
lower than comparable models of the other brands. Sales prove... Swing-A-Way is the 
smartest buy! COMPARE guarantee e« Swing-A-Way builds-in the kind of quality and 
performance that makes it First in its field, and First in ratings by America’s foremost 
testing laboratory and publisher. As proof of our confidence, Swing-A-Way products* are 
backed by a specific 5-YEAR free service GUARANTEE! Among the leading brands, 
Swing-A-Way has the ONLY 5-YEAR guarantee you can get! Swing-A-Way Manufacturing 
Company, 4100 Beck Ave., St. Louis 16, Mo. In Canada: Fox Agencies, Port Credit, Ont. 


You can sell more, make more with 


Want more facts? Circle 123, p. 99 
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NOW! DROWSE ELECTRIC ALARM 


IN 2 NEW SALES-TESTED COLORS! 


PINEFROST GREEN OR PASTEL PINK 
CONSUMER TESTED, PREFERRED COLORS 


Drowse—the amazing electric alarm that 
lets your customers choose 5 or 10 min- 
utes extra sleep—offers two bright new 
colors to sell! Pinefrost Green and Pastel 
Pink have been tested under actual sales 
conditions. Results...customer preferred! 
Only with the Drowse broad color line can 
you match or complement every custom- 
er’s color scheme! 


@ Exclusive ‘Sleep Selector’ allows 5 or 10 min. 
extra sleep! Drowse calls again...and again. 


@ Westclox dependable and Westclox accurate. 
@ Modern plastic case, shatterproof crystal. 


@ Sweep alarm set and second hand. 


\SSORTMENT No. 8001. 


FREE NEW ASSORTMENT DISPLAY 
DROWSE oe Order Assortment No. 8001 to get a com- 


plete color selection plus eye-catching, color- 
is one of the fea- eee ful display. 
tured timepieces es You get these four clocks: 
on “Special To- = No. 800-L—Luminous dial. Pink; 
night,” TV's most te Pinefrost Green, Doeskin. 


popular spectac- No. 800—Plain dial. Cloud Gray. 
vlar live series. 


Betsy Palmer, . . 5% quantity discount on 6 or more Westclox 
Westclox hostess. it aan is electric clocks. Why not order ot least 2 assts. 





DEPEND ON 


WES TCLOX 


FOR YOUR FULL PROFIT LINE! electric 


MAKERS OF BIG BEN * DIVISION OF GENERAL TIME CORPORATION * LA SALLE-PERU, ILLINOIS 
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New | ’n AC KIT 
lets customers re-web chairs 
rt without waste 


1 kit repairs a chair 
2 kits re-web an entire chair * 
24 @.@ 4 kits re-web an entire chaise 


. 


Customers mix or match colors without buying un- parent bags with display cards attached. Bags con- 
necessary yardage. And you sell ‘em right out of tain 15 metal screws and washers as well as how-to- 
this eye-catching carton with no time lost in measur- do-it instructions. 30 rolls to the carton. Standard 
ing, trimming or wrapping. assortment: green, yellow, red, white. Pastel pack: 
6 yds. rolls of AirR-Lire Saran Webbing woven of pink, turquoise, black, white. 2'4” wide herringbone 
Firestone Velon are individually packed in trans- weave. Write for details. 


ONE SOURCE PROVIDES ALL THESE SALES LEADERS 


AIR-LITE — 


S : Outdoor Furniture 
Screening 
Cloth woven of 


Sell the nation’s most ; “ , Vélew 
he an 7 restone © 
wanted Screening off wa see 


this space-saving rack. | Es 

Only $11.95 with 6 | | This sale-making Dis- 
roll purchase. é , play Rack Free with 3 
$16 BONUS: You get | roll order. 

a 50 ft. roll of At- om 

Lite Fiberglas Free 
with order. Retails 
for almost $16, 





( fi? ty} Fp soe a: y 

La re ee a. » 
OLD CHAIRS , ae 1") ~=AIR-LITE 
sh n AIR-LITE | feat | a : 
7 Mi: ) Sara Bh ee ‘| Furniture 
iC AIR Webbing | Chair Webbing i | apne 
1 niet Oe . | * ; =< Cloth Kits 
—__ woven of 


Firestone )chn)* ma @ _ Each kit re-covers 
one deck or beach 
chair. Display 
stand holds 24 
kits. Free 

with order, 


Display rack stores, 
sells, dispenses. Free 
with 4 roll order, 





* llloven , & ote ‘ < pa is . : 
prominently. It’s the line lnsti 0 | 


*tm OCF Corp of least sales-resistance, Weavers of AIR-LITE 
®Firestone See your wholesaler or Sales representatives: John H. 


Feature Atr-LItTE products 


Plastics Co, write us. ae 
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Revolutionary 


new 
filter 


OF TRAPPED BacTER\h 


air 


hospital clean 


FRAM AIR FILTERS 


made with Permachem-treated 
Celanese Fibers 





Tests prove unique abilities of 
Fram filters! Permachem treat- 
ment kills over 99% of trapped 
bacteria. Celanese fibers, engineer- 
ed exclusively for Fram, cut down 
on surface loading to provide full 
depth maze filtration. Give 34% 
greater filter life and dirt reten- 
tion. No filter mold or mildew, 
too. In addition, they eliminate 
the “sliver problem,’”’ make han- 
dling, storing and selling that 
much easier for you. 


Fram filters have been selected for 
the 1960 lines of 11 major manufac- 
turers of heating and cooling equip- 
ment. Available in all sizes and rolls 
and pads, they will be backed with a 
distinctive national advertising pro- 
gram. Listed by Underwriters Labo- 
ratories as a Class II filter. For fur- 
ther information write, or call: Fram 
Aire Corporation, Providence 16, 
Rhode Island. 


Celanese Fibers Company, a division of 


Celanese Corporation of America, N.Y.16. 
Celanese® 


C Pelavncae industrial fibers 
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Simplify Rope Display ....increase Sales with the 


H&A 


a 
S339e3 @ 
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... in your choice of manila, 
sisal, nylon, polyethylene and 
polypropylene rope 





JUNIOR SERVI-RAK 





Developed especially for hardware stores, these handy 
compact H&A Servi-Raks concentrate your display 
of rope in a small area, step up impulse sales and 
simplify handling. 

The frames are bright metal—won’t chip, rust or 


mar. They eliminate the handling of full or half coils, H&A Premium Quality rope Is 
reduce your investment and increase turnover. Either r \ i . 
one is yours without charge with the purchase of a available Int a variety of put ups. 
small assortment of rope spools. | 
You can sell rope of finest quality and construction 
in your customers’ preference, for either Servi-Rak ee 
is available with your choice of H&A Blue Heart Berg ’ DISPLAY COIL 
Manila, Red Heart Sisal, Nylon, Polyethylene in col- Ea ogee 
ors, or Polypropylene rope. 


THE JUNIOR SERVI-RAK 


Holds 3 popular sizes (1%4”—34”—¥4,”). Dispenses 
short lengths or up to 200 feet of rope. Replacement 
spools available—8 spools per size—4 connected, 
packed in 1 carton. 15” x 18” floor space. 


THE SENIOR SERVI-RAK 


Holds 3 sizes of your selection from 3/16” to 1”. 

Dispenses up to 440 continuous feet of 14” rope or 

2200 continuous feet of 3/16” rope. Single replace- q “ . 

ment spools available. 18” x 23” floor space. " j CARTON 
Step up sales and profit in rope with this merchan- 

diser. Ask your nearest distributor for complete in- “a 

formation or write to Hooven and Allison. Make H&A a BAG JUTE TWINE 

your one-stop source for all cordage. | 


NEW! H&A Twines are now available in a new 

put up —6 balls of finest quality Jute Twine, 

Polished or Unpolished, in a handy, attractive 

Poly bag. Easy to stock...Easy to Sell. For 

larger assortments ask your jobber for fast-sell- 

ing Hoovall Parcel Post Twine packed in an 

attractive display box—(12 balls), or the eco- | 

nomical 24-ball box of Hoovall Hardware twine. 24-BALL BOX—JUTE TWINE 


The HOOVEN and ALLISON Co., Xenia, 0. Si BOX SINGLE STRAND JUTE PACKING 


Branches in Kansas City, Mo.; Minneapolis, Minn. 
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MAIL BOXES 


»\ Never rust, tarnish or need polishing! 


Choice of 5 Color Combinations 







MACKLANBURG-DUNCAN CO. 


No. BG-501 No. BB-502 


Black Lid Black Lid 
on Gold Box on Black Box 


ae 


- g * 4 2 gi No. AA-504 
; oe eB i = Anodized 
ans were = No. 66-503 = eee = Aluminum 
13” wide, 


oe , , Lid on 
No. GB-500 81/," high, Gold Lid on Aluminum 


Gold Lid on . 63." d 
Black Box /g deep 


eeeeeoeooee eee ag) eee0 eeeeeeeooooooooooeoeoeoeseeeeeeeeeee 


name plate 
available with every box’! 


VERTICAL 


MAIL BOXES Geld tid 0 Black Box 
Anodized KING SIZE 


Aluminum 
1634," wide x 814" high x 634" deep 
—— a —— Big enough to hold 
RG: “ay largest magazines! 


as attractive as 
it is practical. 
Smartly fashioned 
lid. Graceful mag- 
azine holders. 
Choice of 6 gor- 
geous color com- 
binations. Finish 
will never rust, 
tarnish or need 
polishing. No. AA-704 No. BG-701 No. GG-703 


Anodized Aluminum Black Lid Gold Lid 
Lid on Aluminum Box on Gold Box on Gold Box 


a 


Quacee 
MACKLANBURG-DUNCAN CO. 4 


Here's the answer to your cus- 

tomer’s demand for a big, roomy 
Black Lid mail box! Packed 6 per carton— 
on Black Box all same colors or assorted. 








we 
: 











PR age 


K% 
PGs 























Springfield 25” deluxe riding mower. 
America’s top seller with 
full gear transmission. 


Springfield 22” walker... 


featuring Quick-Change 
height adjustment. 


Springfield balanced 
action rotary tiller... 
with optional reverse. 


POWERED LAWN AND 
GARDEN EQUIPMENT 


QUICK MANUFACTURING, INC., SPRINGFIELD, OHIO 


“THE HOUSE OF POWER” 


7 GREAT SPRINGFIELD MODELS.. The Profil Line, fov 60 








® 
S07 = CASH 


YOU! 


Z FREE Introductory Offer 


on NEW PANEF 


ge ‘spongy. 2 x ee 
seit SS 


PENETRATING OIL 
anD RUST SOLVENT 


BUY THESE FOUR CARDS OF 


; BEST-SELLING LUBRICANTS 
LUB-A-LITE $2.09 AND GET THIS NEW DISPLAY ¢ e F E 


Finely powdered, dry white RETAIL VALUE $4.68 
lubricant. For use on metal, 


leather, rubber and plastic. 
Won't stain. In plastic puffer 
dispenser. 


Weatherproof liquid graphite 


aca Highly done penetrating oil 
“ rust solvent 
LUB-A-SPRAY $2.09 


Stainless, odorless, grease- 
less dry graphite lubricant 
in modern puffer dispenser. 


LUB-A-GRAPH $3.53 


PANEF-OIL $1.80 


The oil of 1001 uses. Flows 
freely at 50° below zero. In 
modern drop oiler. 


SMASH FREE 


1 dozen on self-display card 
free window banner — free 
wall plaque 


Your Total Cost $ 9.51 
Your Selling Price $20.52 


your Prorit $47,.07 


LIMITED TIME OFFER 


ORDER FROM YOUR JOBBER NOW... LIMITED TIME OFFER 














MANUFACTURING CO. 


116 EAST WALNUT STREET © MILWAUKEE 1, WISCONSIN 
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TRANSPORT* ALL TRACTION* 


*FIRESTONE T.M. 


FOR LOW OVERHEAD 
DELIVERIES 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME HARDWARE DELIVERIES! 


Firestone tires’ low-cost-per-mile is reflected in performance records of 
thousands of trucks across the country. That's because 425,000,000 tire miles 
a year in Firestone’s own truck tire testing program prove Firestone truck 
tires are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 
It also resulted in Firestone Shock-Fortified cord which means extra miles 
of service out of every tire. Get performance proved Firestone truck tires, 
on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


gi & Za ry re ch 
"'e. Ww 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 


: 
rene Scheceder 


: 
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Seller... 


EYLINE 


# POULTRY NETTING 


It’s easy to see why farmers prefer Keyline Poultry 
Netting. Keyline never sags or bags as ordinary 
poultry fence often does. It stands straight and 
smooth from top to bottom. 

Your customers know it’s the extra horizontal 
wires woven into Keyline that make the big dif- 
ference. The wires are spaced just right to with- 
stand pull when stretching. They keep Keyline 
good and tight when erected. 

Other features help make Keyline the top seller. 
A reverse twist weave adjusts to give a smooth, 
flat surface. Every inch of the wire is galvanized 
against rust. Yet, Keyline costs no more. 

Keyline is easy to sell because it’s pre-sold. It’s 
advertised in leading farm and poultry publica- 
tions. Ad mats and envelope stuffers also help 
increase sales. Best of all, Keyline gets wide sup- 
port from satisfied users. 

Now’s the time to get faster turnover and higher 
profits. Send in your order for Keyline today. 


KEYSTONE STEEL & WIRE Company 


PEORIA 7, ILLINOIS 
Want more facts? Circle 133, p. 99 
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STRAIGHT 
AT THE TOP 





























k f Keyline Poultry Netting . Red Brand® Fence and Barbed Wire . Red Top® Steel Posts 
m a e rs Oo Non-Climbable Fence «+ Baler Wire ¢ Nails « Keycorner « Keywall « Keymesh® « Keystrip 
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Saliitis You! 


Wy BACK IN 1946 we pioneered Plastic Garden Hose. 


Through the years your loyal support encouraged us to produce better 
and better products. Today SUPPLEX Garden Hose and Flexible 
Sprinklers are as close to perfect as it is humanly possible to make them. 


Many thousands of dealers all over the country, just like you, take pride 
in selling SUPPLEX ... and profit by it too. You know that SUPPLEX 
is priced right, packaged to sell, and profitable to push. 


We want your continued support. We know that the only way to get it 
is to continue providing you with saleable and profitable products. 
THAT WE WILL DO. Your Supplex jobber’s salesman will present 
the facts to you. 


Many thanks for your confidence in us. We hope we will earn it, always. 


* 


GARDEN HOSE @ SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 
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ves | NEW PIONEER 
CHAIN SAW LINE 


MODEL 400 —ai-new 
lightweight, high-performance 
chain saw. Ideal for multiple farm, 
estate, sportsman uses, yet has 
power to spare for sustained pro- 
duction cutting. Packed with new 
features. Cutter bars, chains, 12 
to 20 inches. A money-maker! 





MODEL 600 — Ruzged 
heavy-duty professional chain 
saw. New high power, new low 
weight, many new features. Cutter 
bars, chains, to 32 inches. Real 


high-volume seller! y 


move 600 

PLUNGE BOW SAW 

Teams all-new “600” with Pioneer 
plunge-cut bow, chain. Takes “stoop” 
out of felling and bucking! 








AT 
(oe 
. ans 

ar 


How would you like to sell the hottest 
high-profit line that ever wore the Pioneer 
brand! Real performance Champions in 
the tradition of Outboard Marine Corporation! 

From here on in, you can cash in on rising 
Pioneer demand, sparked by heavy national ad- 
vertising in top-ranked farm and professional mag- 
azines, and focused directly on your own prime 
prospects! A big local-support program, bold sell- 


Send for the Pioneer Profit Story Today! 


ry PIONEER 


CHAIN SAWS 


DIVISION OUTBOARD MARINE CORPORATION ® WAUKEGAN, ILLINOIS 
Makers of Johnson, Evinrude, Gale Outboard Motors ® Lawn-Boy Power Mowers 
Midland Power Garden Tools © Cushman Utility Vehicles 


fi) This is the Championship Year for Pioneer! 


ing displays, the kind of help you need to build 
customer traffic and volume sales. All this plus 
the most liberal service and warranty policy in 
the industry! 

Now, more than ever, it will pay you to talk 
Pioneer, demonstrate Pioneer, sell Pioneer! If 
you're not an authorized dealer, it’s high time you 
looked into the profitable Pioneer story. Mail the 
coupon. Get the facts by return mail! 


PIONEER SAWS, Dept. PHA-30 
Waukegan, Illinois 
Division Outboard Marine Corporation 


Please rush me complete information on the profitable 
Pioneer franchise and the new Pioneer line for 1960. 


Name 





Address 





City & Zone State 
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ANDROCK ANDY says — 


“It’s time to get ready for the 


BARBECUE 
SEASON 


See ANDROCK — ~ 
The Most Complete Line of 


OUTDOOR COOKING EQUIPMENT 
110 Items 


that add up to 
more fun for your customers 
more profitable sales volume for you 
& om. 


BARBECUE TOOLS 


MADE BY THE WASHBURN COMPANY, WORCESTER, MASS., ROCKFORD, ILLINOIS 


80 years of American manufacturing experience 
Want more facts? Circle 136, p. 99 
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7 
Ss SENSATIONS for ’60. : 
y PRICED FOR TOP VOLUME 


decorative 
yard pond 


KIT 


A true landscaping luxury for the home, now at a 
price anyone can afford. Quick easy to install—fun 
to decorate with flowers, bushes, stones, colored 
lights, bird houses, statues, etc. 





Holds Goldfish (and watch them grow!), water 
lillies and plants, also makes a wonderful bird 
bath or fisherman's bait reservoir. Approximately 
5 feet by 714 feet in oval. Easy to shape as de- 
sired. Kit contains rustproof aluminum sidewall, 
sturdy plastic liner, plastic clips and easy to fol- 
low instructions. Packaged in attractive and 
colorful illustrated carton. 








Bree — | The “BIG NEWS” for '60 


oo a a + ts in your garden section! 
AJA Matt.) SHAPE AS DESIRED . 
Abe Vf SUN = teed - 








JOIN THE PROFIT PARADE IN...ALUMINUM GARDEN SPECIALTIES 
ALUMINUM «6 = «~Wew/ KIDDIE FISH POND 
NEw! - eel 


LAWN 
ALUMINUM 
TRELLISES 
Rigid, durable, weath- 
erproof. Quick simple 
assembly without 
tools. 2 attractive 
styles. 6 feet high. 
VN ‘3 


EDGING 
Waite hor cr 
details. priced NRE Te ed PN ae 


rugated aluminum. 
Harrison and Circle @ Forest Park, Illinois 


Attractively pack- 
Want more facts? Circle 137, p. 99 





aged in self service 
floor display car- 
tons. AMAZING 
LOW PRICES for 
quicker sales — ex- 
tra profits. 


Keeps children amused for hours, 
every day. For goldfish, turtles, etc. 
Attractive illustrated carton. 


rst $98 


ALUMINUM PLANT SAVERS! 

















These mulch rings protect plants in 
Fall against frost, small animals, 
etc. Variety of sizes. Attractively 
packaged in self-selling display car- 
ton. 
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Nd WN NEW ZIP-OPEN DISPLAYS 


KITCHEN BROOM WITH Sof-Siveep” BRISTLES 


Exclusive! Thousands of tiny bristle tips pick up fine dust, dirt. Handles, blocks, bristles in pink, yellow, turquoise. $3.98 retail. 


Tampico bristles, for wooden floors and all smootn surfaces. Beige handle and block. $2.49 retail. 


QUTDOOR BROOM 


Practical broom for rough surfaces—sidewalk, driveway, patio. Palmyra bristles, orange block and handle. $2.49 retail. 





ee AT BRUSH (coin 
CEMPIRE | rr AKER a KEY VALUES 


EMPIRE BRUSHES, INC. Hi PORT CHESTER, NEW YORK 
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You sell big with Big Wheel Yazoo! 
America’s finest complete line of 

power mowers—there’s a Yazoo Master 
Mower for every cutting need. 

Tackles rough terrain with ease... 
clips the finest lawns to carpet-smooth 
perfection. And Yazoo’s Big Wheels 
handle easier, get the job done faster! 
Precision-engineered to out-perform, 


BIG WHEE] ee 


Just demonstrate... 
they sell themselves! 


EU 


ina : 
yee 


»% 

Ce wget y 
% + 
» ” oe 


ce oe : i N 
We hs ae ~~ xa < aN 


HA-60 

Yazoo Sales Company 
P.O. Box 4207 

3607 Livingston Road 
Jackson, Mississippi 


DANS ep Sy ae 2 < FORE Wis gt Re 
ns ee, Ha oe A ‘3 aig y oe ae LS | 
2 ao Sie Se, ‘ Graig a“ te be aes Os me ed Ay 7 SIN. 


Y - 


YAzoo SALES COMPANY, 1 
3607 Livingston Road 
Jackson, Mississippi 

MASTER 


114 N. Central Street 
MOWER Gilman, Illinois : 


Route 59 
Monsey, oe York 





Please send me complete information and catalogue on your 
new 1960 complete line of Big Wheel Yazoo Master Mowers. 
NAME 

FIRM 

STREET 











CITY STATE 








Sood becobec ce vesededsuGereeee 
eeeeeeeeeeeeeeee ee eee ee ee eee ee 
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CIRETcH 
OuT AND 
EARN 
BIGGER 
PROFITS 
FROM 


FURNITURE F 





... WITH ALCOAS 1960 


Your customers will stretch out in solid comfort on aluminum 
furniture—and you will boost your sales to new heights with 
the support of network TV .. . heaviest-in-history national 
magazine advertising . . . an unsurpassed assortment of direct 
selling tools, merchandising and promotion .. . all focused 
on the symbol of things new and good: the famous red, blue 
and white ALCOA LABEL! Start now by reading about all 
the things Alcoa has in store to help you sell . . . and then 
send for your personal copy of the Alcoa 1960 Market- 
Maker Planning Guide. 


SELL WITH NETWORK TV—tTake a look at the network 
television programs Alcoa has scheduled to push Alcoa® 
Aluminum furniture sales soaring! On Alcoa Theatre, every 
other week, millions of viewers will see and hear aluminum 
commercials . . . will be entertained and sold at the same 


time. On Alcoa Presents, each week, 





more miilions of TV fans will be exposed 
to and influenced by other hard-hitting, 
selling commercials. Each of these popu- 
lar programs has gained the attention and 
respect of customers all over America— 
customers who will come into your store 





to buy the Alcoa-labeled products they see on TV. Be sure 
you're ready for them by scheduling your own promotions, 
installing in-store displays, window banners and counter 
cards. 


SELL WITH NATIONAL MAGAZINE ADVERTISING 
—Your customers will see attractive, 
two-page advertisements in leading na- 
tional magazines. HOLIDAY will tell its 
hundreds of thousands of pleasure-seek- 
ing readers how they can find more 
pleasure and comfort with lightweight, 
sturdy Alcoa Aluminum furniture. And 

THE SATURDAY EVENING POST “influentials” (over 

two million of them!) will not only read about aluminum 

furniture, but will tell their friends, too! You will find reprints 
of the Alcoa consumer advertisements on aluminum furni- 
ture in your Market-Maker Planning Guide. 


SELL WITH THE FAMOUS ALCOA LABEL—Remem- 
ber the label your customers know and respect as a symbol 
of quality when it comes to aluminum furniture: the famous 
Alcoa label! This bright red, blue and white label is their 
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he 


MAPKET-MA 


guide to all that’s good and all that’s new. Be sure every piece 
of aluminum furniture you stock carries this label . . . and, 
if it doesn’t, ask your supplier “why not?” 


START NOW ... let your Alcoa 1960 Market-Maker 
Planning Guide help you MAKE BIGGER PROFITS 
FROM ALUMINUM FURNITURE—Climb to new profit 
heights! Here’s a promotion guide—completely filled with 
retail-proven sales and promotional tools: promotion sug- 
gestions . . . publicity ideas . . . selling features of the prod- 
ucts themselves that will really help your sales force go! 
Here’s a package that will help you earn bigger profits from 
aluminum furniture than ever béfore! 


Order your FREE copy of the Alcoa 1960 Market-Maker 

Planning Guide today . . . and be ready to use the wealth of 

exciting material it contains—a new approach to furniture 
retailing. And remember: the Market- 
Maker promotion is backed by one of the 
most famous symbols in America—the 
Alcoa label, consumers’ guide to the best 
in aluminum furniture. Order your Plan- 
ning Guide right now with the handy 
coupon at right. 


PRR =a 


Light, bright, beautiful 


FURNITURE of ALcoA 


ALUAAINU A — 


ALCOA ALUMINUM | Ag“. 


or cd 


WE CHOSE 





Your Guide to the 
Best in Aluminum Value 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
I 


Aluminum Company of America 
1602-C Alcoa Building, Pittsburgh 19, Pa. 


Please send me a copy of the brand-new, exciting Alcoa 
1960 Market-Maker Planning Guide . . . so I can use it to 
help sell aluminum furniture in my store. 


Store Name 





Address 





City 





Ordered by i eiadisbentiectshiilitia hats Deacaenctentit 





Want more facts? Circle 140, p. 99 


HARDWARE AGE, March 10, 1960 © 55 





picture of a customer 
about to have the time of his life! 


(at his expense and your profit ) 


ie | What is the annual replacement market for Plumbing Brass Fittings? 


8 BILLION DOLLARS! Survey after survey shows that 7 out of 10 home- 
STERLING'S | owners need Faucets, Traps, Legs, Flexibles and similar items. 
Hardware And what’s the average 


Gowening | dealer profit? A whopping 35% 


° © 
Brass | to 40%. Also... you find ready Sterling Faucet 


sales for related items like 
Torches and Pipe Joint com- MORGANTOWN » W.VA. Company 


Send for this pound. The World's Largest I ndependent Producer of 
Folder Decide to get your share! Plumbing Brass Goods 


For full details — get in touch Since 


with Sterling. No 7 
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PRECISION-MADE 


... AND PACKAGED 
FOR EASY HANDLING 


STEEL COUPLINGS 


@ Clean outside finish 

@ Continuous even-depth thread 

@ Deep round chamfer 

@ Biack...or with heavy, galvanized coating 


FOR FREE BROCHURE... MAIL COUPON! 


WHEATLAND STEEL PRODUCTS CO. 
Dept. H, Bankers Securities Bldg. | MILL: Wheatland, Pa. 
Juniper & Walnut Sts., Phila. 7, Pa. 





Please send me your free coupling brochure. 
NAME 
TITLE 

COMPANY. 
ADDRESS 














SCOCOHOSSSSSSSSHOSSSOOSCESEEOEEOEEEEEEEES 
Want more facts? Circle 143, p. 99 
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MODERN 


Water Softeners 
GIVE YOU BOTH! 


® Complete Line @ We Help You 
To Sell With Sales Aids 


BRIGHTEN THE 
LIVING FOR YOUR CUSTOMERS 


Soft water makes al! water using 

appliances perform better. Nothing Our long discounts 

you can add to your customers’ make selling Mod 
homes will give them ern softeners ex 
more immediate comfort tremely profitable 
and happier; healthier for aggressive 
living It actually dealers 
saves, in a short time 
more than the cost of a 
unit 


BRIGHTEN 
Modern softeners are YOUR SALES 


precision | engineered TOO! Write for 
and quality built. In- literature and 
stallation is simple and ue complete 

“a when you tell your inf ti om 
they require a mini- Vermeer mames information abou 
mum of service. Here's demonstration, how a dealer set-up 
a wide open field .. . pera and TODAY! 
Let us help you get parent: op 
started! 


MODERN WATER EQUIPMENT CO. 
230 EAST MAIN FREEPORT, ILLINOIS 





Want more facts? Circle 144, p. 99 








“ 
BIGGER PROFITS kK 
, WITH ee “ Saves money 


\ AL E RT i i) Nafionally advertised 


Easy to install (no special tools 


TAN 34 BA LL ih Everybody needs one 


3 year money-back guarantee 


. 
& GUIDE ak Completely corrosion resistant 











MORE THAN 


7,000,000 
SATISFIED USERS 
Any home keeper 
who has been a 
“bathroom jiggler” 
is a customer for 
“Alert” because 
it eliminates 
worrisome old type 
tank balls and 
lift wires ... ends 
water waste and 
annoying gurglies 
once ond for all. 
Put “Alert” on 
REPLACEMENT RUBBER BALL your counter and 
Round ball, chain and profit. 
attachment hook are 
available. Packed 6 to 
a box, 6 boxes 
to a carton. 








CALL YOUR 
WHOLESALER NOW 


q? 


ARDMORE PRODUCTS CO., CONSHOHOCKEN, PA. 
Want more facts? Circle 145, p. 99 
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TEAMWORK PAYS OFF! 


...When you order 
your pipe through the 


WHEATLAND PRODUCER-JOBBER TEAM 


You can be sure this winning combination will supply 
you with steel pipe of unvarying high quality, job after 
job. And your Wheatland distributor sees to it that you 
get the pipe you need... on time! 


See your Wheatland Pipe Distributor for black or galvanized 
Wheatland Steel Pipe. 


.. fafae wilh The yearmark/ 


WHEATLAND TUBE COMPANY 


Bankers Securities Bidg., Phita. 7, Pa. 
MILLS: Wheatiand, Pa. « Deltair, N. J. 


Want more facts? Circle 146, p. 99 
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Kepidagion \eads the way to BIGGER PUMP PROFITS! 


CONVERTIBLE JETS 
to dominate a booming market 


Nation-wide industry sales of convertible jet water systems are up 
approximately 35% over a year ago. Rapidayton wholesalers and deal- 
ers are riding high on the crest of this profit wave. The reasons are 
simple. Tait aggressively developed the market for two-jet-pumps-in- 
one: producing quality water systems that can be used, without addi- 
tional pump parts, for either shallow or deep wells; systems that are 
easier to stock, easier to sell, and easier to install. And Rapidayton 
competitive prices are the result of advanced manufacturing methods 
and skills, not compromises in design and materials . . . Today there 
are three packaged convertible systems in the broad Rapidayton line. 
No matter what your competition, you can meet it—and beat it—with 
a Rapidayton quality convertible jet. Stock Rapidayton today. 


Convertible CHAMPION* — The Cham- Convertible TWIN CHAMPION *— Deluxe 
pion sets the standard for all modern two-stage convertible, the ideal system 
convertibles. Every feature, every part when extra pressure is wanted from 
is of the supreme high quality which a shallow well, or both extra pressure 
has all but disappeared from most and capacity from a deep well. Pumps 
competing lines. Yet the Champion is full capacity at 40 lbs. pressure. For 
priced among the lowest. For wells 0 wells 0 to 150 ft. 44 to 1% h.p. heavy- 
to 80 ft. 14 and 14 h.p. capacitor motors. duty motors. Capacities to 1250 g.p.h., 
Capacities to 810 g.p.h. Three tanks. and pressures to 80 lbs. 


Convertible JETSTAR* — One highly- 
competitive low-priced pump for any 
installation 0 to 80 ft. Real versatility 
and maximum profit from simplified 
inventory. Quality-built for outstand- 
ing performance and long life. 14 and 
1, h.p. 56-frame complete motors with 
overload protection. Capacities to 750 
g.p.h. Three tank types. 


- 
Mh hhh hi 


division The Tait Manufacturing Company, Dayton 1, Ohio 


© 1960 TAIT MFG. CO. * TRADEMARK 
Want more facts? Circle 147, p. 99 
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Now! One Rack Serves All Your Flexible Water Supply Needs! 


sar Sater AS 

FLEXIBLE COPPER TURE ‘\ 7), EASY BEND FOR 

| MATER SUPPLIES * CORRECT OFFSET 
. i? " . , 


Mis | 


Gulf Cowe MERCHANDISER 


racks all the polished chrome-plated 
water supplies—flexible copper tubes, 
valves, fittings— necessary for water 


supply hookups to kitchen sink, wash 
basin and toilet. 


@ A NEW SOURCE OF PROFIT 
@ INCREASES YOUR SALES 
@ STOCKS AND SELLS ITSELF 


x onmna- Oe te ie ed —_—-— > @ => = ss 
. 4 one - © -—- “= 


oo“ oe ee 

on oo}; “ona oe 

a a= : —— = — = 
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ont 
on WATER 


PLUMB ~, SHOP 

GIVES YOU: 

@ COUNTER OR ISLAND DISPLAY 
@ SELF-STOCKING RACK 

@ SALES MERCHANDISER 








PLUMB @, SHOP 
GIVES YOUR CUSTOMERS: 


| PRE-CUT (12” to 36”) 
@ STEP-BY-STEP DIRECTIONS IT DISPLAYS... FLEXIBLE TUBES 
@ EASY OFFSETTING IT SELLS ITSELF? BEND BY HAND 


@ PROFESSIONAL INSTALLATION 


AND THREADING oe aie 


[] Merchandiser #100 (327 piece assortment)... $100.72 
[_] Merchandiser #200 (122 piece assortment)...$ 43.84 
(Above prices include Blue, Metal Merchandiser) 


FREE MERCHANDISE Name (please print) 
IF YOU ACT NOW! Address 


City State 
































Wholesaler 


(Do not send payment. Your Wholesaler will invoice you.) 





© 1959 Plumb Shop 
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Years Ahead Styled... 


i pen Boy Lae Ais 


NEW SUBMERSIBLE SUMP PUMPS 
All new, all enclosed design, with Water 
Level Switch Control. Portable. No floats! 
Pumps 3100 g.p.h. SPMA approved. 


NEW SABRE-JET DELUXE 


Highest styled, top-performing convert- 
ible jet water systems, attract buyers. 
Self-priming and deluxe all the way. 
The “‘sell’s”’ built-in! To 2700 g.p.h. 


NEW ECONOVERT Ii SERIES 

Advanced “‘compact design’ convert- 
ible jet systems. Self-priming. Top 
economy leaders, beat competition on 
price and performance. To 720 g.p.h, 


ALL-NEW SUBMERSIBLES 
Supreme engineering achievement! Advanced Polypropy- 
lene and stainless steel stages with exclusive miracle Tef- 
lon U-Cup seal—most efficient ever! Capacities to 895 g.p.h. 


Want more facts? Circle 149, p. 99 





Years Ahead 
Engineered 


New Barnes Pumps 


Unprecedented opportunity! Sell the epoch-making new line of 
Barnes Pumps and Water Systems and your business will be 
Headquarters for profits. Here are only a few of the tomorrow- 
styled, tomorrow-engineered Barnes products that have the 
looks, the quality, the lasting satisfaction built into them for 
easy selling and repeat business. Better line up with Barnes— 
world leader in pumps and water systems. Write for new cata- 
log and profit plan. Barnes Manufacturing Co., Mansfield, Ohio. 


BARNES 


BARNES MANUFACTURING CO. 
MANSFIELD, OHIO 


NEW SHALLOW-WELL RECIPROCATING 

At last, revolutionary improvements in the ever- 
popular piston pump system. New appearance, 
new design, new features! 300 g.p.h.and400 g.p.h. 


“renotcter 


es 


. _— ll ee 


¢ 


; NEW PEDESTAL SUMP PUMPS 
) , An entirely new concept—“‘Unitized Design!”’ 
Three-inch column is 100% suction inlet, 
can’t clog. Capacities to 3100 g.p.h. Priced 
to move fast, SPMA approved. 


Want more facts? Circle 149, p. 99 





plastic pipe 


LASTIC 


| inlp the Capitol 
a 
WN iy 
IS DOUBLE 


GALVANIZED 


. f Every surface, including the in- 
side, is fully protected against 
rust. Only Capadapters can give 
you this guarantee of complete 
protection. Only Capadapters are | 
double galvanized . . . hot dipped 
galvanized after forging and elec- 
tro-zinc plated after machining. 
Inspect the inside, see for yourself. 
You and your customers receive 
this extra protection at no extra 
cost. 
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METAL-TO-METAL 
THREADED CONNECTIONS 





ADD STABILITY 


More permanence when joining plastic to te Br 
metal is assured by metal-to-metal threaded , 


connections. This eliminates the possibilty of 
torque causing metal housing to cut plastic 
at the connection. Metal-to-metal threaded 
fittings have been proved successful through 
years of use... only metal-to-metal gives you 
this assurance of trouble-free installations. 











EASIER TO INSTALL 


Carefully threaded and machined to close we 
tolerances ensure a perfect fit, make installa- . 
tion easy. There’s no possibility of cracking 

or crushing while tightening. The deep ser- 

rations hold plastic pipe to metal, assure a 

leakproof joint. They can be wrenched and 

reused if necessary. 








SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 





=i MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 


COLUMBUS, OHIO 
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AIR PURIFIER™ 


You'll like this brand-new feature: it’s designed to help you sell. Wright’s 
Activated Charcoal Air Purifier removes odors, smog, smoke and other dis- 7 
agreeable irritants from the air as it cools or ventilates. It’s the real sales- Model 1300 $34 95 
clincher in the new Wright line. And only Wright has it! wae Petails at . 


Once again sales-minded engineering, smart styling and sound manufacturing Model 1330 $44 95 
practices make Wright portable air coolers your best bet for greater profits Retails at ° 
and customer contentment. 


Model 1770 
Write today for full information. * Pat. Pending | Retails at $55.95 


Model 1880AP 
Features Air Purifier 
Ww Tho Sead Retails at $69 95 
VWVRI1CG rT Manufacturing Company Bo ee 47 or ag : on ° 


Model 2220AP 
Features Air Purifier 
Makers of the world’s finest quality air coolers and refrigerated air conditioning. Retails at 

$89.95 


REPRESENTATIVES: ATLANTA, Guy T. Gunter, Jr. e CHARLOTTE, Jim Turner e CHICAGO, Tilkin-Cagen @ CINCINNATI, Fred Eden @ CLEVELAND, 
Jack Naumann @ DALLAS, Roger Ringley e DECATUR, GA., Garth Stine e DETROIT, Ed East e FRESNO, Jim Allan @ INDIANAPOLIS, Jack Heiken 
@ LANSING, MICH., Vern Chumbley e LOS ANGELES, Tom Prenovost ¢ MINNEAPOLIS, Seymour Robinson e NEW YORK CITY, Bernie Leinoff @ PHIL- 
ADELPHIA, Maguire-Flynn @ PITTSBURGH, Dave Levy @ PITTSFORD, N.Y., Stan Hory e PROVIDENCE, Bill Payton e ROCHESTER, Dick Zeusler @ ST. 
LOUIS, Meyer & Nackman @ ST. PETERSBURG, Tom Russell e VARIETY CHAINS, John Morrison Co., New York @ WICHITA, Andy Bryant e WILLIAMS- 


VALE, N.Y., tom Mery Showing In Los Angeles Home Furnishings Mart Space 567 
Want more facts? Circle 151, p. 99 
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GUARANTEED to stop 
your pump-=-pipe problems 
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WARRANTY 


Jet is designed specifically for use as drop pipe with jet pu, 

pipe in accordance with recommendations shown on th, 
y, the Yardley Plastics Company will, if its “Golden J; 
rom date of installation, supply the following to thy 


A quantity of new Golden Jef equal to tha’ 
free of charge and freight prepaid. 


Payment for all direct labor charges incur 
and replacing with new Golden Jet, plus $’ 
to cover operation of equipment to and | 


iration of the five year labor warranty, or if G 
pe for jet pumps, the standard Yardley warrant Bi 


Golden Jet is guaranteed against rot, rust, ar 
fects in material and workmanship. Note: The m 
ard guarantee is limited to the furnishing of 

ce materials acknowledged to be defective. 


YARDLEY PLASTICS CO., 142 Parsons A\ 





THE FINEST FLEXIBLE PLASTIC PIPE 


Golden Jet, engineered specifically for 
use as drop pipe with single and multiple 
stage jet pumps, is backed by a written 
warranty designed to protect your profits. 





Start now ... use Golden Jet protection. It’s 
available from your jobber. 


RDLEY PLASTICS CO., COLUMBUS 15, OHIO 


= 
Want more facts? Circle 152, p. 99 
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HARDWARE AGE 
March 10, 1960 


WATER SYSTEMS AND PLUMBING SUPPLIES MERCHANDISING GUIDE 


Time for reappraisal 


... Of water systems, plumbing supplies 


Facing the need to fill profit gaps caused by discounters 
and by changing markets, dealers are looking for areas 
in their stores to promote. Many dealers have found 
that water systems are a wedge to regain lost profits, 


while servicing the ever-growing local water needs. 


























Contents 

Why reappraisal is needed __.. 
What's the market picture? 

How to get pump information 

Why a dealer likes water systems .... 
How to use a national promotion .. 
How trouble-shooting pays off 


What are the selling trends? 
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Why it will pay you to look at... 


Water systems and plumbing 


supplies 


In the scramble for profitable lines that won’t be footballed 


by discounters, water systems and plumbing supplies have taken on new luster. 


It’s high time dealers take another look at water systems and plumbing sup- 
plies as a key source of profit. 

The reason simple: These lines are tops among the few hardware categories 
that haven’t been mauled by discounters. Also, the sales future has never looked 
brighter. 

Water systems and plumbing have not been glamour lines. Nor have they 
experienced the fast rise of housewares, giftwares, and toys in hardware stores. 

Water systems and plumbing, though sometimes taken for granted, have con- 
tributed steadily to profits since the first hardware store sold hand pumps and 
pipe. Now pumps are electric and automatic. Pipe has been augmented with 
steel, copper, and fast-rising plastics. The picture is largely the same as it was 
25 years ago. Most dealers sell these lines when someone asks for them. Stock 
is ordered when outs occur. Displays are haphazard. Promotion is a rarity. 

How the sales and profit picture would change if these lines were brought out 
and spotlighted! 

Dealers who have pushed water systems and plumbing in promotions, built 
displays, given attention to stock control, used credit and product knowledge 
as basic selling tools report to a man: “It’s one of my most productive depart- 
ments.” 

This Merchandising Guide is concerned with having you reappraise your 
water systems and plumbing supplies potential. To this end, the market for 
these lines is detailed. The future is outlined. Manufacturers and dealers offer 
facts and opinions to help you make a decision. 

Perhaps you considered water systems for your store some years ago. Per- 
haps you had no market then. But markets change, especially in terms of people 
and housing. It could be that you now have a big sales potential for water 
pumps, sump pumps, and water conditioners. 

You probably stock some plumbing supplies. Most dealers do. Perhaps you 
have kept them in the stock room too long, assuming that your trade was 
aware of what lines you stock. Perhaps you’ve been missing sales for years 
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eRe noe 


A window like this tells your trade, "If you have a water problem, we'll solve it.” 


because you haven’t featured faucets, coils of pipe, and other selections in front 
displays. 

A simple three-word sign, “We thread pipe,” may multiply your plumbing 
business overnight. A once-a-year window, such as the one illustrated on these 
pages, could plant a suggestion in the minds of passersby. It could easily bring 
you dozens of new customers in the course of the year because you have shown 
them that “We sell plumbing.” 

In 1960 hardware dealers will sell some $350 million worth of water systems 
and plumbing, almost exactly equal to the sales volume of lawn and garden 
lines. But lawn and garden lines will be beautifully displayed and promoted, 
whereas this is unlikely for old standbys such as water systems and plumbing. 
With the right kind of merchandising, water systems and plumbing supplies 
could be second only to paint as a traffic, sales, and profit builder in the aver- 
age hardware store. 

National Water Systems month is nearly here. Now is the time to reappraise 
your merchandising and management plans. 

The population will reach 200 million in a few years. Some 6% million new 
homes, mostly away from city water mains, will be built by 1965. These add 
up to a big need for water and the hardware to deliver, distribute, and im- 
prove it. 


The past is dead. And its biggest lesson is that the future is where you 
have to live. 


—_— Sr 


good profit margins and this is just the beginning. 
Still higher profits are available from pump-related 
plumbing and 1001 other related items. 

You'll seldom see plumbing selections in discount 
houses or variety stores. Reappraise the water pump 


... If you don't sell water 


systems now 


There was a time when hardware dealers could 
take on just about any new product or line, sell at list 
price, and bank the difference. Those days are gone 
forever, and wise dealers are seeking lines to take 
up the slack created by discounters. 

Water systems have provided the answer for some 
dealers. In view of retail prices involved, pumps bear 


potential of your store. Chances are you now carry 
a pretty good stock of basic plumbing lines. Perhaps 
all you need to round out your department and profit 
picture is a few hundred dollars invested in an assort- 
ment of pumps. Remember, it’s a year-round business 
that is seldom hurt by weather, recessions, or dis- 
counters’ bargain days. 
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How does the market shape up? 


The forecast for sales of water systems and related lines has never 


been brighter. Here are the facts to help you plan for more sales in ’60. 


When the books for 1959 are closed the domestic 
water systems industry will have built and sold some 
800,000 units. This means that 1959 will be the best, 
or second best year, in history for pump sales, at least 
equalling 1955. 

In looking ahead to 1960, and beyond, there is every 
indication that the general business climate will be 
favorable to the pump business. 

Much has been said about the soaring 60’s. Statis- 
tics on the expanding population confirm an ever-in- 
creasing market. More people mean more homes. 
More homes mean a bigger demand for water systems 
and related merchandise. There is a growing trend 
for homeowners with a municipal water supply to 
augment or replace this central water with their own 
wells. 

Here are the predictions on population growth 
based on five increments: 

Population 
1955 165,000,000 
181,000,000 
REARS Sa RR a gia PERN tag ee eg none ga 199,000,000 
219,000,000 
244,000,000 
273,000,000 


‘ith these predictions, the estimate for new home 
requirements is 64 million for the next 40 years. The 
yearly total will range from 1.3 to 2 million new 
homes. 

What is the water systems’ expectancy from this 
increase in housing? 

Take the 1959 figure on housing at 1.3 million in 
proportion to 800,000 water systems units sold. Then 
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a million and a half housing starts in 1966 should 
produce some 900,000 water system sales. 

By 1970, with some 1.8 million housing starts, water 
systems should reach the million sales mark. 

Aside from housing starts, there are many favor- 
able signs for water systems in 1960. A recent survey 
of homes and farms beyond city water mains indi- 
cates that $126 million will be spent on water systems 
alone. Related plumbing and appliance sales will in- 
crease the total market. 

The survey shows that 126,000 families reported 
they will buy water systems in 1960. Another 176,000 
families replied “possibly,” and 281,000 families are 
undecided. The sales potential is 583,000 units among 
those surveyed. This segment of the population ac- 
counts for some 4.5 million electrified homes and 
farms. This is less than half of the total potential 
buyers of water systems. 

Sales of water systems in 1960 will at least equal 
1959 if the two outstanding segments of the market 
are aggressively promoted and backed by strong cre- 
ative selling. 

First to be considered is the vast replacement 
market. 

Secondly, continued expansion of private wells in 
areas where a decision must be made by homeowners 
between private water systems and central water 
supply. 

It is generally agreed that 12 years should be con- 
sidered the normal life of a water system. All systems 
past this age can be considered ready for replace- 
ments. 

In 1957 there were 2,750,000 water systems older 
than 12 years. Another 1,370,000 units have fallen 





into this bracket since 1957, bringing the current re- 
placement potential to well over 4 million units. 

If dealers can reach just 10 percent of this vast 
replacement market, replacements alone will account 
for more than half a million sales a year by 1963. 

As for new individual or private wells, there is a 
strong story of advantages that you can tell your 
trade. 

In addition to the cost advantage, both in first cost 
and operating cost, there are numerous other impor- 
tant considerations for homeowners in suburban areas 
beyond city mains. 

First, a private system permits the widest possible 
choice of home locations. The limitation of finding an 
acceptable plot of land with existing water mains is 
removed. Owners can build right away without delays 
and complications. 

Second, a private well makes the owner free from 
restrictions, free to make unlimited use of water. 


This means continuous use and better service in 
terms of capacity and pressure than is possible from 
city mains. Within the limits of an adequate well and 
equipment, owners can have whatever capacity and 
pressure they desire. 

Third, an independent water supply provides extra 
protection against fire hazards. Emergencies usually 
can be met before professional fire fighting equipment 
can arrive. Speed and adequate water pressure are 
big advantages of independent water supply. 

Operating costs of some 2¢ a day for an average 
pump installation are far less than the monthly or 
quarterly bills for central water supply. Similarly, 
the first cost is much less. 


Editors’ note: Facts and opinions for this article 
were supplied by Fred B. Hout, president, Barnes 
Mfg. Co., Mansfield, Ohio. 


For more market data, turn page 





Want more pump information? 


There’s a wealth of sales and service information 
for dealers about water systems’ market available 
from the National Assn. of Domestic and Farm Pump 
Manufacturers, Inc. 


Dealers considering starting or expanding a pump 


department can write for training and merchandising 
information. The association is made up of manu- 
facturers listed below. 

In addition to gathering and distributing informa- 
tion about pumps, the association has adopted a series 
of testing-rating standards for all types of pumps 
and pump motors. Water systems and pumps which 
meet the association’s standards qualify for an official 
seal of “Certified Performance” (see illustration) pro- 
viding the maker is a member of NADFPM. 


The National Association, Domestic and 
Farm Pump Manufacturers, Inc. 


1028 Connecticut Ave. N.W., Washington 6, D. C. 
AERMOTOR CO. 
BARNES MFG. CO. 
DECATUR PUMP CO. 
THE DEMING CO. 
DEMPSTER MILL MFG. CO. 
DUPLEX MFG. CO. 
THE DURO CO. 
FAIRBANKS, MORSE & CO. 
FLINT & WALLING MFG. CO., INC. 
GOULDS PUMPS, INC. 
CLAYTON MARK & CO. 


A. Y. McDONALD MFG. CO. 
THE McKAYS CO. 

MIDLAND MFG. CO. 
MIDWEST WELL SUPPLY CO. 
F. E. MYERS & BROS. CO. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL 
CORP. 


RED JACKET MFG. CO. 
RUTH-BERRY PUMP CO. 
STA-RITE PRODUCTS, INC. 
SUMO PUMPS, INC. 

TAIT MFG. CO. 

UNIFLOW MFG. CO. 
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What’s your pump sales angle? 
.. » It should be replacements 


Today’s hardware dealer has an excellent oppor- 
tunity to cash in on the huge replacement pump 
business. 

And it is big business. The average pump used on 
farms and in suburban homes is either worn out or 
inadequate after about 12 years of service. This re- 
placement market is growing at the rate of 90,000 
units each year, with the total replacement pump 
market currently estimated to be 1,694,000 units. 

Compact pump-tank units open the door to a vast 
new field of sales potential for alert and progressive 
hardware dealers. 

In fact, some of the most successful pump dealers 
are hardware men who have taken full advantage of 
the easy-to-sell features of these units. Packaged 
pumps are being sold over the counter just like 
scores of other items sold every day. Designed with 
the hardware retailer in mind, the popular pump-tank 
units may be installed by almost any of your cus- 
tomers with only a few simple hand tools. 

It’s easy to arrange an attractive display of pack- 


aged water systems in your store window or an island 
display which will attract home owners and farmers 
who are interested in a new or replacement pump. 
These same customers are also prime prospects for 
related items you sell such as plumbing fixtures, pipe, 
etc. 


Another profit opportunity not to be overlooked is 
the submersible pump. The complicated underwater 
pump of a few years ago has lost its cloak of mystery. 
Installation procedures have been simplified. Fast, 
efficient service is available from nearby submersible 
service stations. 


Today the submersible pump is in demand by those 
who want quiet operation and increased capacities 
at lower cost per gallon. The hardware dealer who 
gains a thorough knowledge and understanding of 
submersible pumps will find them to be a profitable 
addition to the products he sells. 


Editor’s note: These are the opinions of E. M. Myers, 
vice-president, sales, of F. E. Myers & Bro. Co., Ash- 
land, Ohio. The Myers firm recently started (HA, 
Oct. 8, 1959, p. 168) a promotional program to boost 
lagging winter pump sales and make the pump busi- 
ness a year ’round profit maker. 


Here’s where you can expect your greatest sales increases 
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Your sales potential is largely in your own hands, as indicated by the chart above. The dotted and solid lines 
shown account for factory shipments in recent years. The dotted line is actual. The solid line is averaged off, 
cnd it shows a constant upward trend. The shaded area labeled ‘‘creative potential’ is the additional sales 
available to dealers who will promote, display, and push water systems. 
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A dealer speaks... 


“Water systems? 


___HARDWARE AGE 
Water Systems and Plumbing 


Merchandising Guide 





One of our best lines” 


Here is a dealer who sells 100 pumps a year plus many related items. 


You can use his promotion ideas to step up your water systems section. 


Editor’s note: Len Farr sells 100 water sys- 
tems a year from his Coos Bay, Ore., store. 
Mr. Farr feels that there is a vast potential 
for dealers in water systems and related mer- 
chandise. Hardware Age asked Mr. Farr to 
tell his sales methods and give his opinions 
on water systems to help dealers reappraise 
their departments to increase sales and prof- 
its. Here is how Farr’s Hometown Hardware 
merchandises its water systems department. 


One of our best lines is water systems. Water sys- 
tems can be one of the best lines for every dealer 
willing to work for it. 

Water systems provide us with good sales volume, 
reasonable profits, and a healthy turnover. Our vol- 
ume in this line gives us one of our most stable big 
ticket sales, and we get our foot in the door for an 
almost unlimited range of related sales. 

The obvious tie-ins, such as metal and plastic pipe, 
valves, electric wire, are not the only related items. 
A water system sale is just the beginning of sales 
opportunities for every item through which water 
will run. Look at this partial list of immediate tie-ins: 

Water conditioners and heaters. 

Bathtubs, toilets, and lavatories. 

Septic tanks and drainage lines. 

Sinks, washers, dishwashers. 

Garbage disposals, other modern appliances. 


We use water system sales as door openers to our 
entire plumbing and appliance sections. We succeed 
in many cases, with unit sales in the multi-hundreds 
of dollars. 

We have found that water systems can be a traffic 
item that leads to great opportunity for sales and 
service. Hardware dealers are one of the primary 
channels of distribution for pumps. The dealer has 
many advantages which make him the best source of 
supply, from the customer’s point of view. The big- 
gest advantage boils down to old fashioned service. 

In our 20 years of pump merchandising, we have 
found that these are the services customers want the 
most: 

(1) Good advice (product knowledge). 

(2) Installation. 

(3) Trade-ins. 

(4) Repair service. 

(5) Immediate delivery. 

(6) Credit terms. 

It doesn’t take an expert to sell water systems, but 
it does take a willingness to study manufacturers’ 
manuals and catalogs. Charts and graphs available 
in this kind of literature enable almost anyone to offer 
helpful advice in selecting a pump to fit special needs. 
Manuals with each pump spell out limitations and 
applications of that pump. Study pays off. 

Although capacity is always a basic consideration. 
our customers usually are more concerned with pres- 
sure than with volume. They love it when water from 
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‘‘Water systems? One of our best lines” 
(Continued ) 


the kitchen faucet knocks the glass from their hands. 

Our top selling unit is a % h.p. pump which de- 
livers 35-55 pd pressure setting. We usually install 
this model with a 42 gal glass lined tank. Different 
tank sizes may be used, depending on the customer’s 
requirement. 

Though 80 percent of our water system buyers 
install their own units, we offer installation on all 
sales. 

Since we charge only $4 per hour and 10¢ a mile, 
plus materials, the average shallow well installation 
runs less than $20. We prefer to have our pump man 
spend his time on sales and repairs, so we encourage 
customers to make their own installations. 

We assist them by cutting pipe to exact measure- 
ments, assemble jet bodies, fit plastic pipe adapters, 
etc., before delivery. Our experience is that this extra 
effort on our part eliminates most of the in-warranty 
service calls. Of course we advise customers about 
maintenance before we deliver a pump. 

Trade ins are becoming a bigger factor in water 
systems’ merchandising. The automotive and appli- 
ance industries have educated the trade to expect an 
allowance on used equipment. 

With water systems, this can be a real advantage 


Live demonstrations and product knowledge clinch sales. 


“AD 
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to the hardware dealer. Few mail order houses can 
offer this service. Currently, some 70 percent of our 
sales involve a trade in. 

We offer a flat minimum allowance of $15 on any 
pump, providing the motor is not burned out. We 
have always had more demand than we could handle 
for rebuilt pumps at prices ranging from $50 to $90. 

The work we do on these units seldom involves 
much more than a thorough cleaning inside, replacing 
gaskets, and sometimes replacing a shaft seal. 

Sometimes it’s necessary to bush the guide vane, 
put on a new pressure switch, or spray paint the 
exterior. Our average investment in used pumps is 


Water pumps and profits 


‘Our volume in water systems gives us one of 
our most stable big ticket sales, and we get 
our foot in the door for an almost unlimited 
range of related scales." 


about $30. Many of them go into small irrigation 
systems for summer use. 

Repairs count heavily, too. 

Abundant running water in the home is an absolute 
necessity to modern living. This means a water pump 
repair service is vital to the successful dealer. 

We find that our sales of new systems varies in 
direct proportion with our ability to provide rapid 
and efficient service when a breakdown occurs. 

This requires us to have a trained repairman avail- 
able at all times. He must be able to spend about 
half of his time on pump sales and service. 

Good service requires an adequate inventory of 
spare parts for normal emergencies. We carry a stock 
of many hundreds of dollars in parts for most makes 
of pumps. 

Our parts inventory turns over three times a year. 
Our markup is about 40 percent. 

We use our service facilities to sell pumps. Some- 
times the repairs we take in cannot be completed be- 
cause parts are not available. In these cases our 
efforts often lead us to a brand new sale. 

Prospective customers who are not familiar with 
our repair service are invited to inspect the service 
shop. It makes quite an impression. 

The shop is a 10 x 20 ft room in the back of our 
store, and it’s well stocked. Customers get the feeling 
that we are equal to any emergency. 

All of our pumps are assembled in the shop. The 
shop also handles our general repair jobs. 

Fast service is a must in this business. 

The importance of immediate delivery of the water 
system cannot be overemphasized. Three-fourths of 
all new sales are replacements, therefore emergencies. 

Sometimes a delay of 24 hours means no-sale. It’s 
important to have a full selection of wanted sizes of 
pumps, assembled and ready to install. 

The final, and perhaps most important service most 





This ad stresses fast service, trade- 
ins, and credit. 


customers want is credit. We sell 90 percent of our 
water systems on our Continuous Contract Account. 
This means a 15 percent down payment, usually with 
trade-in, and 24 months to pay. We add a 1 percent 
service charge each month to the unpaid balance. 
We like to sell pumps on time because we have 


Water pumps and credit 


"Some of our most active and profitable 
credit accounts began with a water pump 
on time pay. 


learned that pump sales have the lowest default rate 
of any line in our store. 

As the water system is being paid off, we begin to 
sell the customer other related items to get his bal- 
ance back to the original limit. Our displays always 
feature a large card listing our credit terms. 

Some of our most active and profitable accounts 
began with a water pump on time pay. 

Water system sales, and related plumbing sales, 
are profitable from the standpoint of gross sales, 
gross margins, and turnover. Margins vary from 25 


percent to more than 40 percent. We get a turnover 
of more than 8 times on our pump inventory. 

Stock control for water systems and related plumb- 
ing is a must. A customer with a water emergency 
can’t settle for part of an order. Lows and outs kill 
business. We use the on-hand order form as stock 
control. 

Water systems should be promoted, just as any 
cther key line. We use radio, newspapers, direct mail, 
and live demonstrations. 

In each media we stress our ability to service what 
we sell. We aim for a reputation as specialists in the 
water systems’ field. Our bill for radio advertising 
last year was $288 on pumps, and something less than 
that amount for newspaper ads. 

We have found that local home shows and county 
fairs are excellent promotional events. 

We print a pump sales message on the flap of each 
month’s bill to charge and time pay customers. 

A demonstration unit is in working order at all 
times on the sales floor. 

We share our ad costs with our distributor through 
a cooperative advertising plan. 

We take on commercial jobs, too. We sell pumps 
to schools and industry. Our service reputation stands 
us in good stead here, also. When a school or factory 
has a water emergency, good and instant service is 
critical. 
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National Water Systems Month... 


Your promotion for more profits 


The first week in May is for highlighting displays. Here is what industry 


is doing to help you, and how you can cash in on this promotion. 


by Frank G. Hickey, Jr. 


Chairman, General Planning Committee 
National Association of Domestic and 
Farm Pump Manufacturers, Inc. 


and 


Vice-President and general sales manager 
The Tait Manufacturing Co. 


The hardware dealer, this year, has one important 
advantage in competing for profit in water systems 
during the National Water Systems Month promo- 
tion. The big month is May, as usual. 

A new emphasis has been added for 1960. The 


How you can make more profits 


On March 15, approximately 60,000 retailers of 
water systems will receive a “dealer” promotion kit. 
This kit will include: 

(1) Booklet, “Use National Water Systems Month 
to Boost Your Pump Sales.” The five easy steps sug- 
gested in the booklet are these: 

(a) Use the National Water Systems kit. 

(b) Order more promotion material direct from 
your own pump source. 

(c) Set up a display of pumps. 

(d) Keep pumps in stock always. 

(e) Put your shop in order, indoors and out, so 
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first week in May has been designated as National 
Pump Display Week. 


And since the hardware dealer usually has much 
better facilities for setting up displays than others 
who are competing for the water systems dollar, he 
has a better opportunity to profit from the promotion 
program suggested by the National Association of 
Domestic and Farm Pump Manufacturers. 

With a minimum of effort and very little expense, 
the hardware retailer can make himself the pump 
headquarters of the community. 


Here is the overall national plan. You, as an indi- 
vidual retailer, will benefit in direct proportion to 
your efforts to participate on the local level. 


out of Water Systems Month 


that you can properly handle visits and inquiries 
from prospective buyers. 

(2) Booklet on the “Certified Performance” seal 
to be found on pumps made by members of the as- 
sociation. 

(3) Booklet on the advantages of having one’s own 
private water system. 

(4) Window or truck streamer, 40 x 11 in., carry- 
ing this message: “See the new 1960 Water Systems. 
Free Planning Service. Easy Terms.” 

(5) Six radio spots. 

(6) Two newspaper feature stories. 





What industry is doing to help you promote Water Systems Month 


Simultaneously with this mailing two announce- 
ments will appear in Publishers’ Auxiliary, a news- 
paper read by 14,500 publishers, editors, and adver- 
tising managers of newspapers throughout America. 
These announcements will urge your local newspaper 
to cooperate with you in every possible way to make 
your May promotion a success. 

These newspaper people will be able to obtain a 
special kit of materials including: 

(1) Multi-signature newspaper ad. 

(2) Editorial material on water systems, including 
cartoon-style panels, photos, and suggestions for local 
stories. 

The two of you working together—the hardware 
retailer and the local newspaper—can easily build 
enough enthusiasm to create a significant number of 
pump sales. 

To achieve maximum benefit from this carefully- 
integrated program, get started today. 


Step No. 1: Call the advertising manager of your 
local newspaper, indicate that you expect to partici- 
pate in the National water systems promotion, and 
ask his cooperation. Urge him to order his kit of 
promotion materials through Publishers’ Auxiliary. 


Step No. 2: Call your local radio station and sched- 
ule the use of the spots included in your kit. These 
should be started early in May. 


Step No. 3: Order promotion material from your 
own pump source, including advertising mats of the 
particular pump models you will want to push. 


Step No. 4: Order pumps—so that you will have 
ALL the most-wanted models in stock. 


Step No. 5: By May 2, set up a pump display. The 


first week in May has been designated as Pump Dis- 
play Week. (The instruction book included in your 
kit suggests four different types of effective displays. ) 


Step No. 6: By May 2, put up window streamer. 


Step No. 7: On May 2, or soon thereafter, partici- 
pate in sponsoring the Multi-Signature ad which 
your local newspaper advertising manager will show 
you. This is important. It will establish a directory 
of pump dealers in your area who will be taking part 
in the water systems promotion. 


Step No. 8: Keep your own promotion in high gear 
throughout the month of May. Keep all displays in 
place. Remind newspaper of editorial support ex- 
pected; supply stories from your kit. Keep ads run- 
ning and/or spots on radio. 


Step No. 9: Work out a follow-up plan for all pros- 
pects whom you may not be able to sell during May. 


Keep promotion going 

A couple of hours getting your display in order— 
and a modest investment in promotion—will set the 
stage for substantially increased profits in water 
systems. 

Once started, the promotion should be kept moving. 
This is less expensive and more effective than a pro- 
gram which stops and starts. 


Get going now—and good luck 

If you do not receive your May water systems pro- 
motion kit by March 25, write for one immediately 
to The National Association of Domestic and Farm 
Pump Manufacturers, Inc., 1028 Connecticut Ave., 
N. W., Washington 6, D. C. 
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When trouble comes 
you can use it as a sales tool 


If you have product knowledge for troubie shooting you can sell customers 


on the basis of service. Here is a short course in problems and their causes. 


Here are some typical problems customers Wrong voltage connections. 
may bring to you about the operations of Low voltage. 
their pumps. If you learn how to solve these Wrong regulator valve setting. 
operating problems, your sales ability will Wrong jet combination. 
improve. First, find out the make of pump Water logged tank. 
owned. Then pinpoint the problem. Check 
out the causes. Suggest a remedy. Knowl- Problem: Motor won’t run. 
edge about pumps, their operation, and cus- 
tomers’ problems can be obtained from 
pump manufacturers, and from the National Fuse burned out. — 
Association of Domestic & Farm Pump Pressure switch points dirty. 
Manufacturers. Motor burned out. 
Motor thermal overload switch open. 
Loose wire connections. 


Probable cause: 


Jet pumps 


Problem: Motor overheats. 
Problem: No water; not enough water er pressure. Probable cause: 


Probable cause: @ Low or wrong voltage. 


° " £ e P i] . 
@ Air leaks in suction pipe. oor ventilation 


‘tetany leaks in air volume control tubing or dia- Problem: Motor stops, starts too often. 


@ Low water level. Probable cause: 
@ Plugged nozzle, foot valve, impeller, or plugged @ Water logged tank. 
or incrusted pipe. @ Foot valve leaks. 


@ Higher lift than estimated. (Continued on page 80) 
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When trouble comes you can use it as a sales tool 


Problem: Pump is noisy. 
Probable cause: 


@ Poor foundation. 

@ Air leaks. 

@ Plugged impeller. 

@ Worn motor bearings. 


Shallow well piston pumps 


Problem: Pump runs, doesn’t deliver water. 
Probable cause: 


@ Drive point may be clogged. 
Water level not within suction distance. 
Suction line has leak. 
Suction line improperly installed. 
Pump gaskets leaky. 
Foreign matter under suction valves. 
Air is reaching source of supply. 


Problem: Pump loses prime. 
Probable cause: 
@ Foreign matter under suction valves. 
@ Leak in suction line. 
@ Foot valve needed on lower end of suction line. 


Problem: Pump knocks or has water hammer. 
Probable cause: 


@ Valves sticking. 

@ Suction line too small, or clogged. 

@ Tank is water logged. 

@ Suction line too close to 25 ft maximum on 
shallow well piston pumps; may be able to reduce 
length of horizontal suction line. 

@ Air chamber is water logged. 


Problem: Pump starts at once when faucet opens, or 
starts and stops too often. 


Probable cause: 


@ Tank water logged. 

@ Air valve won’t operate because of very short 
lift, or water supply flows to pump. 

@ Air control float is water logged. 

@ Air snifter valve is clogged. 

@ Copper tube to air volume control is clogged. 


Problem: Air discharges at faucets. 
Probable cause: 


@ Too much air in tank. 

@ Air leak at air tube fittings. 

@ Needle valve in body of air control is clogged 
open. 
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(Continued) 


@ Leaky gaskets in pump. 
@ Leak in suction line or stuffing box. 


Problem: Pump capacity drops after lengthy use. 


Probable cause: 


Plunger leather needs replacement. 

Valve rubbers rough or dirty. 

Valve seat rough or dirty. 

General reconditioning may be needed. 
Relief valve seat adjustment may be faulty. 


Problem: Motor does not run. 


Probable cause: 
@ Fuses blown. 
@ Motor overload device tripped, not reset. 
@ Loose wire connections. 
@ Low voltage condition. 


Deep well working heads 


Problem: No water delivered. 


Probable cause: 

@ Check valve in well cylinder not seated. 

@ Water level below well cylinder or end of tail 
pipe. 

@ Low voltage to motor. 


Problem: Head operates smooth for short time, then 
drop pipe is jarred violently. 


Probable cause: 


@ Lack of water. Head being operated faster than 
well will supply water. 


Problem: Knock or noisy operation. 


Probable cause: 

@ Check valve, having metal seat and valve used 
in discharge line. 

@ Sluggish operation of well cylinder valves. 

@ Small size steel pump rod slapping against drop 
pipe. 


Problem: Lack of capacity. 


Probable cause: 


@ Worn cup leathers. 
Editor’s note: Material compiled by the Na- 
tional Assn. Domestic and Farm Pump Man- 
ufacturers, Inc., Washington, D. C., was used 
for this article, and is used elsewhere in 
Guide. This material is detailed in a 
NADFPM book entitled “How to Make 
Money Selling Water Systems and Service.” 
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Water systems, plumbing sales patterns .. . 


A study of water systems and plumbing 
sales patterns recently completed’ by 
HARDWARE AGE shows that water-related 
merchandise accounts for 14.4 percent of 
total hardware store sales volume. This 
amounted to $17,985 per store, in stores 
with $50,000 or more in total annual retail 
sales in 1958. 

The HARDWARE AGE study measured the 
amount of business done by dealers in se- 
lected water systems and plumbing items 
and lines. Some of these items are shown in 
the table opposite. 

It is emphasized that the items in this 
study were selected on the basis of gen- 
eral interest. 


Major dealers get more sales 

The selected list shown here is made up 
of items and lines carried by 60 percent 
or more of dealers with total yearly sales 
of $50,000 or more in all lines. 

Other product lines not listed may also 
be carried by more than 60 percent of 
dealers. 

These major dealers in the study account 
for 75.3 percent of the total water systems 
and plumbing sales in hardware stores. 
This total figure amounted to $345,723,182 
in 1958. The study also shows that 84.2 
percent of all major dealers sell water sys- 


Measured in new market study 


Percent of dealers* handling 


certain selected items 


Bathroom tank balls 
Toilet seats 

Pipe fittings 

Solder 

Bathroom fixtures and furnishings 
Faucets 

Faucet washers 
Valves 

Drain pipe cleaners 
Lavatory fittings 
Bathroom cabinets 
Steel pipe 

Pipe cutters 


Pipe threaders 


88.4°/, 
87.4°/, 
87.1°, 
86.3%, 
85.9°/, 
84.7°/, 
84.0°/, 
174%, 
75.9%, 
75.1%, 
62.2°%/, 
61.2%, 
60.9°/, 


60.1%, 


*These are major dealers whose sales volume in al! 


tems or related lines. product lines is more than $50,000 a year. 


This study is one of a series of product 
surveys sponsored by HARDWARE AGE to 
continue developing useful information on 
the hardware market. This study was made 
by National Analysts’, Inc., Philadelphia, a 
leading market research organization. 


Note: For many reasons, water systems are not 
sold by a majority of dealers. However, 21.9 percent 
of dealers in the over-$50,000 sales bracket did sell 
$11.5 million worth of deep well, shallow well, and 
submersible pumps in 1958. 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 99, and mail 


Item 1 
Small engine muffler kit 


This muffler kit contains 12 
“Clin-Tone” mufflers in three popu- 
lar sizes for most small engines. 


The kit, known as Part M15831-1, 
lists at $19.30. Clinton Engines 
Corp., Dept. HA, Maquoketa, Iowa. 


Item 2 
Concealed wastebasket rack 


Homemakers with small kitchens 
will be traffic for Knape & Vogt’s 
new disappearing wastebasket rack 
(No. 796). It can be installed quick- 
ly and easily to the underside of 
a cabinet or cupboard shelf. This 
rack is 20-in long closed and 8-in. 
wide. Its retaining hoop measures 
7144 in. by 11% inside and holds 
standard size baskets. Racks are 
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chrome - finished and retail for 
$4.50. Knape & Vogt Mfg. Co., 
Dept. HA, 658 Richmond, N. W., 
Grand Rapids, Mich. 


Item 3 
Gate hardware display deal 


You can get this display panel 
free with each order for McKinney 


At one 











gate hardware assortment No. 15. 
This assortment including a variety 
of popular gate hardware items has 
a retail value of $40.06. Your cost 
is $24, including the display panel. 
In the assortment are five sets of 
pintle gate hinges, eight pair of 
6-in. reversible “T” hinges, eight 
1947 gate latches, four 1949 gate 
latches and the display. McKinney 
Mfg. Co., Dept. HA, 1715 Liverpool 
St., Pittsburgh, Pa. 


Item 4 
Double-burner cook stove 


This new double-burner Bernz-O- 
Matic cook stove comes in a light- 


weight case and will perk six cups 
of coffee in eight minutes. It heats 
large meals fast for picnics, camp- 
ing trips or in the recreation room. 
The unit is safe and simple to op- 
erate on a disposable propane gas 





Here is a quick Check 
List of items described 
in the following pages 


fuel cylinder. This double-burner 
model with each burner operating 
independently retails for $24.95. A 
single-burner model retails for 
$12.95. Otto Bernz Co., Dept. HA, 
Rochester, N. Y. 


Item 5 
Double edge pruning saw 


Gardeners or home owners who 
want to do their own tree work will 
be traffic for this Seymour Smith 
double edge pruning saw. One side 
of the blade has 8 points per inch 


for cutting small branches. The 
other side is tuttle tooth for heavy 
limbs. Chrome vanadium steel blade 
is 18 in. long and has a hardwood 
handle. Seymour Smith & Son, 
Inc., Dept. HA, Oakville, Conn. 


Item 6 

Glassware display table 
Libbey’s three-tier table glass- 

ware display unit features 4-in. 

wide ebony painted Masonite 

shelves that pivot on a metal post. 

The display width when extended 
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is 


34 in. or 19 


in. when the 


Item 7 
Refuse can wheel assembly 


Here’s an easily-attached wheel 
assembly that makes it possible to 
move a refuse can with little effort. 
The Jones & Laughlin assembly, 
called Wheel-A-Can can be used on 


three shelves are nested. Four to 
12 glasses can be displayed on this 
unit. A center post has double-faced 
metal channels for displaying plac- 
ards. Libbey Glass Div., Owens- 
Illinois Glass Co., Dept. HA, Box 
1035, Toledo, Ohio. 
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a J&L can or a comparable type 
can. It retails for about $2. Jones & 
Laughlin Steel Corp., Dept. HA, 
8 Gateway Center, Pittsburgh 30, 
Pa. 


Item 8 


Fencing in portable carton 


An attractive and easily portable 
carton is available for Concord’s 
border roll fence. This fence un- 
folds into any desired shape and 
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when not in use rolls up for easy 


storage. Fence size is 16-in. high 
and 20-ft long. Each unit weighs 
15 lb. Concord Woodworking Co., 
Dept. HA, 10 Beharrell St., West 
Concord, Mass. 


Item 9 
Brush lines in seven sizes 


This Rubberset family of brushes, 
the Rainbow 1-to-4, features lines 
of seven brush sizes from 1 
through 4 in. Each brush has its 
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own number designation and its 
own new handle style and color 
scheme. Brushes within a set are 
classified by the job each is used 
for. Merchandising units called 
Tiffany Settings are available for 
these lines. Rubberset Co., Dept. 
HA, 900 Passaic Ave., East New- 
ark, N. J. 


Item 10 
$4.95 staple gun special 


Swingline’s No. 101 high com- 
pression staple gun, a free box of 
staples, and a free booklet are of- 
fered in a blister-pack at a special 
price for Hardware Week. This 
carded deal retails for $4.95. The 
booklet “Tips for Tacking” is ad- 
vertised on the card portion out- 


side the blister. This staple gun 
features a built-in staple extractor 
and push-button loading. Swingline 
Inc., Dept. HA, 82-00 Skillman 
Ave., Long Island City 1, N. Y. 


Item 11 
Repackaged screws and nuts 


Eleco’s packaged wood screws, 
machine screws, sheet metal screws 
and machine screw nuts, formerly 
in gross packages, are now avail- 
able in packages of 100. This new 
package is known as the Deci-Pack. 
A complete range of sizes and 
styles is now available. All screws 
and bolts are now packaged in four 
sizes of drawer-type cartons that 
enable you to choose the size and 


style needed without disturbing the 
other cartons. Eleco Tool and Screw 
Corp., Dept. HA, 1111 Samuelson 
Rd., Rockford, Ill. 


Item 12 

4-qt sauce pan for $11.95 
Revere’s 4-qt sauce pan has 

sheer, straight sides and an ex- 

panded cooking surface. It is made 

of a heavy layer of copper bonded 


between sheets of stainless steel. 
The pan is the latest addition to 
the Designers’ Group. It retails for 
$11.95. Revere Copper and Brass 
Inc., Dept. HA, 230 Park Ave., New 
York 17, N. Y. 


Item 13 
Clothes rack for children 


This Juvenile Valet can be used 
in the closet where regular hanging 
bars are too high for children. It 
also is handy where closets are 
lacking. It is 46-in. high and is 
adjustable. Ames Model 3JR comes 
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in gray, blue and pink and retails 
for $6.95. Packed individually six 
to a master carton. A 26% x 21 in. 


a) 








display is free with each carton. 
O. Ames Co., Dept. HA, Parkers- 
burg, W. Va. 


item 14 
Cabinet hardware display 


Allison’s line of antique copper 
embossed hardware can be attrac- 
tively display from this free 10 x 
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16 in. wood-backed display board. 
David Allison Co., Dept. HA, 
Roosevelt, N. Y. 


Item 15 
Three-way cleaning display 
You can use this display in three 
different ways to merchandise eight 
types of Bissell products. It fits 
flat against a wall; can be used 
with wings extended outward; or 
folds into a triangle. It is free in 
a special assortment of Bissell 


products packaged in two cartons 
for easy handling. Bissell, Inc., 
Dept. HA, Grand Rapids, Mich. 


Item 16 
Chrome-plated meat lifter 


This chrome-plated meat lifter, 
an addition to the Androck line, 
has a 5-in. curved blade and a short 
shank for greater leverage. The 
broad perforated blade is rigid for 
easier handling of roasts. The meat 
lifter retails for 69¢ with the han- 


dle available in four colors and 
natural wood finish. Washburn Co., 
Dept. HA, 28 Union St., Worcester 
8, Mass. 


Item 17 

Improved electricians’ pliers 
Here is a linemen’s and electri- 

cians’ plier with the joint rivet 

located closer to the cutting edges 

for greater leverage and more cut- 


ting power. Specially designed en- 
closed joint construction holds the 
cutting edges in alignment. The 
Channellock No. 349 Wiremaster is 
made of forged high grade steel 
with specially - hardened, hand- 
honed cutting edges. Champion 
DeArment Tool Co., Dept. HA, 
Meadville, Pa. 


Item 18 
Fence post wire stretcher 


Grosco’s Quik-Grip wire stretcher 
with its automatic lock system of- 


fers one-man operation. The auto- 
matic lock system holds the wire 
to the post. This wire stretcher fits 
square or round, large or small 
fence posts. It’s easy to carry in a 
pocket or saddle bag. It retails for 
$5.95. Grosco, Inc., Dept. HA, 626 
E. Locust St., Des Moines 9, Iowa. 


Item 19 
Display for alarm clocks 


Westclox’s counter display for 
Drowse electric alarm clocks em- 
phasizes the sleep-selector feature 
of the model that allows five or ten 
minutes extra sleep. The display 
also promotes the two new colors, 
pink and green, that the clock now 
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Display Changeover is Easy! 


Modernize a step at a time—anytime 
with Heller [A} (D) [D)-(O) IN) Units 


Je Low in cost Je No lost sales time 
Je Easy to handle = 
section by section heavy load carrying 


¥ Maximum display from capacity 


every foot of fixture 3¢ Wall and Floor units 


(A) (D) (D)-(6) IN) Display Fixtures enable you to modernize your 
store economically, step by step . . . now, tomorrow and in years to come. 
And best of all, there’s no need to close your doors during remodeling! 
No work crews—you can do it yourself. Each handy, pre-fit ADD-ON 
unit can be easily assembled in 30 minutes. You can install an 8 ft. wall 
section for as little as $110.75. 

ADD-ON units always match—and can be customized by Heller to fit your 
space needs right down to the last quarter inch. 


Compare ADD-ON units with any fixtures on the market today. You'll find 


them lower in cost—and more economically expandable—than any other 
units available, including locally-built units. 


W. C. HELLER & COMPANY @ MONTPELIER, OHIO 
Gentlemen: | am interested in ADD-ON units for low-cost | 
modernization, step by step. Please send complete details. 


NAME 





STORE NAME 





ADDRESS 





CITY 











STATE 


3g Strong wood construction = 


BUYING CHECK LIST 


Want more details? Just 


comes in. Clock retails for $5.98 
and with luminous dial for $6.98. 


Westclox Div., General Time Corp., 
Dept. HA, LaSalle Peru, Ill. 


Item 20 
Coffee mug deal display 


Beacon’s D-L13 coffee mug deal 
is shown in one of four redesigned 
display-shippers now available. Two 
gross mugs are displayed in the 


64 x 134% x 19 in. shipper. These 
mugs are available in four colors 
and retail for 25¢ each. Other deals 
feature storage jars, freezer con- 
tainers and beverage bottles. Bea- 
con Plastics Corp., Dept. HA, New- 
ton 61, Mass. 


Item 21 
Hydraulic door closer 


This Model 15 Glidraulic closer 
for 1% in. to 1%4 in. jalousie and 
Hollywood type doors is filled with 
hydraulic fluid and sealed. Illinois 





Lock’s new unit eliminates door 


< Want more facts? Circle 153, p. 99 





circle item number on p. 99 


slam, bounce and heel catching. The 
Glidraulic doesn’t need adjusting 





and is guaranteed for 15 years. Re- 
tails for $5.95. Illinois Lock Co., 
Dept. HA, 800 S. Ada St., Chicago 
7, Til. 


item 22 
Two staple tacker models 


Arrow’s HT-50 Hammer Tacker 
drives staples home with each blow 
and has a sure-grip handle. It re- 
quires only slight wrist motion to 
operate. This model loads two 
strips of staples from the top in 
these T-50 staple leg lengths: 14, 
rs, 98 and ¥ in. Another model, 


the T-50, shoots a staple anywhere 
a nail can be driven. Arrow Fast- 
ener Co., Dept. HA, 1 Junius St., 
Brooklyn, N. Y. 


item 23 
Lightweight rotary mower 


This lightweight rotary mower 
features an 18-in. cutting blade, 
housed in a round, formed-steel 








deck. It is powered by a 2.2-hp, 2- 
cycle engine. This Great Lakes 
unit, Model No. 018 of the Stand- 
ardline mowers, is handy for small 
lawns, for use as a trimmer with 
riding mowers and for use by 
women. Great Lakes Tractor Co., 
Dept. HA, 510 Hanna Bldg., Cleve- 
land 15, Ohio. 


Item 24 

Plant food display unit 
Plantabbs’ powder, liquid, and 

table plant food can now be sold 


as advertised on 
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from one unit called the 3-in-l 
Display Packer. This unit includes 
six boxes of powder, six bottles of 
liquid and 18 boxes of tablets. Your 
cost is $7.39. Plantabbs Corp., 
Dept. HA, Baltimore 1, Md. 


Item 25 
Household drain cleaner 


Here’s a low-priced tool that sim- 
plifies household drain cleaning. 
It’s called Spin-Thru Drain Cleaner 
and clears drain lines up through 
14% in. in diameter. The tempered 
coil spring is inside a steel drum. 
The bulb - shape boring gimlet 
threads through strainer cross bars 
and traps. Other features are a 


MAKES THE 


SPECIALTY” 
NAILS 


vAolt] Med th-yne) 14:9. 1440 


Neve Shwe ln Wty 


/ One Catalog ORDER CAN 
/ One Salesman A, 
J One Order Blank _ prices! 


Here’s a sampling 


MAZE STORMGUARD 


[Strong Steel Nails Double-Dipped in Molten Zinc) 
ROOFING 


STK. NO. RIO4A (ALSO SCREW AND PLAIN SHANK) 


WOOD SIDING 


STK. NO. $206A (ALSO PLAIN SHANK) 
INSULATING SIDING 
(11 STOCK COLORS) 
STK. NO. $245 (ALSO PLAIN SHANK) 
HARDBOARD 


STK. NO. $255S (ALSO PLAIN SHANK) 


———-METAL ROOFING—— 
COMPRESSED LEAD HEAD 


STK. NO. P2273 .. . BARBED SHANK—BRIGHT 
(ALSO RING SHANK) 


UMBRELLA HEADS 
(1-PIECE STEEL . . . HEAVY SHANK) 


rT ibd ee 2 
\ 


STK. NO. RI34A (ALSO SCREW SHANK) 


INTERIO 
UNDERLAYMENT 
= SSESEEEEESEEEEEEEIOEREEE> 


STK. NO. Fi42 


FLOORING 


TE SSS = = 


STK. NO. Fé7 . HAND OR MACHINE DRIVING 
{ALSO CASING HEAD NAIL LS) 


nee NAILS 
sn eect > 


ees MASONRY 


STK. NO. H59S (ALSO PLAIN. SHANK) 


ASK YOUR JOBBER... 
or write for details 


TO BUY MATE 


W.H. MAZE COMPANY 





PERU 5, ILLINOIS 
Want more facts? Circle 154, p. 99 
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through a chute throwing it up to 
16 ft, left or right. This unit oper- 
ates under all snow conditions and 
_ re has a three-position height adjust- 
| | = : ment on the front wheels. A finger- 
The ORIGINAL and Best Yet se es ee 3 i 2 a ie a 


. | a . | tip lever controls the choke, start- 

Submersible Pumps — a | 5 eS . ing, running and stopping of the 
Prevents Basement twit 1 Tt _ a 

. Flooding 


Protects valu- = | 
able apliances, wT oh! Pes oe . 
heater, fur- oe | | } | | 
nace, or game i . tr | 




















cr sian metal “T” grip handle and a quick- 


itt lock thumb screw. Units are sold 
Easy to hide ~ Bs with 15 or 25 ft of %4 in. snake. 
© under the floor : General Wire Spring Co., Dept. HA, 
® out of the way 1031 S. Sarah St., Pittsburgh 3, Pa. 
@ out of sight! 


EASIEST To Install! 


@ No floats to adjust : ey 
®@ No rods to foul up Item 26 3.25-hp, 4-cycle engine. Unit r 


®@ No water level worries Two new bicycle models tails for $119.95. Moto-Mower, 


| Just plug it i 115-v. s moss Inc., Dept. HA, Richmond, Ind. 
es eottl; canted Ghbares | New additions in the 1960 line . P 


pipe and it's ready to go! | of Murray Speed Weight bicycles 
For Slab Construction are the S-60, shown, and the S-61 
* RS COT 8 AR EN models of the Comet VI. These 26- Item 28 
|| )| or seepage in under- in. models include three speed gear 
pe 141 ground ducts; eliminates ; Carded 4-02 fishing lure 


[=> selene demege to am A \4-2 Razzle Dazzle lure is the 
slab from buckling. ee SS ee newest addition to the 1960 Wright 
Septic Tanks p< Ror ae ig & McGill line. This model has Eagle 
Only Kenco has non- ~T’ = | Pa — Claw treble hooks, either streamer 
clog impeller and 1. : 74. ac ~* or plain. French-style blades are in 
special intake to in- ' 1 ae ” fi >» nickel, brass, copper or nickel-cop- 
sure trouble-free : La ~ fy ’ : 
action; dependable, ~: . hs u ~*~ per. These lures are weighted for 
powerful, econom- ~] = x PS wl oS A / 7 the longer cast and the blade spins 
— le | ie, ae with a fast or slow retrieve. Lures 
Swimming Pool _ Sie are carded individually and come 
Clean Out, Yf \ Oy 12 to an easel display card. Razzle 
Sprinkling, <= Se / 
and Fire | 


Protection , Ke ea and front and rear caliper brakes. 
Chain guard, fenders, rims and 


Kenco's portable, other accessories are chrome- 
self-powered 


. a: x Model 114 does plated. Murray Ohio Mfg. Co., 
double-duty aon Oe. oe the | Dept. HA, 635 Thompson Lane, 
swimming pool by supplying the lawn ee oe ) 
sprinkler. In areas where free water | Nashville 4, Tenn. 
for sprinkling is readily available by 
sinking a wellpoint or tapping a 
nearby stream, pond or loke, this 
pump _ pay for itself in a single | Item 27 
season. Excellent for emergency fire | : . 
fighting—pumps 6000 gals./hour. 15-in. wide snow remover 

See Your Supply House Snow can be cleared easily and 
Complete Line — 600 to 6000 GPH quickly with Moto-Mower’s Snow Dazzles are available also in 1% and 
Thrower. This compact machine 3/16-0z sizes. Wright & McGill Co 
KENCO PUMP DIVISI , , 
ae iiiain: Constaeaealirts on clears a 15-in. path and a chain- Dept. HA, Box 518 aa, Aurora Sta- 


driven impeller forces the snow tion, Denver 8, Colo. 
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Item 29 
Long lasting flush valve 


Here is a new nylon flush valve 
that is not corrosive and is free 


WAT-\\,-10 mn age) aame-leh ar-talell- mar 


HERE'S A 
SURE-FIRE 
SELF-MERCHANDISING 


MONEY 
MAKER 





from. electrolytic action. This 
valve provides a smooth seal with 
the ball and long lasting threads 
for securing the valve in the tank. 
The Mansfield flush valve is a 
standard 214-in. Douglas type and- 
comes with guide, lift wires, rub- 
ber gasket and lock. Shipped 24 to 
a carton. Mansfield Sanitary, Inc., 
Dept. HA, Perrysville, Ohio. 


Pring 
— 

a, = 2 
=. % 
sists 

“2 ‘ - ¢ 
BA \ 
o s " ahs 
a” Ce. 
ti BF 
a eer 
mak >. 
sy” Z 
3 cd 
Saale 
tg ” ‘ 
me 
% 
‘ 
<— 


It sells on sight — this uniquely-packaged washer assortment that’s 
needed and wanted by every homeowner and workshop handyman who 
enters your store! Here in their own powerful merchandising display 
carton, ready for easy showing on counter or rack, are twin plastic tubes 
of Milwaukee Wrot Washers in lock- and flat-size assortments most 
often used in the home. 


Wherever you put them, these cartons are eye-catching traffic stoppers. 
Their flashing color and transparent tubes bring impulse-buying cash 
out of customers’ pockets into your register fast — in a volume and at 
a mark-up assuring worthwhile profit on every transaction. 


Order from your jobber today — then watch your washer sales climb. 


Item 30 
Nylon base furniture glide 


Bassick’s new furniture glide 
features a base made of nylon. The 


Wrot Washers offer you the broadest selec- 
OTHER WASHER tion of retail merchandising packages in the 
MERCHANDISING PACKAGES industry. From the exclusive new “Klip-Pac” 

through assortment- and single-size tubes to 
DESIGNED TO STIMULATE shelf boxes and bulk washer containers, there 
RETAIL SALES is a sales-proved, turnover-stimulating Mil- 
waukee packaging method exactly fitted to 
every customer’s requirements. 


EXCLUSIVE KLIP-PAC 
Precounted washers (in oe SHELF 

sizes 3/16” through 3/4”) 

now assembled in perma- | All standard and SAE size 
nently size-marked, con- | washers are available in 
venient clips which stop | colorful, quick-identifying 
waste and loss. boxes of 1 and 5-ib size. 


glide won’t stain or mark floors 
and is handy for use in climates 


where rust or corrosion is a prob- ASSORTMENT AND 


SINGLE-SIZE TUBES 


lem. They are also useful for car- 
pets and resilient floor coverings. 


Provide from 3/16” to 7/16” 
counted and plated washers 








BULK WASHER 


CONTAINERS 


All standard 
and SAE sizes 
are supplied 
in 100- and 
200-Ib. bulk 
cartons for 
large-quantity 


of popular sizes in plastic 
tubes. 


Bassick Co., Dept. HA, Bridgeport 
5, Conn. 


Since 1887 
ea, 


Item 31 
Five paint color systems 


Glidden’s new Dramatone color 
system is a combination of five sys- 
tems offering a set of color selling 





WROUGHT WASHER et 
MANUFACTURING CO. Se, 


the world's largest producer of washers 
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2218 S. Bay Street © Milwaukee, Wisconsin ARS 
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tools to meet your specific needs. 
The largest system consists of 803 
colors and recommends use of the 
Dramatone color machine. Other 
systems offer 288 colors, 192 colors, 
45 colors and 23 colors. Glidden Co., 
Dept. HA, Madison Ave. and Berea 


Item 32 
Special on saucepan sets 


Corning Ware saucepan sets reg- 
ularly retailing at $14.95 will be 
available at a special $12.88 price 
for four weeks starting April 18. 


Rd., Cleveland, Ohio. The set includes three freeze-cook- 





Meet Your New Sales Leader for 1960 


CHAPIN’S PUSH BUTTON 
HOSE SPRAYER | Jas 


Advance Features! 
Superior Quality! 
Low in Price! 


You can sell this garden hose 
sprayer with complete con- 
fidence because it's quality- 
engineered. Chapin’s precision 
l-piece metering jet always 
mixes exact water-chemical 
proportions! Push-button ac- 
tion furnishes quick, positive 
water shut-off! Deflector noz- 
zle adjusts for all-direction 
spray! Flexible neoprene sy- 
phon tube stays in mixture ’til 
the last drop and allows spray- 
ing from any angle. 


Just 2 Models 
for All Jobs! 


Send for our 
new 1960 catalog 
Write Dept. HA-! 


No. 400 Insecticide Sprayer 


Sprays up to 6 gallons 


No. 410 Fertilizer (Lawn) 


Sprays up to 20 gallons 


Quality Sprayers and Dusters Since 1887 


MANUFACTURING WORKS, INC. 


BATAVIA, N. Y. 
Want more facts? Circle 157, p. 99 
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serve saucepans with clear Pyrex 
covers, a brass cradle and a de- 
tachable Corning Ware handle. 
Saucepans included are the 1%, qt, 
1% qt, and 1 qt sizes. Corning 
Glass Works, Dept. HA, Corning, 
N. Y. 


‘Item 33 


Cabinet hardware display 


You can set up a cabinet hard- 
ware department in less than one 
square foot of counter space when 
you use Amerock’s new No. 2560 


Revolving Unit. It holds eight pic- 
ture frame displays. You can order 
Amerock’s standard choice of dis- 
plays or you can choose from 22 
displays offered. This compact dis- 
play can be used in store windows, 
on counters or mounted on walls. 
Amerock Corp., Dept. HA, 4000 
Auburn St., Rockford, Ill. 


Item 34 


Spark plug socket display 
Proto’s No. 5000M spark plug 
holding socket merchandiser con- 
tains five No. 5026HP sockets (% 
in. drive) and three No. 5326HP 
sockets (1% in. drive). These deep 
sockets have neoprene inserts that 
hold spark plugs firmly. The sock- 





ets fit the universal size plug, 14 
mm, on foreign and domestic cars. 
Socket bodies are knurled for fin- 
ger turning or turning with a hand 
tool. This display worth $14 can be 


set up in a small amount of counter 
space. Proto Tool Co., Dept. HA, 
Box 3519 — Terminal Annex, Los 
Angeles, Calif. 


Item 35 
Bag for grass clippings 


This lightweight canvas bag 
eatches grass clippings as _ they 
leave the discharge chute of Eclipse 
walking-type rotary mowers. The 
Grass-Catcher is an optional acces- 
sory and can be sold separately for 
use on other rotary mowers. Two 
steel rods form a supporting frame 
for the bag and the rods are held 
firmly by brackets fastened to the 
mower housing. This zippered bag 


also collects weed and crab grass 
seeds. Eclipse Lawn Mower Co., 
Dept. HA, 4212 RR St., Prophets- 
town, Ill. 


Item 36 
New magnetic style level 


Metal workers are traffic for this 
powerful magnetic style level. Em- 
pire’s new level is self-aligning, 


won’t jiggle. Its magnetic power is 
guaranteed for the life of the level. 
The level leaves the worker’s hand 
free for other action while it is 
being used. Empire Level Mfg. Co., 
Dept. HA, 10930 W. Potter Rd., 
Milwaukee, Wis. 


Item 37 
Provincial styled cabinets 


Youngstown Kitchens’ new pro- 
vincial styled cabinets in Honey- 
wood will stimulate sales for 








LINE 


FIRST 


in research! 


FIRST 


in quality! 


ev 
GUARANTEED right... 


in writing! 


WRITE FOR FREE 


the * | 
PLASTIC 
aia: 


BE SAFE... BE SURE... 
SELL 


LINE Up 
HIGH DENSITY 


FLEXIBLE PLASTIC PIPE 


FOR COLD WATER 
INSTALLATIONS 


Longer Life . . . 


S. 
. of aaeonae (CS197-59) 
No stress cracking 


No pinholing 
Greater strength 
Corrosion-resistant 
Easy to install 

No costly call-backs 
NSF approved for 
drinking water use 


PIONEER MEMBER OF 


&) @ 


COMPLETE TECHNICAL AND ENGINEERING SERVICES AVAILABLE 


DESCRIPTIVE FOLDER CRESCENT PLASTICS, INC. 
Dept. A-O, 955 Diamond Ave. «+ Evansville 7, Ind. 
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kitchen projects. The new styling 
is the most recent addition to 
Youngstown Kitchens’ new Wood- 
charm line, now available in Au- 
tumn Birch and Sandalwood in nat- 
ural woods and in Honeywood and 
Cherrywood in the new mar-resist- 
ant: laminates. These cabinets have 


raised, traditionally-designed bead- 
ing and antiqued copper door and 
drawer pulls. The Honeywood lami- 
nate finish also resists heat, warp- 
ing and common household stains. 
Rigid steel cabinets are featured 
behind the Honeywood doors and 





THERE IS NO OTHER 





ILLINOIS 
GLIDRAULIC 


PATENT PENDING 





DOOR CLOSER LIKE THIS 
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iT iS FILLED WITH 
HYDRAULIC FLUID... 
not air! Sealed for a lifetime. 


NEVER A BOUNCE... 
NO HEEL CATCHING... 
always a gliding close. 


MORE POWER 
AGAINST THE WIND.. 
No slam! No bang! 





—— I) 
































POSITIVE DOUBLE 
LATCHING POWER... 
Pulls door tight! 


NEVER REQUIRES 
ADJUSTMENTS... 
anywhere, anytime. 


HEAVIER ROD 
FASTENS TO DOOR... 
better pulling power 











GUAGANTESE 




















ALL STEEL HEAVY 
DUTY PARTS... 
with Baked Enamel Finish. 


SAME CLOSING ACTION 
AS IN COMM i a 
Expensive closers. 


ERCI 


15 YEAR GUARANTEE 
IS CALLBACK INSURANCE... 


GLIDRAULIC MODEL 10 
up to 1%" thick.. retail $595 


Write now for catalog and specifications 


THE 


800 So. Ada Street 


GLIDRAULIC MODEL 15 
for Storm and Screen Doors’ for 1%” - 134" Jalousie and 


Hollywood Doors. retail $595 


NEW! 


GLIDRAULIC MODEL 20 

designed for interior doors in 
offices, homes, schools, etc. 
Similar to Models 10 and 15. 
retail $795 


NEW! 


ILLINOIS LOCK CoO. 


Chicago 7, Illinois 


Manufacturers of Cabinet Locks, Padlocks and Glidraulic Closers. 
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drawer fronts. Youngstown Kitch- 
ens Division, Dept. HA, Warren, 
Ohio. 


Item 38 
Rosin in 1-lb sifter can 


Good’s FF Wood Powdered Rosin 
is now available in a 1-lb sifter can. 
These new cans have pink and 


white labels and are packed 50 to 
a case. James Good Co., Dept. HA, 
Susquehanna Ave. and Martha St., 
Philadelphia 25, Pa. 


Item 39 
Condiment dispensing set 
Lustro-Ware’s new mustard and 


ketchup dispenser set is useful also 
for serving condiments, syrups, 





sauces. The set is made of squeez- 
able polyethylene and has metallic 
decorations. Each unit is 2% in. 
square by 5% in. high with a 
threaded cap for leakproof seal. 
Comes in five colors with one set 
in a polyethylene bag. Retails for 
98¢ per set. Columbus Plastic 
Products, Dept. HA, Columbus, 
Ohio. 


Item 40 
Push-button outdoor grill 


Here’s an automatic, push-button 
grill unit, the Hi-Lo Matic, Model 


H-603. A push-button control con- 
sole contains a bank of buttons for 
the unit’s built-in fire starter, 
starter warning light, rotisserie 
motor, night light and an automatic 
timer with bell alarm. Other fea- 
tures are a vented steel firebowl, 
heat indicator, adjustable draft 
dial, chrome-plated cooking grid, 
steel legs, and oversize balloon tire 
wheels. Union Steel Products Co., 
Dept. HA, Albion, Mich. 


Item 41 


Electric tool floor display 


You can set up an electric tool 
department with these Stanley 
Electric floor displays. The unit can 





be used side by side against a wall, 
or as a divider, or at right angles 
around a post or on a corner. No. 
86 is two feet square and 56 in. 
high. It has three deep shelves and 
open ends. Hooks and metal snap-in 
price slots come with the display. 
No. 86 costs you $15 net with an 
order for $300 net value. Display 
costs $30 net when you order it 
separately. Stanley Electric Tools, 
Division of Stanley Works, Dept. 
HA, 480 Myrtle St., New Britain, 
Conn. 


Item 42 
21-in., 3-hp. rotary filler 
Homoko’s 21-in. self - propelled 
rotary tiller, model 5300, features 
special tines that won’t pick up 
debris as they work through 
ground. This 3-hp, 4-cycle engine 
unit can break ground, cultivate 
and weed. With two accessories, it 
furrows and plows snow. Tines are 
adjustable for 17 to 12-in. rows 
and an 8-in. tine extension kit is 
available. The steel tiller has a 








The INSIDE STORY of 


INDESTRO “INSIDE QUALITY* 


There is a definite extra quality built into every Indestro tool. 
This is demonstrated by superior quality you will find in every 
Indestro socket—a quality based on: 


HOT BROACHING 


assures smooth and clean 
wall surfaces, free from 
stresses, tears and cracks 
that eventually shorten 
socket life. 


UNIFORMLY THIN WALLS 
No weak spots. Sockets have 
incredible strength, yet are 
lightweight and compact, for 
getting into those “tight” 
places. 


REINFORCING NUT STOP RIN 

holds nut in socket so that 
contact with bolt is easily 
established with only one 
hand. Also provides added 
strength. 


FINEST HIGH ALLOY STEE 


The best steel for every 
function is used throughout. 


CHAMFERED BEVEL 


on both openings of socket 
facilitates the guiding of the 
fitting into sockets and 
socket onto the nut. 


KNURLED GROOVE 


around outer wall of socket 
provides firm grip, even 
with greasy, slippery fin- 
gers, when attaching socket 
drive handle, or taking 
apart. 


4 WAY POSITIVE “LOCK-ON” 
No fumbling to find wall 
with retaining groove. Sock- 
ets stay eaneeey attached 
to drive handle. 


POLISHED CHROME PLATED FINISH 


Another Great INDESTRO “Leader” 














30 pe. SOCKET SET 


One of the most popular of all 
Indestro sets because it contains 
a wide range of sockets and fit- 
tings to satisfy professional or 
homeowner needs—including set 
of 6 pt., 8 pt. and 12 pt. sockets, 
5%" extension bar, 15%” Swing 
Head Handle, 9” Cross Bar, 175%” 
Speeder and Reversible Ratchet. 
Large sturdy metal box, with tote 
tray, allows ample room for addi- 
tional tools. 


World's Most Complete 
Line of Hand Tools 
The Indestro line includes: Socket 
Wrenches, Open End Wrenches 
and Sets, Box End Wrenches, Pliers 
for all purposes, Screw Drivers, 
Punches, Chisels, Hammers, Body 
and Fender Tools, Refrigeration 





Service Tools. 


Send for free copy of catalog No. 22 showing entire assortment of Indestro sales-making displays 


INDESTRO ... 2x2:... 


MANUFACTURING CORPORATION ee Toots 


2649 N. KILDARE AVE. « CHICAGO 39, ILL. 


Duro Power Tools 
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Stock the one 
all purpose 
water seal 








Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile « Stucco «+ Masonry 
Concrete « Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 
istributor nearest you. eons 


Thompson d 


MANIIFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Cc., Inc., Merchandise Mart, 


iehews aaclsl4ti4- ete California 


San Francisco * Los Angeles * San Diego * 
Portland * Chicago * Seattle * Denver * Dallas 
Houston * St. Louis ¢ St. Paul ¢ Detroit « 
Philadelphia * New York City * Memphis ¢ 
Cleveland a Factory: King City, California 
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6-in. height adjustment and worm 
gear transmission with sealed ball 
bearings. Western Tool & Stamping 
Co., Dept. HA, 2725 Second Ave., 
Des Moines 138, Iowa. 


Item 43 
Wall display for planters 

Five of the newest wall planters 
in the Artistic Wire line are fea- 


tured on a 20% x 26%-in. wall 
plaque. This wall unit, No. 3600W, 


holds one each of these styles: 
311-WL, 311-WR, 312-W, 313-W, 
and 317W. These planters are 
all white. You can get the plaques 
for display with or without back 
up stock. Artistic Wire Products 


Co., 
Conn. 


Dept. HA, East Hampton, 


Item 44 


Touch-up enamel finish line 
This new line of Pleasuretone 


fast-drying touch-up enamel fin- 
ishes has been added to the Star 


Bronze line. Twelve colors are of- 
fered in the line that is useful for 
many interior and exterior decora- 
tive finishing and re-touching jobs. 
It dries in about four hours and 
is net toxic after it is dried. An 
initial assortment includes a dis- 
play rack and 48, two-ounce jars of 


ne 


the alkyd enamel. Your cost is 
$8.36. The retail price is 29¢ per 
jar. Star Bronze Co., Dept. HA, 
Box 568, Alliance, Ohio. 


Item 45 
Luxury model sleeping bag 


Wenzel’s 1960 luxury model 
sleeping bag, called Alaska, is 42 x 
84 in. with six pounds of Virgin 
Dacron Fiberfill. The unit has a 
detachable pillow, duffel carrying 
case, a double mattress pocket and 
a 110-in. double pull Big Zip zip- 
per. This bag has weatherstrip- 
ping. The outer covering is forest 


green and the lining is a Scotch 
plaid flannel. H. Wenzel Tent & 
Duck Co., Dept. HA, 2200 S. Han- 
ley Rd., St. Louis 17, Mo. 





Item 46 
Two mechanics’ tool chests 


Two mechanics’ tool chests have 
been added to the Union Steel Chest 


line. The 7817, a four-tray model 
shown, features Twin-Grip handles. 
It is made of cast metal. Other 
features are heavy gauge steel 
trays; continuous hinges; heavy- 
duty draw bolts; rust preventive 
undercoating; and silver Dentone 
finish. The 3119 has a steeple-top 
design. Union Steel Chest Corp., 
Dept. HA, LeRoy, N. Y. 


Item 47 
Long range crow call 


An improved mouthpiece design 
now provides a more uniform tone 


in OQOlt’s E-1 Crow Call. This 
longer mouthpiece produces a rau- 
cous, life-like call that carries far 
into the field. No price increase 
has been made. Philip S. Olt Co., 
Dept. HA, Pekin, Ill. 


Item 48 
Waterproofed sisal rope 


Columbian’s new Yacht Sisalana 
rope is waterproofed and rot- 
proofed. This rope has a firm fore- 
turn that resists hockling. The 





FULL LINE 


ae 


keeps chain sales coming your way! 


You'll satisfy every customer’s needs—get the biggest share of the 
chain business in your area with Taylor's complete line. National 
advertising ... effective sales helps . . . up-to-the-minute packaging 
make this profitable business come easier. And Taylor’s 86-year-old 
reputation for top, uniform quality assures complete customer satis- 
faction—strong repeat sales for you/ 


FREE! CHAIN 
SAMPLE BOOK. 


Bulletin 59 contains 
ay g © r actual-size reproduc- 
tions of all types and 
sizes of welded and 


ad e weldiess chain. 


CHAI since $S.G. TAYLOR CHAIN CO., INC. 
1873 Hammond, Indiana 
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breaking strength of the new sisal 
varies from 450 to 5,400 lb, work- 
ing strength from 90 to 1,080 Ib. 
It is made of Sisalana with fibers 
from Africa and*Java. The Yacht 
sisal retails for 71¢ per pound in 
the 14 in. size. Columbian Rope Co., 
Dept. HA, Auburn, N. Y. 


Item 49 


22 to 4-in. pipe threader 

One set of dies on the Rigid No. 
141 Jam-Proof geared threader 
threads 2%, 3, 3% and 4-in. pipe 
and conduit. This unit adjusts for 
straight or tapered, over and un- 





PROFIT 
Mager! 


Self-Service display 
assortment of 
Closet Accessories 


64 dozen fast selling items 


plus 


handsome chrome 
merchandiser 
without charge! 


SBER KEELE VY 


der size threads. A drive pinion 
kicks out automatically, preventing 
damage and delays. A time-saving 
cam-action workholder sets exactly 
to size by easy turning of the ad- 
justing collar. Ridge Tool’s Rigid 
No. 161 Jam-Proof geared threader 
for threading 4 to 6-in. pipe with- 
out changing dies, also has a cam- 
action workholder. Ridge Tool Co., 
Dept. HA, Elyria, Ohio. 


Item 50 
Shallow well water system 


Goulds’ new Series GM 34-hp 
unit provides capacities up to 1620 
gph and the 1-hp unit gives capaci- 
ties to 2180 gph. Both units feature 
self-priming performance, corro- 
sion-resistant finish on all interior 
surfaces, and safe motor loads on 
all ratings. They have a protected 


The complete line of triple plate chrome 


CLOSET ACCESSORIES 


CASH IN THIS EASY WAY! Self-selling, 2-sided display and assortment 
put you in business with the fastest growing category in years. Berkeley 
pre-sells your customers with national advertising — you make your full 
mark up. See your Berkeley representative or write for details on Display 
Assortment No. 100. 


AVAILABLE NOW — 


New catalogue on 


ISPACE-AIDES 


home-maker helpers! 


mechanical seal that can’t be dam- 
aged if pump runs dry. Goulds 
Pumps, Inc., Dept. HA, 201 Black 
Brook Rd., Seneca Falis, N. Y. 


Item 51 
Lightweight floor waxer 


This lightweight automatic floor 
waxer, called the Super Jet, fea- 
tures a hollow handle reservoir 
that holds 1% pt of wax. The ap- 


Another fine product... by 





BERKELEY INDUSTRIES, DIVISION OF EKCO PRODUCTS CO., NEW YORK 1, N. Y. 
Want more facts? Circle 163, p. 99 
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plicator head snaps on and off for 
easy rinsing. Embree’s waxer 
weighs 30 oz when filled and applies 
an even coating of wax when a 


trigger is pulled. It retails for 
$2.98. Embree Mfg. Co., Dept. HA, 
Elizabeth 4, N. J. 


Item 52 
Folding, boarding ladder 


This boarding ladder comes in 
four sizes to fit outboards, ski- 


\e 





boats, auxiliaries and cruisers. Alu- 
minum rails are vinyl-covered and 
the ladder folds compactly for easy 
storage. Other features are water 
resistant wood steps and anti-skid 
safety treads on each step. Rich’s 
Metal-Lite ladder retails for $7.95. 
Howard B. Rich, Inc., Dept. HA, 
Box 120, Carroliton, Ky. 


Item 53 
Wrist watch display case 


This Westclox plexiglass display 
case for each of five wrist watch 
assortments is available free. A 
double-dock prevents pilferage. Bal- 
let, Lance, Shadow Thin, Water- 
proof and Coquette, shown, are 
watch styles offered. The base of 
each case will stick to any service 


and the cases can be clamped on 
top of each other. Individual watch 
mountings in the case are inter- 
changeable. Westclox Div., General 
Time Corp., Dept. HA, LaSalle- 
Peru, Ill. 


Item 54 
Barbecue utensil specials 


Two promotional! items, a three- 
piece Bar-B-Que Chefmaster set 
and a set of six Bar-B-Que Grill 








the NAME 


IS ARDW ARE 
make 


2 it your BUY word 


ti | 


Just what “do-it-yourself” 
buyers want — 


. li e ° 

in quality in price, 

2 r WESSEL hard- 

in packaging e ware is true pro- 

fessional quality a” 
hardware that’s priced and packaged 
to win the choice of home owners! 
It’s convenient, it’s fun, it’s thrifty 
to select WESSEL hardware special- 
ties from the WESSEL display rack 
that is yours FREE with an +8801 
assortment. Or show WESSEL hard- 
ware in open bins; the wide selection 
of WESSEL skinpak cards encour- 
ages impulse buying, speeds turn- 
over, increases profits. Remember... 
the NAME is WESSEL; make it 
your BUY word! 


WESSEL HARDWARE CORPORATION 


919-931 N. 5th St., Philadelphia 23, Pa. 
In Canada: Geo. S. Hall Co., 25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6 


Becutitully finished, high quality 
HARDWARE CONVENIENCES 


Want more facts? Circle 164, p. 99 
HARDWARE AGE, March 10, 1960 © 97 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 99 


Knives, are Hardware Week spe- 
cials. No. 333 Chefmaster set fea- 
tures rosewood handles on a carver 
and turner, with Sheffield stainless 
blades, and on a forged chromed 
fork. The No. 633 Grill Knives also 
have rosewood handles and stainless 
steel blades. Both sets are carded 
and specially-priced to retail for 
$2.98 each. Regularly they are $4.98 
values. Your cost is $1.80. Sets are 
packed three to a box. Regent- 
Sheffield, Ltd., Dept. HA, $3545 
Webster Ave., New York 67, N. Y. 


Item 55 
Decorated decal dinnerware 


Style - conscious and economy- 
minded homemakers are traffic for 
Anchor-Hocking’s decorated decal 
dinnerware. Primrose dinnerware, 
a new low-priced line, features a 


brightly colored decal on white in 
a modern coupe shape. This pattern 
comes in open stock and in four 
sets, ranging from a 16-pc starter 
set in a gift display box for $3.19 
to a 43-pe set for $12.95. Also avail- 
able are matching 5-oz fruit juice 
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and 1l-oz table tumblers for 19¢ 
and 25¢. Anchor Hocking Glass 
Corp., Dept. HA, Lancaster, Ohio. 


Item 56 
Mower merchandising kit 


Here’s a merchandising kit for 
Whiz-Mow’s rider mower. The 
mower has a removable sulky for 
use as a trimmer. A colorful dis- 
play piece strides the engine of 
the mower to form an attention- 
getting unit. Literature, news- 


paper ads and radio spots are in- 
cluded in the kit. Whiz-Mow, Inc., 
Dept. HA, Hamilton, Ill. 


Item 57 
69¢ waterproof adhesive 


Your customers can use Wood- 
hill’s waterproof Duro - Plastic 
White Glue as an all-purpose ad- 
hesive on wood, metal, leather, 
chinaware, rubber, paper and cloth. 
It is not affected by oil, boiling 
water or gasoline after it has been 


applied. A 4-oz tube retails for 69¢. 
Woodhill Chemical Co., Dept. HA, 
1390 E. 84th st., Cleveland, Ohio. 


Item 58 
Decorated 9'/2-0z tumbler 


Here’s a Hazelware glass with a 
turquoise “Jungle Shield” pattern. 
This modernistic 9%-oz tumbler 


retails for 10¢. A matching 80-oz 


ice lip pitcher retails for T79¢. 
Hazel-Atlas Glass Div., Continen- 


tal Can Co., Dept. HA, 100 E. 42nd 
St., New York 17, N. Y. 


Item 59 
35-in. sanded hardwood leg 


Your do-it-yourself trade will be 
traffic for this 35-in. leg length 





that’s handy for worktables, coun- 
ters, desks and drawing boards. It 
is sanded smooth and ready for 
finishing and retails at $1.85 for 
one leg, with brass ferrule or plas- 
tic swivel glide, and straight or 
flare bracket. Your price is $13.20 
per carton of 12 legs, with hard- 
ware. Dennizx Products Co., Dept. 
HA, 33-Ten Downing St., Flushing 
54, N. Y. 

(Continued on page 102) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special dels and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 


Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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How to Get | 
{ 108 Tools 
ona l4’ Circle 


a 
WYDE = Ahe Line that does the Selling Job for You! 
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BUY THE 


NEW POPULAR PRICED 


POWER SPRAYER 


for 


JET 
POWERED 
SPRAYER 


This latest advance in smoother 
pulse-free power spraying gives 
you a new high in safe, easy, 
low cost operation. And, here’s 
performance and price that sel/s 
your customers, especially when 
they know TROJAN has been 
proved in your own operation! 
@ Self-priming 3 G.P.M. pump. 
@ 214 ,xH.P. Briggs & Stratton 
Engine. 
@ 10 gal. bonded corrosion- 
resistant tank. 


BUY THE COMPLETE LINE 


= 
rs 


Compressed 
Air Sprayers 
1-1/2, 3-3/4 
gal. cap. 


““Spartan”’ 
15-30 gal. cap. 


- 


Wan Continuous 
“?, 7 Type 
é di Hand 


Sprayers 


““Cyclo- 
Junior’ 
Crank 

Dusters 


3 NEW CATALOG 


, shows complete line of 
' Bean-Oakes spraying 
and dusting equipment. 


’ Clip coupon now! 
{ne\: 





OAKES MFG. CO. 
An operation of 
Food Machinery and Chemical Corporation 
Box 2016, Tipton, Ind. 

Send new Sprayer Catalog 
NAME 
FIRM 
ADDRESS 
CITY 
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Want more details? Just circle item number on p. 99 


(Continued from page 98) 
Item 79 


Transistor radio models 


Arvin’s line of six portable 
radios includes two models with six 





transistors and four models with 
seven transistors. Shown is model 
60R40, a seven transistor unit in 
a high impact plastic case. It fea- 
tures audio feedback, a printed 
push-pull output circuit, rod-type 
internal antenna and_ earphone 
jack. It comes gift-packed with 
four penlight batteries, an ear- 
phone and leather carrying case 
and strap. [It retails for $41.95. 
Other models range from $29.95 to 
$100. Arvin Industries, Inc., Dept. 
HA, Columbus, Ind. 


Item 80 
24-in. riding rotary mower 


Here’s a riding rotary mower 
that has riding speeds from a 
crawl to 4% mph. The 24-in. 
Homko Lawnmobile Model 1245, 
shown, features Planitor Drive for 
speed control that doesn’t affect 
the blade speed which remains at 


the maximum level. A lever con- 
trols forward and reverse motion. 
Other features are Instant Spin- 
Start, a Flexor Blade to protect 
the crankshaft and a steel frame. 
Cutting height adjustments vary 
from 2 in. to 3% in. Leaf mulcher 
and a tow hitch are included on 
this unit powered by a 4%%-hp, 
4-cycle gasoline engine. Western 
Tool & Stamping Co., Dept. HA, 
2725 Second Ave., Des Moines 13, 
lowa. 


Item 81 


Chamois-like item display 

Four dozen packages of Shamal- 
loy, a chamois-like natural leather 
product, can be displayed from this 
unit that doubles as a shipper. It 
has a fold-back top that forms a 
die-cut back selling panel. The 


items are individually packaged in 
polyethylene bags. Dan Malloy Co., 
Dept. HA, 253 N. 4th St., Phila- 
delphia, Pa. 


Item 82 
Copper tube fastener 


This copper tube fastener, called 
Drive-Strap, provides an easy 
method for installing radiant heat- 
ing coils on the ceiling. It comes 
with vertical threads for masonry 
or wood and with annular threads 
for wood only. Both are made of 
copper-plated steel for four sizes of 
copper tubing. An assortment kit 
includes 110 straps in four sizes of 
both types in a plastic case and 
costs $2.75. Packing includes stand- 





call your jobber 
now... {or 


ard cartons of 100 and packages of 
1,000 at a cost per 100 of about ° * 
2¢ each. Holub Industries, Inc., 


Dept. HA, Sycamore, Ill. 


Be GLUE'S 


Tent with sewed-in floor 


Here’s a tent that is easy to pack 
and easy to pitch. Wenzel’s Trav- 
~ 


six extra dollars for you 
with each NA-I deal < 


eler Umbrella Tent has a corner Now, AD-A-GRIP, the most POWERFUL 


pole assembly of aluminum and | CLUE known te the world, sivas you, the 
steel that leaves the 9 x 9 ft floor You MORE THAN DOUBLE YOUR 


area unobstructed. The top is made MONEY on this sensational limited-time 


of 6.74 oz per sq yd drill and the — 


: AD-A-GRIP is READY-TO-USE . . . ALL- 
sides of 6 oz sq yd drill. The drill PURPOSE . . . joins everything and any- 
is green and resists water and mil- thing together in a long-lasting, WATER- 


dew. It has a sewed-in floor, nylon- RESISTANT bond. 


screened zippered door and win- AD-A-GRIP does the BIG selling job on 


its own... with its LOW PRICE and 
dow. H. Wenzel Tent & Duck Co., “easy-squeeze” bottles in their attractive 
Dept. HA, 2200 S. Hanley Rd., St. counter display. AD-A-GRIP’s BIG per- 


Louis 17. Mo formance (backed by guarantee) keeps 
) : your customers coming back for more. 


HERE'S WHAT YOU GET: 
Item 84 COST __ RETAIL 


1 Ctn. (24) 2 oz. 
Heat-resistant coating 1 Ctn. (12) 4 oz. 


1 Ctn. (12) 8 oz. 


Masury’s German Silver is an Vo Cin. (6) 8 ox. 


aluminum coating that resists in- 


tense heat up to 1200 deg. F. It is Your Cost 16.56 ove Bey gt on gaa YOUR 
useful for direct application to 


$359 AA TIME iS LIMITED! 
furnaces, boilers, stoves, ovens, NET PROFIT 17.04 JOBBERS: WRITE TODAY FOR 
pipes and other equipment. Comes (more than DOUBL SAMPLES, CATALOG PAGE & 


Freight paid d f | Doz. Deals or more. 
packaged from half pint size to nS RRR BESS . DISCOUNT SHEET. 


drums. John W. Masury & Son, AD-A-LUSTER 
Inc., Dept. HA, 1700 Bayard St., PRODUCTS COMPANY 
Baltimore 30, Md. 167 East Third Street, Mt. Vernon 45, N. Y. © MOunt Vernon 4-1982 
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The Geo. Worthington Co. 


| is pleased to announce 
| 


) 
| Schaberg’-Dietrich Hardware Co. 


Lansing, Michigan 





purchase of 





1611-35 North Grand River Avenue 
Lansing 4, Michigan 


Effective immediately, Schaberg-Dietrich Hardware 
Company will operate as a Worthington subsidiary. Exec- 
utives, salesmen and employees of Schaberg-Dietrich 
will become members of the Worthington organization. 
They will continue to provide complete wholesaler 
service from the firm’s headquarters in Lansing. an: 








I'THE GEO. WORTHINGTON CO. 


| CLEVELAND 1, OHIO 











OO ee.-S—tooe a a ae a A — i , EEE 
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® Best made 


Go into a new orbit for 1960 ® Best in service 
® Best in all outdoors 


with Planet Jr. eg 





Now! New advanced New! Planetiller 
converted to 


® 
Planetiller Model O 5S PLANETRACTOR 


converts fo — SS 


’ , >>. 
PLANETRACTOR iia, _~ a, gh 
Supplies the one indispensa- <a SG £ a 7 SS ‘i ie 
ble unit for every lawn and “ | ’ —_ 
garden enthusiast. 3 hp, plus , | 
60:1 reduction gear, delivers 
power and stamina to spare 


for every job. 


New! AEREATOR attachment 
punches down to root zone, 
permits air, water, fertilizer 
to penetrate. 


By removing tine assemblies, substituting 
wheel assembly, you now have an easy- 
handling Planetractor. With Planetractor 
New! Pick typetines forloosen- | cultivator frame or Planetractor tool bar, 
ing hard-packed soils and dig- A you can usethe complete line of Planet Jr. 
ging trenches. accessories to furrow, hill and cultivate. 


ee 


SS = a Ee ae LAE TS eS ee =~ : ea PR TOME. n>. eR Rs ° ‘ 
G Plane Z 


Finest in the field 
for 85 years 


ee 


Easiest selling little tractor on the market... 


Planet Jr. Super Tuffy® 


A super-performer around garden, nursery and 
lawn. Tills, cultivates, grades, snow-plows—and does 
a dozen other jobs besides mowing. The mobile 
power plant for every suburban lot and small farm. 


S. L. ALLEN & CO., INC. 
3417 N. 5th St., Philadelphia 40, Pa. 
And these all-season 


Super Tuffy RUSH THIS COUPON TO US—it means brisk business for you. 
Attachments! “ | want details on how I can make big money with: 


(Besides many more!) 


Rotary Mower a Planetiller Model O 


Planetractor LJ Super-Tu ffy 





Sy 
ee 
>. 





Cultivator Rotary Tiller ABET ccocecocecetecocseeoserere ecveccoserecsecacoeossnbibweccceoee ee 


E City. cccccccccccccccveccccccccccccccescecccces Zone 
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“| get better than 


4 turns a year on my 
Gates V-Belt stock” — 


writes Chester H. Nelson, owner of 
Nelson Hardware, Livermore, _— 
_ California. —. 


“Gates Truflex V-Belts are a way-above-average profit 
maker for me,” reports Mr. Nelson. “I sell about 100 belts 
a month...thanks to the fine Gates Merchandising Program. 

“T always have a complete range of sizes. My customers 
know this and come from all over the area for their belt 
requirements. 

“Having a dependable quality product available when 
a customer wants it really pays off. I get better than four 


Boost your profits, too... ™™¥ea on my Gates Truex V-Belt stock.” 
with Gates FREE merchandising program 


Gates Dealers everywhere report that Gates merchandising pro- : 205 : : 
gram makes Truflex V-Belts one of their top profit items. Bl) YU OU Yp 

As part of the Gates program, you receive attractive displays, 
posters, banners, folders and V-Belt merchandisers which turn waste 
space into profit centers. You benefit from advertising in such maga- 
zines as POPULAR MECHANICS. 

You are kept up-to-date on the most popular belt sizes to stock 
each season. Also, Gates up-to-the-minute V-Belt replacement guide 
quickly shows the V-Belts that fit your customers’ machines. 

Altogether, Gates complete merchandising program, with dealer- 
proved results, adds up to more turns... greater profits for you. 

You can easily change over to high-profit Gates Truflex V-Belts 
without losing a penny on your present stock. For details, simply con- hehe OTE 
tact your nearby Gates Truflex Wholesaler today. | ae et worn sting bet 

_ New Gates V-Belt 





Other Gates 


Hardware Products The Gates Rubber Co. Denver, Colorado 


® Garden Hose : Gates Rubber of Canada Ltd., Brantford, Ontario 
Kleen-Ezy Door Mats World’s Largest Maker of V-Belts 


Underground Sprinklers | 
hi hi 
weshing mochine Hoe TMT © Te) V-\-W Oba -> @me ed (=) 
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Big in size... Big in sales! 


Machined undercut 


Mj channels...smooth 
? working, can't slip 
under any load. 


Re-enforcing 


rib for added . 

strength 

te No. 430 
need it. O . 


Your best tool customers—home owners, servicemen, mechanics of 
all kinds—have been asking for a CHANNELLOCK plier big enough 
for big jobs . . . compact enough for easy handling. Here is the answer 
... the CHANNELLOCK No. 430 BIG CHAMP. This handy plier has 

a full 2”’ parallel jaw capacity yet can be carried easily because of 

its compact design. Best of all, BIG CHAMP has the terrific 
gripping power. . . the unique undercut, non-slip tongue and 


groove channels .. . the patented reinforcing rib... in short, 
all the exclusive features which have made CHANNEL- 
LOCK the fastest selling pliers in America. And you’ll 


Display It... And They'll 


Buy It! Pliers packaged in | sell these new BIG CHAMPS faster because they’re 


this colorful display carton. 
Shipped 6 per carton. 


LENGTH 10” 
CAPACITY 2” 


WT. PER DOZ.10 LBS. 


CHAMPION DEARMENT TOOL COMPANY ¢ MEADVILLE, 
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SKIL Snap/Lock 


6 GRINDER 





OR OFF %-INCH DRILLS IN 3 SECONDS! 


SNAPS ON 
No time wasted using screwdrivers, wrenches, bolts or clamps 








PERFORMANCE EQUIVALENT TO % H.P. GRINDERS! 
Practically stall 


o}aele) mnie) mmanloy-) am alelenl-mh20)6.0-Jale) ome: lale mma) el-liam lolol. 


Fits more than 5 million %-inch drills now in use 


EVERY HOMEOWNER who owns or buys a current model 
Skil or Black and Decker 14-inch drill is a prospect for 
this sensational low-cost grinder! Add the fact that 
grinders rank with drills and saws in popularity and the 
Model 22512 should be the hottest selling Snap/Lock tool 
of all! 


Y%H.P. PERFORMANCE! Nothing anywhere near the 
price can touch it! Snapped onto a Skil %-inch drill, 
it’s next to impossible to stall on most home workshop 
jobs. Performance is comparable to a \% h.p. bench 


grinder, takes full 6” (not just 4”) grinding, buffing and 
wire wheels. 

OUTSTANDING QUALITY FEATURES include two over- 
size dust-sealed, self-lubricating bearings that absorb 
grinding “‘load’”’ (drill delivers power only), built-in spark 
arrestors, adjustable tool rest, eye shield. 


QUICK TURNOVER at just $16.95 (less drill) complete 
with 6” grinding wheel. And you get your full profit mar- 
gin regardless of quantity. Call your wholesaler today. 
Or mail coupon at right for complete information. 
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Model 22512 





BUILD SALES OF COMPLETE MATCHED SETS... 
k and display the full line of Skil Snap[Lock Tools! 


Shrub & 
Grass Shear 
Only $19.95 


Only $16.95 


Orbital Sander 
Only $16.95 


: 


Jig Saw 
Only $16.95 


ee 
y Or x 
7 ; — 

~ 


Hedge Trimmer 
Only $19.95 


SKIL CORPORATION, Dept. HAT-30 
5033 Elston Avenue, Chicago 30, Ill. 


Please rush complete information on the new Snap/Lock 
Grinder and other 500 Line Tools. 


Name 
Company 


a ccaniisnneccermraeraspaariesininintinsiantinninianasianitinenteammamnncatmnatisinnliiitiaitiallaiiiiatiattaaniite 
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Roger K. Becker, president 
of Ohio Valley Hardware 
Co. 


Ohio Valley Hardware Co. 


Richard F. Becker, vice- 
president of Ohio Valley 
Hardware Co. 


If you drive into Evansville, Ind., from the west, 
along the Ohio River you will be on the new Penn- 
sylvania Expressway. You’ll come through an indus- 
trial section of smart, new buildings. As you approach 
the city’s business district you’ll see a new, low, one- 
story building hugging the highway on the right. 
This is the new home of the Ohio Valley Hard- 
ware Co. 

The building is impressive, in a modest sort of 
way. The walls, brick below and corrugated aluminum 
above, give the impression of a modern building. The 
company sign, just above the roof, gives the impres- 
sion of a substantial wholesale company doing busi- 
ness in a building geared to the 60s. 

Hardwaremen will see more in this building than 
the traveler driving into Evansville. 

Ohio Valley Hardware customers will see in the 
building the means for offering better service. To 
them, better service means their orders filled faster, 
more complete. 

Ohio Valley Hardware officials see in the building 
the way to get “better earnings based on invested 
capital.” The quoted words are those of Roger K. 
Becker, company president. 

A rather free translation of that quotation would 
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invests in new warehouse 


go something like this. Here is a family business 
(father and two sons) getting along all right. Busi- 
ness is being done in older, scattered buildings. We 
figured we could step up efficiency, cut costs, improve 
profits in a centralized, one-building set up. The 
future looks bright for a family to make money with 
its capital invested in the business which the family 
manages. So, we just built a new warehouse so our 
capital will have an easier time making for us the 
best possible profit. 

The industry as a whole sees in the building fur- 
ther proof that the manufacturer-wholesaler-dealer 
method of distribution is the most efficient way to 
get hardware to the consumer. In other words, the 
new Ohio Valley Hardware warehouse is one of the 
many new and modernized warehouses put up in 
recent years that spell out permanency in hardware 
wholesaling. 

The building went up in jig time. There were no 
delays in construction. The move was made, from the 
older buildings, last fall. An open house was held 
last month. 

Back of this conversion of a former gas works 
plant site to a modern hardware warehouse was 
plenty of planning. The approach was on an engi- 








Will call customers have this view 
of the new Ohio Valley Hardware 
warehouse. 


Customers to get faster service on 
orders, company to get better earnings 
on capital; these are pluses doing 


business in a modern warehouse. 


neering basis. That figures. Roger K. Becker, presi- 
dent, and Richard F. Becker, vice-president, are engi- 
neers by temperament and by formal education. Their 
father, Albert J. Becker, board chairman, was a 
college professor of engineering in North Dakota 
before returning to Evansville to become a hardware 
wholesaler. Real old timers, especially those in the 
Middle West and South will remember the Becker 
farm wagon. Well, the Beckers that built that famous 
wagon were forebearers of Roger and Richard Becker. 

The new warehouse began with a study of storage 
requirements, item by item. Every item was studied 
as to size. Invoices were run through, line by line. 
Seasonal sales fluctuations were considered. Cross 
checks were made on the tabulated cards. All even- 
tualities were considered. For instance, changes 
made by manufacturers. All the information was 
studied from different angles. Roger and Richard 
Becker made separate calculations, then crossed 
checked. A lot of common sense was mixed in with 
the findings off sales figures. 

The goal of this merchandise study: to have 
enough space at one location within a warehouse for 


(Continued on page 114) 


BoA 


ap “ 
as ene a 


ite. 3 


conveyor trucks start on the incline that takes the line to the mezzahine 
then wend their way back on the decline on the other side. 


' - 


Above, control center in the warehouse. Orders are put 
on order board, picked, and brought to the shipping area. 


Below, steel warehouse at one end of the warehouse 
building has overhead crane for moving sheets, pipe 
and bars. 
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Stock and Display ANTROL 


... the complete convenience garden line 








Sales supported by 
local and national 
advertising 


throughout 1960 











— 
‘OUSE PLAN! 
NSEcT BOM? 


“ee 7 ate 
\\ ue reer © 


Specially made for 
house plants. Econom- 
ical and safe to use. 


Harmless to plants 
...- gives “New Leaf 
Shine.”’ 


QuerzE 
dandelion 


killer” 
UE ie 


Contains 2,4-D and 
2,4,5-T and has squirt 
top for spot application. 











Protective seal for 
pruned or damaged 


trees. Prevents sap flow. .< 








Quick-killing ...long- 
lasting action on 
insects, mites and 
diseases. 





Convenient, effective 
control of ants. 








Prevents germination 


of crabgrass seed. 
Kills lawn insects, 
grubs, termites. 





Perfect Dust — kills 
insects, mites and 
controls diseases. 


Four Hose Sprays: 
Garden Insect Killer, 
Chlordane Soil Insect 
Killer, Weed & Brush 
Killer, Crabgrass Killer. 





CLS USECTS UTES ome 
Kel oe ROSES FLOWERS 


AiR; SHES TREES 
OTS ane VEGETABLES 





Kills insects, mites, 
scale...makes up to 16 
gallons of mixed spray 


* 
we 
A 
a 








'NSECTS 
TES. pase ast? 


For your whole garden— 
contains Malathion and 
Captan in unbreakable 
squeeze duster. 


a 


BOG 
REDELLEN! 
*'Oktep Docs; | 


~SHRues reel 


Stops dog and cat dam- 
age... protects shrubs, 

flowers, trees, etc. Also 
available — Indoor Ridz. 














Hose attachments — 
Heavy spray for lawns 
and trees—light spray 
for shrubs. 


ORDER TODAY. STOCK and DISPLAY the complete Antrol line. They’re your customers’ favorites! 


ANTROL® 
... fine high-profit 
products from 





LOS ANGELES, CALIF.+ BROOKLYN, N.Y.* CHICAGO, ILL. » CANTON. OHIO * CHAMBLEE, GA. * CRANFORD, N. J. * SEATTLE. WASH. * DALLAS. TEXAS 
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~ when your 
customers mow | 


AOU LL REAP > | 
‘BG 
PROFITS | 
Win 


GUMOUT, 


a 


waif 


Every power mower needs GUMOUT—especially after months 
of winter storage. GUMOUT, added to the gas tank, cleans 
out the carburetor and fuel system. With a clean carburetor 
engines start faster, deliver full power. 


GUMOUT will be used in millions of power mowers this sum- 
mer. Will you get your share of this market? Act now! Order 
GUMOUT today. Reap a bundle of extra profit this summer. 


For power mowers and small engines, 
you’re always right when you recom- 
mend and sell No. 508 Power Mower Oil. 


Order GUMOUT : 
from your wholesaler or write: 


GUMOUT DIVISION PENNSYLVANIA REFINING COMPANY « CLEVELAND 4, OHIO 
Want more facts? Circle 174, p. 99 
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13-PIECE 


COPPERTONE 


MEASURING SET 


(Certified Retail Value $2.47) 





GERIN 


PLASTICS 


> 
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Ceiling high stacking of appliances is 
possible with fork lift trucks 


Ohio Valley Hardware Co. 


invests in new warehouse 
(Continued ) 


the maximum storage requirements of every item. 
The next step was to study merchandise movements 
in and out. To the Beckers, this was a problem of 
materials handling. 
A scale model warehouse storage area was set up 


Truck dock is at rear of warehouse, con- 
venient to shipping and receiving areas. 











ee 7 2 
Fai jc 

FS ah yids 
SORTS 


Buyers are in office area adjoining the 
lobby, near executive offices. 


ES peerage 


Display room for seasonal goods set up 
for sporting goods, power mowers. 


on two ping pong tables. The scale: 14 in. equalled 
1 ft. Patterns were cut to scale, for shelf and floor 
storage merchandise. Aisles were located and re- 
located. So was the floor conveyor, the receiving area 
and the shipping offices and tables. Eventually all 
the elements fell into place. 

Here are the final figures for the storage areas: 

Piers on 40 ft centers. 

New metal shelving in 10 ft units. 

Aisles 3 ft. 

At one point in the planning thought was given to 
making part of the storage area a two-story building, 
the one-story part to have a 20 ft ceiling. This think- 
ing was discarded, however, to get the benefits of a 
one-story set up, with one exception. The space over 
the office, in a front corner of the building, was made 
a mezzanine for some lock-up and shelf merchandise. 
The floor conveyor loop also serves the mezzanine. 

The results of planning are evident also in other 
areas of the warehouse. 

The main. entrance is on the side fronting on 
Pennsylvania Expressway West. The lobby is adequate, 
and opens directly to a small passage. Turn to the 
left, and the visitor is in the area of the buyers and 
the executive offices. Turn to the right, and the 
visitor is in the accounting offices. Go directly ahead, 


,SSERoUr 





POWER 


€ Me 
if ae 


SHELF LINER! 


12-piece 


imported Continental 


CASSEROLE SET 


(Certified Retail Value $2.98) 
“+ 


(2-PIECE 


ae Sa 
$ 


GERING 


PLASTICS 
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New Tubing Cutters 


i” Cll 
} bei wed 


RIZEID Ne. 205 Tubing Cutter 
Time-Saving, Slide-to-Size Ys” to 244” O.D. Capacity 


Your customers will find these new lightweight 
but strong Rimeaip Tubing Cutters extra-handy 
on every job. Slight push on handle of large-size- 
range RIZeID No. 205 snugs cutter wheel against 
tubing . . . locks it in position until released. Feed 
screw fully protected and enclosed . . . always feeds 
into tube with easy handle turn... can’t jam with 
chips or dirt. Wheel gives quick, clean cuts of 
copper, brass, aluminum tubing and thin-wall con- 
duit . . . no burr. Grooved rollers give easy flare 
cut-offs without tubing waste. Tubing always 
turns freely on 2 of 4 Rollers. Rollers smooth tubing 
ready for soldering. Fold-in reamer always handy. 
Spare Cutter wheel in handle. Wheel for plastic and 
aluminum pipe available for No. 205 only. 


Conform to Fed. Spec. GGG-C-77 Ib Type I1—Class |-enclosed feed mechanism 


RIFEID Ne. 105 Tubing Cutter 


at 


Protected Feed Screw 
Always Easy-Turning 
Ye" to 1%" O.D. Capacity 


; 7 
Get ready for sure sales! Order your supply of these new 
RIAD Tubing Your Wholesaler has them! 
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116 ¢e HARDWARE AGE, March 10, 1960 





Auditorium provides space for meetings 
of salesmen and dealer gatherings. 


Ohio Valley Hardware Co. 
invests in new warehouse 


(Continued ) 


and the visitor is in the sales display room and 
auditorium area, Thus, traffic flows from the main 
lobby without disturbing the normal office routines. 
Company salesmen can bring dealers to the display 
areas without going through any offices. Those at- 


en. 


A warehouse marks the spot 


The Becker family has made the full circle. Albert 
J. Becker was born in a house on the west side of 
Evansville. Later the residential area gave way to a 
gas works. Then the gas works gave way to the 
site, now occupied by the new Ohio Valley Hardware 
Co. Mr. Becker, board chairman, now has his com- 
pany’s warehouse covering the site of his birthplace. 


tending a meeting in the auditorium do not pass 
through office area. 

A lot of planning went into the layout of the 
auditorium. The stage, at one end, is raised, and 
there is a wide door entrance to bring in goods from 
the display room or warehouse. The overhead area 
is a mass of lights, wired so there can be but a soft 
glow over the stage or spotlights turned on special 
areas. The seats have arms, so salesmen in a meeting 
can take notes. The projector spot at the rear of the 
room has switches to control projectors and also to 
control ceiling lights. One wall, at the rear, has wide 
doors, so part of the display room area can be used 
to enlarge the capacity of the auditorium. Nearby 
are the rest rooms, and kitchen facilities to serve 
luncheons. 

There are two display rooms, One is for appliances. 

(Continued on page 121) 

















A PARKER HACK SAW 


for any day in the week 


Your customers will appreciate the extra fea- 
tures of Parker Hack Saws. They saw easier, 
hold blades more rigidly, stand the roughest 
use, are more comfortable to hold, and are fully 
plated against rust. 


Offer a full choice — with a Parker Hack Saw 
to fit every purpose and every pocketbook. 


Manufacturers of World-Famous Trojan Saw Blades and Frames 





PARKER MANUFACTURING CO. 
WORCESTER 1, MASS., U.S.A. 

2050 Dunwoody St., N. E. 
Tel. DRake 3-8239 
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Six Sizes with Max- 
imum Jaw Openings 
of 16", 1%", 1%", 
22", 34" and 
4%," across flats. 


Simple Display Quickly Proves Customer Need 


- for easy home, equipment and toy repairs! 


Finest of All Adjustable Smooth-Jaw Wrenches 


MORE GRIPPING POWER... 
for all nuts. Puts a wrap- 
around grip on hexes that 
just won’t slip. Because 
you're pulling with at least 
three flat sides at once, you'll 
never round off shoulders. 
Works on square nuts, valve 
packing nuts, unions and 
gas cocks and flat shapes, 
too. Smooth jaws won’t even 
mar polished or plated sur- 
faces. 


RUGGED CONSTRUCTION... 
built good and solid. Thin 
but extra-strong jaws slip 
into tight places. The first 
time your customers pick up 
a RI@AID hex wrench they’ll 
know that here’s a wrench 
they’ll use for a long, long 
time. It’s every bit as rugged 
as the familiar RIMA1D Pipe 
Wrench. 


RIESID No. E-110 
Offset Hex Wrench 


Big Jaw, Short Handle for Sink and 
Tub Drain Nuts 


Maximum Jaw Opening— 
2%" across flats. 


RileiD No. E-11 
End Hex Wrench 


Offset Jaw for Easy Work in Tight 
Places 


Maximum Jaw Opening— 
1%” across flats. 


Order your stock of these new RITDID Hex Wrenches. 
New jaw design draws customer attention for easy sales. 


Call your Wholesaler today! 


ad 
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No. A116 








16 Oz. $549 1 Oleic} -ae ae 


RETAIL 


why this is the most 


HE True Temper Rocket is America’s 
best-selling hammer because it offers 
a better way to drive a nail. 

You have only to heft a Rocket to feel its 
precision balance and power .. . the Rocket 
seems to come alive in your hand. Its weight 
is engineered so that fullest possible striking 
force is in the head. 

Rocket construction makes it outlast other 
hammers. Its patented, locked-on head, for 
instance, will not loosen or fly off in use... 
withstands 5-ton pull-out tests. Workmen 
value this kind of ruggedness and safety. 

The Rocket is a beautiful tool . . . an in- 
dication of the kind of pride that goes into 
its making. And here are 10 more features 
that further widen the gap between the 


Rocket and its imitators: 

1. Full-polished, octagon-pattern neck and 
poll preferred by carpenters. 

2. Forged-steel head, heat treated three ways 
—for strength at eye section, hardness of 
face, correct temper of claws. 

3. Striking face crowned and chamfered. 
This minimizes chipping and drives the nail 
straighter and more completely without 
marring the wood. 

4. Inside edges of claws precisely tapered. 
They grip and hold so well, the Rocket will 
bite and hold a headless nail. 

5. Improved tubular-steel handle is the 
strongest made. True Temper’s years of ex- 
perience in making tubular-steel golf-club 
shafts is the key to the Rocket’s development. 
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6. Handle’s exclusive oval shape actually 
adds power to each blow. 

7. Steel end plate on handle keeps end from 
driving through grip in tapping work. Cush- 
ion end will not mark or damage work. 

8. Cushion grip is comfortable and lively— 
actually seems to grip back. 

9. Grip is made of neoprene to resist oil and 
grease, and it’s impregnated with pulverized 
fiber to keep grip from slipping, wet or dry, 
or in gloved hand. 

10.Grip is bonded to handle by hot-vulcan- 
izing process—won’t turn or loosen. 


RUE 


itated hammer in the 


EMPER. 


Vielaie 


The Rocket comes as close to being per- 
fect as a tool can, as Rocket users can testify. 
Backing up this priceless word-of-mouth 
advertising is the most effective national 
advertising program in the hammer field. 

Rocket nail hammer is available in 13, 16 
and 20-oz. weights. 

Rocket ripper, hatchet and ball peins, too! 
16 and 20-oz. rippers; 8 to 32-oz. ball peins. 

Stock Rockets. They’re all you need to 
cover your top-grade hammer market. Call 
your [rue Temper wholesaler. True Temper, 
1623 Euclid Avenue, Cleveland 15, Ohio. 


your basic line 
.. your money line 
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The Short Story on LAMSON 
Plated Assortments 


" All bolts plated, nuts included. Six assort- 
ments—the fast-moving types and sizes that 
cover 90% of your customers’ needs: Cap 
Screws, Hex Screws (two assortments), 
Carriage Bolts, Lag Bolts, Stove Bolts. 
Refills available from stock. Steel trays 
have movable dividers, price tickets, can 
be mounted on Lamson floor stand to 
form a complete four-tray bolt depart- 
ment. Cash register cards are furnished 
for each assortment. 


There's 
more protit 
In plated 


fasteners 


(and 

more volume 
when 

they're 


displayed) 


LATED fasteners produce more profit, and they 

move better than black bolts. Given a choice, your 
customers will reach for the clean, good-looking, 
rust-resistant product. 

Sell them the easiest way possible: display your 
plated inventory in Lamson “Serve Yourself” Bolt 
Trays. Volume and profits will jump nicely, we can 
promise you that. 

Why wait for details? Tear out this page and mail 
it to your Lamson Wholesaler—or pin it to your want- 
book, if he’s coming by soon. 


LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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Ohio Valley Hardware Co. 
invests in new warehouse 


(Continued } 


| 


| 


One is for general merchandise, such as toys, sea-| 
sonal goods, etc. | 

The will-call department is along the side of the| 
building adjoining a big parking lot for customers. 
Again, planning is evident. One end of the long will 
call counter room adjoins the office area for buyers. 
If a customer wants merchandise not stocked or on| 
special order, the will call counter man can get in| 
personal touch with a buyer. 

Orders written at the will call desk, and those 
that come in by mail, are routed through pneumatic 
tubes. When an order has gone through the routine 
checks of credit and editing, it arrives at the con- 
trol center in the warehouse. Then it is placed an} 
an order board for picking. The completed order, | 
to be delivered by truck, arrives at the shipping | 
area for packing and assembly at the dock. 

The floor conveyor trucks are used to pick orders 
and to move merchandise from inshipment trucks to 
storage. These conveyor trucks have six metal flips 
to indicate in which service the truck is in as it | 
goes around the warehouse. A solid blue flip indicates | 
the truck bears a rush order. A solid yellow flips| 
indicates another truck follows. A flip marked T| 
indicates toys; one marked M indicates the mez- 
zanine; one marked F is for first floor; and one 
marked §S is for the shipping department. Thus, a 
truck on the conveyor with the flip down marked M 
indicates it comes off the line on the mezzanine. 

The warehouse has 140,000 sq ft of space, for 
the first floor storage area, plus offices. The mezzanine 
has 25,000 sq ft. The building has 1000 ft frontage 


420 ft deep, 330 ft on the other. At the rear there 
are two 50 ft set back. There are parking lots on 
both sides, one for customers, the other for em- 
ployees. And the site has plenty of room for ex- 


on the Pennsylvania Expressway. On one side it is 
pansion. @ End) 


Will call counter is near customer park- 
ing lot, with separate entrance to 


building. 


is) (Ss) Se) Si 
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BUDGET RECESS SERIES FEATURES 
EFFICIENT LENSES, DIFFUSERS 


Now at low, low prices . . . attractive 
fresnel lens, drop opal, satin frosted bent 
glass, or flat glass diffusers, in easy to in- 
stall recessed fixtures. This Minute Mount 
_ Series represents outstanding value—never 
have comparable fixtures been offered at 
such low prices. 


NITE GUARD POINT-OF-PURCHASE 
DISPLAY ATTRACTS ATTENTION 


For even greater sales of Nite Guard, the 


automatic post lantern switch, an eye- 
catching, three color display is now avail- 
able upon request. Designed for . either 
floor or counter display — even when the 
lantern is already wired. Lively copy in- 
vites action from customers, prompts 
demonstrations. 


SOUND GUARD INTRODUCES 
CONVERTIBLE RADIO INTERCOM 


Now Sound Guard has designed a con- 
vertible intercom that eliminates perma- 
nent installation costs and problems. These 
handsome leatherette finished units move 
anywhere. Housing fits deluxe or economy 
Sound Guard systems. Easily converted 
to built-ins when desired. 


PROGRESS MANUFACTURING CO.., 
Dept. HA-3, Philadelphia 34, Pa. 


Please send information on [] Intercom 
(] Budget Recess [] Nite Guard Display 


Name 


INC. 
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Customers like to try, 
let °em and they buy 


Customers like to try mechanical 
things. The more they are encour- 
aged to handle goods, sales you will 
develop. This applies particularly 
to electrical devices. 


Kay & Sullivan Hardware, Don- 
elson, Tenn., has made this philoso- 
phy pay off in its electrical section 
by setting up a test panel for light 
switches. 

The panel holds five switches. 
These are wired to a red light on 
top of the panel. The panel is port- 
able, and has been successfully 
used in several departments. 


Customers delight in twisting the 
clown’s nose and comparing the 


This salesmaker appeals to a univer- 
sal customer urge to try things me- 
chanical. 


merits of other types of switches. 
Customers who are not even 
vaguely thinking of buying a 
switch turn on the switches. Im- 
pulse sales develop. 


Store co-owner Billy Kay says 
his next display panel will have a 
separate light bulb for each switch, 
in case customers forget to turn 
off one switch before trying an- 





other. Different colored bulbs for | 


each switch would heighten 
terest. 


Rentals: just a starter 
for those tie-in sales 


Rentals of floor sanders and wax- 
ers is a profitable specialty at Gary 
Avenue Hardware Co., Fairfield, 
Ala. 


“And rentals are just the start- 
ing point for plenty of tie-in sales,” 
says proprietor John C. Salter. 

“We charge $6 a day for sanders 


in- | 








Now Your Most Complete 
Reference For 
Threaded & Headed Products! 


NEW 
1960 EDITION 


SCREW & SPECIALTY CO., 


METAL FASTENERS 


CATALOG 


For more than 25 years Atlas 
Screw & Specialty Co., Inc. has 
been synonymous with quality 
and service. In keeping with our 
desire to serve you best, we 
have just completed printing our 
newest catalog. The list prices 
published therein are up to date 
and reflect the most current 
changes. , 


yours... FREE! 


Write to our New York office 


0 
and re atalog 59HA 


Our Factories And Warehouses 
Are Centrally Located To Guarantee You. 
Fast And Efficient Service. 


ATLAS 


SCREW & SPECIALTY CO., 


450 Broome St. 
N.Y. 13, N.Y. 


3661 N.W. 48 St. 
Miami, Florida 


INC. 


396 Jellif St. 
Newark, N.J. 


250 Mill St. 
Waterbury, Conn. 
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Only HOWARD has it! 


GD. “SLIDE-PAK” 
POWER TOOL BRUSHES 





Wire wheel and cup brushes fit all power tools. 

All sizes, cups and wheels. 

Slide-Pak slides open for shopper inspection 
. closes securely 


Full 40% dealer profit. 
Unconditionally guaranteed. 
Quality-made in U.S.A. 


Send for illustrated catalog. 
HOWARD HARDWARE PRODUCTS, INC. 
Newark 8, New Jersey 
Want more facts? Circle 183, p. 99 


KNOBS for Cabinet 
Doors and Drawers 


Machined from 
Aluminum 
or Brass 


Bar Stock 


Beautiful 


Jewel-like KP-50 Pull for cabi- KP-51 Pull for cabi- 


appearance 


Easy to install 


net doors in clear an- 
odized aluminum or 
lacquered solid brass 
bar stock. Other 
finishes available. 


net doors in anodized 
solid aluminum or 
lacquered solid brass 
bar stock. Other 
finishes are available. 


These new pulls are 
carefully designed to 
give lifelong beauty 
and service. Each ful- 
fills all the necessary 
requirements for easy 
operation, clean and 
handsome appearance, KP-55 Pull for cabi- KP-56 Pull for cabi- 


nets and doors in an- nets and doors. In an- 
ease of installation odized solid aluminum odized solid aluminum 


or lacquered solid or lacquered solid 
and freedom wom brass bar stock. Other brass bar stock. Other 
maintenance worries. finishes available. finishes available. 
FREE 20-PAGE CATALOG 

SEE SWEETS CATALOG On the complete EPCO line 
For the complete EPCO line of magnetic and friction catch- 
under Architectural File No. es, E-Z glide track and glides, 
18g-En and Light Construc- and drawer pulls will be sent 
tion File No. Ta-En. on request: 


THE ENGINEERED PRODUCTS CO. 


P.O. BOX 118 - FLINT, MICH. - PH. CEdar 9-8689 
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NEW KLEIN TOOL POUC 


CHECK THESE NEW FEATURES 


Molded in one-piece polyvinyl chloride. 
Strong, tougher than the finest leather. 


Unaffected by extremes in temperature, 
remains pliable even in coldest weather. 


Three plier pockets, two screw driver 
pockets, and a utility pocket for wrenches, 
skinning knives, other equipment. 


Here is a new electrician’s pouch at an 
amazing low price. One-piece construc- 
tion, hence no stitches or rivets to break 
out. Polyvinyl chloride is unaffected by 
water, oil or grease and requires no main- 
tenance. Drainage holes in all pockets 
prevent water collection. 





No. 5141 with knife snap 
List Price $*3!5 
Dealer price $2.10 
No. 5141-LS without knife snap 


List Price $975 


Dealer price $1.83 











Order today from your supplier. Avail- 
able with or without knife snap. Size, 
8” wide x 10” high. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: International Standard Electric Corp., New York 


KLEIN 


7200 McCORMICK ROAD + CHICAGO 45, ILLINOIS 
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WS FOR FLOOR SANDER 





& POLISHER 20M. eect 
RENT ) exTeNswON LADDERS Eau 


The emphasis on rentals in John C. 
Salter's store is proved by the size 
of the rental signs. 


and $1.25 for waxers, but we really 
move sand paper, waxes, shellac, 
and varnish to boot.” 

The big rental sign on the front 
of the store can be read for blocks 
away. It’s credited with a steady 
stream of new rental business. 

The store rents other items, in- 
cluding hand sanders. Mr. Salter 
maintains, adjusts, and _ repairs 
most of his own equipment. Some 
of the machines go for years with- 
out needing an overhaul. 

“Rentals? They’re a good and 
profitable department of them- 
selves, and they are doubly impor- 
tant when a dealer considers the 
extra traffic and tie-in sales they 
bring,” Mr. Salter says. 





HARDWARE HUMOR 


"No, no. You can't sell that! It's the 
only one and | have to keep at least 
one in stock.” 





| Myers 





@ Myers pumps are Customer Preferred* 


@ Myers pumps are nationally known for Dependability and Quality 


@ Myers pumps feature all the Built-in Extras at no extra cost 


Plus, valuable help to you through reliable 
wholesalers, who are sincerely interested in helping you 
sell Myers Pumps—always ready to give 

you fast, efficient service. 


Get full details on how you can sell more Myers Pumps. Write us today or call the dependable Myers Wholesaler nearest you. 


(Myers The F. E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 


“Brand preference survey results available on request. 
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From South Africa 
Dear Editor: 


You will notice from our letter- 
head that we are builders’ mer- 
chants. We are desirous of im- 
proving our business and have read 
your magazine with great inter- 





HARDWARE WEEK SPECIAL HS-159 


12 tubes of PLASTIC ALUMINUM plus 
2 FREE “SURPRISE” TUBES in Mother’s 


does Cy (our: ‘2, 
; Boe: G 
F—| CO 


“MY MOTHER-IN-LAW LOVES TO GIVE FREE 
SURPRISES — EVEN IF IT COSTS US MONEY!” 


hest 


YOUR PROFIT 


MARGIN NEARLY 50% 


Here’s the hottest deal in Hard- 
ware Week*. Let my mother-in-law 
(she’s in the shipping room now) 
send you 12 big 514-0z. tubes of 
DURO-PLASTIC ALUMINUM and 
she’ll include . . . absolutely free 
. . . two tubes of either LIQUID 
STEEL, DURO-PLASTIC RUBBER 
or DURO-PLASTIC PORCELAIN 
REPAIR. The two free surprise 
tubes are packed right in the 
Treasure Chest. A free window 
banner is in the carton, too. 


RETAIL VALUE *14.00. DEALER COST ONLY *7.20 


*HS-159 offer expires April 15, 1960. 


PLUS AN ADDED ATTRACTION FOR YOUR CUSTOMERS 


Each of your customers buying a tube of DURO-PLASTIC Aluminum can receive 
a regular 25c POPULAR MECHANICS do-it-yourself booklet absolutely FREE. 
You have nothing to handle. We mail it direct to your customer when they 
send us the coupon on the back of each package. ~ 


Ve 


Sales Manager and Son-in-law 


ORDER STOCK NO. HS-159 FROM YOUR JOBBER, OR write 


THE WOODHILL CHEMICAL CO. 1390 East 34th St., Cleveland 14, Ohie 


“Originators and World’s Largest Manufacturers of Plastic Aluminum” 
THE NATION’S ONLY MOTHER-IN-LAW APPROVED FIX-IT LINE 
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est since we began receiving it a 
few months ago. We refer particu- 
larly to your methods of stock dis- 
play and merchandising. 


Ours is a town with a popula- 
tion of approximately 5000. There 
is a town with a population of about 
7000 three miles away and we are 
30 miles from Cape Town. Ours is 
the biggest store of its kind in 
the neighborhood, and not only do 
we sell hardware but also plumb- 
ing, timber, tiles and the other 
items. 


We write to enquire whether 
there are any stores of a similar 
nature of whom you are aware and 
whether they have modernised their 
merchandising and from whom we 
could learn something. If so, we 
would be pleased if either you 
could send us their address, or ask 
them if they would be good enough 
to communicate with us. They 
might not only be able to help us, 
but we too might be of some assis- 
tance to them. 

Yours faithfully, 
I. Miller, 
Director 


W. Miller (PTY), Ltd. 
P. O. Box 59 Posbus 
Somerset West 

South Africa 


Editor’s Note: we are certain there 
are many hardwaremen who would 
find pleasure and profit in exchang- 
ing experiences with Mr. Miller. 
Why not write him a note at the 
address given? 


Higher margins 


Dear Editor: 

It seems to me that some thought 
should be given to the out-moded 
334 percent mark-up and other 
low mark-ups prevalent in the re- 
tail hardware field. 


Possibly something can be done 
to stimulate thinking on the part 
of both the manufacturer and re- 
tailer along these lines. We have 
noticed that many dealers were in- 
creasing toward a 35 to 37 percent. 

It would be easier to do this if 
the manufacturer followed through 
in his national advertising and also 
in pre-pricing at a higher mark- 
up. Suggested retail prices at this 
higher mark-up would make it 

(Continued on page 129) 





Rugged, heavy duty steel construction 


Handle lock * @ »« 


Wide, sturdy, chrome-finish base 


Open channel takes two staple 
sizes: 1/4” and 5/16” Load indicator 


Swingline *4% Staple Guns 
have more selling features 
your customers demand! 


Kosulte: More Swingline *4” Staple Guns are sold 


than all others combined! 


*With exclusive push-button loading and built-in staple extractor. Handle lock. 


- a 
FOR COMPLETE INFORMATION, CONTACT: Sse INC. LONG ISLAND City 1, NEW YORK 


World’s Largest Manufacturer of Stapiers for Home and Office! 
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= designed for |both/ table and wall 


BINNIE 


POP ee we 


PRE PPMP PRE PEE Pee ee He 
EEE LET EOP RT BOF PUR hee Be ON BC ee 
SEPP ES EN PL RS By PH gs HE 


eke ee oe Cee On —m 
enew PORTABILITY! 
enew EASE OF OPERATION! 


enew ECONOMY ! 


At last! Crushed ice whenever or wherever you wish. 
Kitchen, playroom, patio . . . on the table or on the wall 
. . lcee-O-Mat’s sleek, modern styling is “at home” any- 
, where! It also fits swing-type Can-O-Mat bracket... 
FOR WALL... ... AND TABLE double sales for you! Crushes ice fine or coarse—no 
< 7S adjustments! King-size hopper, stainless steel double- 
action blades, jumbo ice cup that holds full tray of 
crushed ice... these are the features that make Ice-O- 
Mat America’s most-wanted ice crusher. A great every- 
day or special occasion gift. Get your stock in now! 


mgr { combinatror 


Mounts on wall in ee. and goes 
kitchen or everywhere—living 
recreation room... room, bar, patio. 


America’s Most Complete Line 
of Electric and Manual {ce Crushers : 


FREE DISPLAY 


ne : PACKED WITH 
Ask your distributor or write ‘ EVERY ICE-O-MAT 


g A real traffic stopper 
“self - demonstrator” 
E three color display. 
ideal for counter, 
helf, window. FREE 


a: 
RIVAL MANUFACTURING COMPANY g_ witheverycé-o-mar! 


Kansas City 29, Missouri g 
Rival Mfg. Co. of Canada, Ltd., Montreal 
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(Continued ) 


easier for those wanting to make a 
fair profit to co-operate. 

As it is now, many of us are 
doing extra work marking out pre- 
prices that are too low. While on 
this subject, I might mention that 
not only general hardware and 
tools are involved. Some plastics, 
cutlery, and tinware are coming 
through with 3314 to 35 percent 
when definitely they should ap- 
proach a 40 percent. 

In closing, I want to point out 
that your magazine is followed and 
we are in hearty agreement with 
many of your fine editorials and 
articles. 

We just believe that the only 
thing left now is to increase mar- 
gin. As one article stated recently, 
margin in retail hardware has ad- 
vanced about 1 percent in the last 
15 years. Expenses have advanced 
over 25 percent in the same period. 

Very truly yours, 
J. A. Murphy 
Murphy’s, Inc. 
Stillwater, Okla. 


Editor’s Note: What is the opinion 
of readers to the discussion of this 
subject that appeared on p. 7 of 
the Feb. 11 issue? 


Respect for dealers 


Dear Editor: 


I am in complete agreement with 
you in having a very warm regard 
and a high respect for hardware 
dealers, as expressed on p. 7 of 
the Dec. 17 issue. Without the loyal 
support of hardware dealers there 
probably would be no Swan Rubber 
Co. in existence today. 

I would very much appreciate it 
if you would send me a list of books 
on selling and merchandising men- 
tioned in the same issue under the 
heading “‘Don’t stop learning... .” 

I think it is most important for 
our men, regardless of their ex- 
perience, to be up on new things 
and your guidance will aid us ma- 
terially. I will look forward to re- 











Ni ew! wLI 


DIMSWITCH* 





Now You Can Have Bright 
Light or Soft Light with 
a Flick of Hi-Lo DIMSWITCH* 





Off in center eliminates cycling thru 
bright position . . . avoids eye-shock. 


Now you can choose your light! Bright for work .. 

Low for glamor or relaxing. Fits any standard switch 
box; easy to install . . . no additional wiring required. 
Ideal for children’s rooms, TV room, den, living room, 
dining room, porch, patio, pool or post lights. Pays for 
itself in less than a year in electricity saved ... bulbs 
last over 20 times longer on LO! Available 200W, 
300W, 500W, 3-way, 4-way, single pole. All fit stand- 
ard switch box. Single or multiple wall plates... $9.95 


*For incandescent lamps only 
Pats. Pend. 


UL Listing Applied For WRITE FOR BROCHURE 


Gla a] aaa SLATER ELECTRONICS CORPORATION 


GLEN COVE, L. 1., NEW YORK 
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Toled-o-matic 


@ 


FAST, CLEAN, RIGHT ANGLE CUTS! 


Insist on new Toledo Tube Cutters for accurate, clean, 
burrless cutting operations. %” thru 4’’ O.D. copper, brass, 
aluminum, DWV, and other tubing. Toledo’s new complete 
tool line—cutting, flaring, swaging, bending, reaming—easily 
identified in smart red & gold packages, assures 
you guaranteed performance and long service. 

Get more profit dollars from every tubing job 
.. insist on TOLEDO! 


WRITE FOR CATALOG 


EDO (et Got WEBiMs 


(Sold Thru Authorized Toledo Distributors Near You) 





THE TOLEDO PIPE THREADING MACHINE CO... . TOLEDO 3, OHIO 
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ceiving this list and I assure you 
that I read your editorials with 
great interest because they are di- 
rectly to the point and a very pow- 
erful message. 

Very truly yours, 

H. A. Loewy 

Vice president—sales 


Dealer finds easy way 


to sell more handles 


“Selling handles made easy,” 
might be the title of the accom- 
panying picture of Jax Seed & 
Hardware Co., Ensley, Ala. Some 
24 types of wooden handles are 


“ge 


This handle display takes up about 
as much floor space as proprietor 


Jack S. Callaway. 


displayed in depth on a special 
rack that takes up 2 sq ft of floor 
space. 

“How much easier it is for a 
man to buy handles today,” says 
proprietor Jack S. Callaway. “All 
of the handles are sized to fit a 
given tool, and they have the 
wedges attached.” 

All of Mr. Callaway’s handle dis- 
play pieces are drilled to fit a snug 
six-units deep on the compact rack. 

“It used to be,” says Mr. Calla- 
way, “that a man had to buy a 
handle, then hasp it to fit. Finally 





Big Well. Spring 
Home Craftsman Promotion! 


offer your customers this 
The nation’s leading bn 2 O 
publications in the 
tio SAVING 


Regular subscription. 
$3.20 a year. 


1 year subscription to BOTH magazines 


"2" (lx: TOOLS 





HEAVY DUTY 
SOLDERING 





The famous Weller professional type 
250-watt gun. Tip heats instantly— 
no waiting. Twin spotlights. Long 
reach tip gets into difficult places. 


Pistol grip with trigger $4995 
list 


control. Model 8250A. 
Both magazine subscriptions included 


. POWER SANDER 
Big 25 sg. in. sanding surface and 
14,400 strokes a minute get jobs done 
fast. Straight line action never bucks 
or twists — never scars the surface. 
Easy sandpaper replace- 
ment. Model 700. $1695 list 


Both magazine subscriptions included 


7 power saws in 1. Makes all kinds 
of cuts. Strain relief design prevents 
blade breakage. Lubricated for life. 
Sturdy aluminum housing in ham- 
mertone finish. 3 blades 

included. Model 800. $1995 list 


Both magazine subscriptions included 


You get your 
full profit on 
each tool 


Pre-sold 


for you in 1 


T T I 
Sieila hall citenenee wt RADIO ELECTRONICS| 27 SUNDAY | POPULAR |POPULAR | MECHANIX ia 
pian ot wagon | LIFE POST fectronics | WORLD NEWSPAPERS, MECHANICS | SCIENCE PLLUSTRATED 


on retail sales of these | | | | | x 


Weller Tools until June FEBRUARY ! 


15, 1960. All orders from ' 

dealers must be placed MARCH 14th! 
t 

APRIL 








LIFE 

















by April 15, 1960. 
Stock up now 
for a record- 
breaking Spring 
promotion 





30th: bo | cia 


WELLER ELECTRIC CORPORATION 


601 Stone’s Crossing Road, Easton, Pennsylvania 
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Because it’s more profitable than most 
other items, KESTER SOLDER has a day- 
in day-out sales potential in your store. 
Be sure you're well stocked on all 
Kester products ... be sure your cus- 
temers can see them... then you'll be 
sure to do the business you should in 
Kester... first name in Solder! 


KESTER 
SOLDER 


“Soldering Simplified” is a 16-page bro- 
chure that creates more solder custom- 
ers for you. Write for your stock of 
“give-away” copies today! 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue ©@ Chicago 39, Illinois 
Newark 5,N.J. © Brantford, Canada © Anaheim, California 





he had to make his own wedge or 
buy one separately. Now all the 
customer has to do is stick the 
handle into the tool, drive the 
wedge, and go to work. 

“Our handle department is a re- 
peat sales builder. We wouldn’t be 
without it.” 


The best displays are 
often the most simple 


Some dealers have a tendency to 
over-fill, over-clutter, and over- 
decorate their windows. This is 
often wasteful and time consuming. 
The effect is a hodge podge that 


The biggest item in this window is a 
packing crate. 


does not draw the eye to any one 
part of the display. 

Ernst Hardware Co., Seattle, 
Wash., has a reputation for effec- 
tive display windows based on sim- 
plicity. 

A typical Ernst window is illus- 
trated. In the height of the fall 
tulip bulb sales season, the store 
used three bulb crates as center- 
pieces for a large display. 

Around the crates, bags and 
glass dishes filled with bulbs were 
spaciously arranged. Bulb dust and 
hand tools, plus a few signs and 
artificial tulips completed an artful 
arrangement. 

You can save this display idea 
for your spring bulb display, or 
for next October. Crates stamped 
“product of Holland” or “made in 
England” make a good centerpiece 
for displays of all types of imports. 


Want more facts? Circle 192, p. 99 A 
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One source for a 
- complete fitting line ~~ 
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* 











KNOWN FOR QUALITY THE WORLD OVER 


POLY-PLUS BLUE 
INSERT FITTINGS 


..- Built to Outlast the Life of the Pipe! 


The modern fitting for flexible plastic pipe 
applications. Priced with the lowest, they 
perform with the best. They’re durable, cor- 
rosion-resistant, lightweight and unmatched 
for serviceability. 

Elis, Tees, Couplings, Adapters 
ie to _ 


Sold through wholesalers only 


SHIPPING DEPOTS FOR FAST SERVICE 


Albany ¢« Ashland -« Atlanta «+ Chicago 
Dallas ¢« Denver -« Portland -« Los Angeles 





The Union Malleable 


Manufacturing Company 
eT allolale Mm O@lalle, ‘ Vernon, Calif. 














Mixed tiles are a sales builder You don’t necessarily have to 
stock a line to make a profit from 
it. 

This demonstration bathroom features many lines, is key to plumbing sales. Multi-colored tiles in a demon- 

| stration bathroom draw a lot of 
traffic to the plumbing supply de- 
partment at Coleman Hardware 
Co., Madison, Tenn. 

The tile installation was made 
by a Nashville, Tenn., ceramic tile 
company in return for showing the 
sign you see above the display. The 
sign is also a product of tile work. 

Coleman Hardware serves as an 
agent for the tile company locally, 
and gives the trade rough estimates 
on tile work. Meanwhile, the tile 
is an eye-catcher for extra traffic 
in plumbing supplies. 

The walls are laid in rows of tile 
two or three squares wide. Each 
row is a different color. These con- 
trasts give customers interesting 
ideas in quality bathroom decor. 


A permanent bathroom - show- 
room is probably the best way to 
sell major plumbing lines, while 
tying-in accessories such as mir- 
rors, towel bars, soap dishes and 
shower accessories. 








Complete with Fasteners 

No Cutting—No Waste 

Small Refill Packs 

Minimum Inventory 

100% Dealer Profit 

14 Multi-Purpose Mouldings 
Cover Most Customer Needs. 

















201-A-7 2086 701-A-36 
Ye" Ve" Pacing Steir Nosing Undersiung Corner 





















































6916 16 670 Undersiung 
Decorative Strip Undersiung Cap Divider Bar 









































Khe t barre 


FOR sPpECI AL ses mm. . Galdaae Ghee ees... Facing Stainless Stees 


Y CHROMEBRITE MERCHANDISER DEAL: 
WC OR 1 Dozen each of 10 popular Stainless Steel 
' TROD Mouldings. Retai! Value $170.28. Dealer Cost $81.06 
IN i DISPLAY MERCHANDISER, welded steel 
Of * ER 4 trimmed in chromebrite FREE 
n 4 EXTRA SALABLE SAMPLE TRIMS 
Jobber Salesme Retail Value $8.16 FREE 


United’s Moulding Merchandiser is com- 
pact, occupies only % square foot. 


UNITED INDUSTRIES, Inc. 231 S. LaSalle Street, Chicago 4, Illinois 
Want more facts? Circle 194, p. 99 
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THERE isa FuURFMASTER 


—<( DISTRIBUTOR NEAR You! 


NORTH DAKOTA | MINNESOTA 





Ys. @ 


SOUTH DAKOTA Ney 


OWA 


BRASKA 
ILLINOIS 
KANSAS 
MISSOURI 
a : 
OKLAHOMA , 


NE IND. 














NEW MEXICO 

















Riding Mower All offering a complete line of Top Write 
for New 


Quality Lawn Mowers by Dille & McGuire Product 
Information 
Booklet 





Wherever you are, there's a Turfmaster distributor near you 
offering fast, efficient service and a complete line of Turfmaster 


Lawn Mowers. You'll profit more by selling Turfmaster quality. 











Call or write for name of your Turfmaster distributor. 


(ra 


unemasten DilleaMGuire “sca core 
LAWN MOWERS 


Reel Mower 











“‘The World’s Standard Mower Since 1874” 











Hand Mower 
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They really cost no more — 
and that also goes for Reichert 
Tank Balls. 
No matter what the 
application, size, 
style, shape, weight 


or water condition — 


Reichert Floats are ethercet 
and the patented seam and spud 
construction makes them the 
strongest. Reichert Tank Balls 
always seat. The exclusive posi- 
tive closing Spin Seat (Trademark 
Reg.) (Pat. No. 2788525) re- 


volves on flushing, seats in a 


different position every time. 


Send for new catalog and prices 
on the only complete line of sump 
pump, humidifier, pressure, open and 
flush tank, and general purpose 
copper and plastic floats and 
rubber tank balls. 


FLOAT & MFG. CO. 


2243 Smead Avenue . Toledo 6, Ohio 


Want more facts? Circle 196, p. 99 
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Reliable Water Systems 
that sell themselves... 
with Performance 


and Economy! 


JENSEN WATER SYSTEMS 
are fully automatic and 
never require priming. 


JENSEN JACKS are 
counterbalanced, 
pump more water 
with less power (up 
to 50% less power). 


Sizes to fit any well to 5000 

feet. 
MODEL 11-W, small- 
est of 15 sizes. 1/6 
H. P. motor pumps 
to 145 ft., with pres- 
sure system. 212 ft. 
open discharge. 


WRITE FOR 
CATALOG AND PRICES 


Advertised in leading ranch 
and farm magazines. Free 
merchandising aids. 


JENSEN BROS. MFG. C0., inc. 


P. O. Box 477-H Coffeyville, Kans. 
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EVERYBODY 
BUT HERE COMES 


MAKES THEM 
fala 


ADJUSTABLE ) = 
. —= 
50 ad). 
(ADJUSTABLE ) 
SOLD THRU JOBBERS ONLY 


CHAMPION BRASS MFG. CO. 
1460 NAUD STREET 
LOS ANGELES 12, CALIFORNIA 
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Loaf pan with divider 
used for fasteners 


Loaf pans of aluminum or tin 
have numerous uses in hardware 
stores. 

Now a Southern dealer has made 
the pans more adaptable. Kay 
& Sullivan Hardware, Donelson, 
Tenn., has added home-made par- 
titions to increase the display value 
of each pan. 

The partitions are made of thin 
sheet metal. Each strip lays at the 
bottom of the pan, is folded up 
double-thick to form one or more 
partitions. This eliminates sharp 
edges at the tops of the pans. 

The partitions let this dealer 
show several related sizes of bolts 
or washers in the same pan. 

The pans are bolted to shelf 
braces to form a vertical row along 
one wall. Other pans are lined up 
along nearby shelves. 





Metal loaf pans make efficient fast- 
ener bins. 





HARDWARE HUMOR 
Loerie 
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"Shall | wrap those up? .. ." 
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Go it yourselt,.. 
| SS Tiny 
The Campbell Chain Trrrr 
“PACKAGE” offers , 
better products, 


better service...and 


i do yourself 
@ Rema Loud a >. 
Self-Service [ | 2 Uy 


wrte 


A 


CAMPBeE: | CHAtw 


a 
Display 


Merchandisers 


Help You Wrap Up 





MORE Sales! 


A. Attractive Reel Display Units 


These convenient stands invite self- 
service with their many new features: 


Load from front 

New chain cutter attached 
Handy chain-end holders 
Tilted to provide better display 
Interchangeable welded and 
weldless reels 


Stands and cutter, for light chain, are 


supplied free with the purchase of 
various assortments. 





B. “Blue Temper’ Merchandiser 


Versatile two-way display that’s per- 
fect for counter or aisle! Here is a 
complete welded chain department in 
just one square foot of space! Ideal start- 
ing stock—just the popular sizes and 
lengths: %”" and 4” chain in 10’, 15’ 
and 20’ lengths; and %" chain in 10’ 
and 20’ lengths. 


Cc. Footage Pack “Cam Pails”’ 


All-steel, water-resistant pails—all 
clearly marked for identification of 
contents. Easy to stock and display. 
Proof Coil and BBB available as 
follows: %@%"-250’; %"-150'; 5 ’-100’; 
¥4"-75’. 


Get complete information from your 
Campbell wholesaler or write direct 


CAMPBELL CHAIN Comsany 


FACTORIES: York, Pa.; West Burlington, lowa; Alvarado, Calif. 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 





“We set up our own credit system... 


And we solved our volume troubles” 


by Joe C. Jones 
Joe C. Jones Hardware Co. 
Enterprise, Ala. 


Three years of experience with 
building sales volume by a store- 
created credit system tailored spe- 
cifically to the community has con- 
vinced us that we erred seriously 


in not adopting such a plan years 
ago. 

In our 12 year old store, on the 
main street of a southern Alabama 
community of 9000, we maintained 
a strictly cash business until Janu- 
ary 1955. 

Credit, as we knew it, meant 
only an occasional 30 to 60 day open 





NOW A COMPLETE LINE 
OF PROFESSIONAL SOILAX 


New 17-/b. professional size! 


NON-SUDSING 





WALL WASHING 
PAINT CLEANING 


fe, \ 
‘ 


.: 
%*. 


: 
oo. ae 
; 
* 3 
* \ ‘3 





4'2-\Ib. box and 
25-lb. pail. Also 
available in 125-Ib. 
drums. A size for 
every customer! 


Nothing cleans paint like Professional Soilax! 
No rinsing! No dry-wiping! No ‘“‘scummy” suds! No perfumy odors! 
Sold exclusively through paint and hardware stores. 


ECONOMICS LABORATORY, INC., St. Paul, Minnesota 
Want more facts? Circle 203, p. 99 
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account where the customer was 
well known to us, and promised to 
pay on receipt of his crop revenue, 
etc. 


Like many other dealers, how- 
ever, we have found that competi- 
tion has grown increasingly intense 
in recent years. In our case, this 
was made more critical by the mov- 
ing in of chain auto supply stores, 
home stores, etc., which have oper- 
ated on a time payment basis for 
many years. 


There are half a dozen such 
stores in our community. Collec- 
tively, they made such inroads on 
our volume that by 1954 sales had 
fallen off slightly more than $50,- 
000 over our gross of two years 
before. 


Reaction was surprising 


The final audit of the 1954 books 
convinced me that the competitive 
loss was directly traceable to the 
ease of credit buying. We deter- 
mined that the wisest step was to 
set up our own credit program and 
at the same time extend a liberal 
credit program to all customers for 
the first time in the store’s history. 


In conversation with many of 
my established customers I found 
a surprisingly good reception to 
the idea. In fact, numerous cus- 
tomers admitted they had bought 
from comparative newcomers in 
the Enterprise market. Why? 
Simply because time-payments had 
made it possible for them to buy 
needed items immediately instead 
of awaiting seasonal income. 


Under the terms of the plan 
which we set up, we offer standard 
time-payment buying. The down 
payment amounts to 10 to 25 per 
cent, depending upon the item. 


Single entry plan record 


Each customer who makes a 
credit purchase is immediately 
represented by a single ledger 
sheet in a single entry binder. To 
eliminate much of the complexities 
and time wasting requirements of 
double entry systems, the single 
entry merely carries the name of 
the customer, address, item pur- 
chased, down payment, and credit 
terms. 


Successive purchases are simply 
entered on lower lines across the 


(Continued) 





(Mee 
YOUR 


STOCK 
, MONOFILAMENT 


Stre SPINNING LINE 


— your customers will 
keep asking for it! 
Spooled and distributed by Woodstock, 


authorized agent for Du Pont STREN— 
manufacturers of braided fishing lines 


WOODSTOCK 


LINE COMPANY 
PUTNAM CONN. 
WRITE FOR CATALOG AND PRICES 
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THERE’S ONLY ONE GENUINE 


PRE-SOLD TO MILLIONS 
OF YOUR CUSTOMERS IN 


READY-TO-USE 
os CEMENT MIXES 


EACH BAG INDIVIDUALLY MIXED with the finest 
ingredients. 

EXCLUSIVE FORMULA assures concrete or mortar 
even stronger, smoother and easier-to-work 

than ordinary concrete or mortar. 

MULTI-WALL, DUST-TITE, MOISTURE-PROOF 
BAGS keep SAKRETE ready to use indefinitely. 
CONSISTENT HIGH QUALITY, excellent results 
bring customers back for more. 
POINT-OF-PURCHASE AIDS to help sell more 
SAKRETE, more related items. 


SOLD EXCLUSIVELY THROUGH LUMBER, BUILDING 
MATERIAL AND HARDWARE DEALERS! 


INSIST ON GENUINE 


IN THE BAG VW’ITH THE YELLOW DIAMOND 
Want more facts? Circle 201, p. 99 
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SS Speedy Sprayer 


e/ow price! 
*high profit! 
¢ top quality! 
¢e national/y 
advertised! 


ADVERTISED 


POST 


New 1/4 H.P. at Popular Price! 
Ideal outfit for the do-it-yourself and 
shop mechanic! All-purpose, profes- ONLY 
sional outfit, with No. 112 quart size 00 
Spray Gun. Develops 25 lbs. pressure $392 
with any 4 h.p. motor with ¥2” shaft. 
RETAIL 


Factory sealed bearings. No. 780 Outfit 
—air hose, tire chuck, gun, less motor. 


“ bao ‘ 

No. 890 1/3 hp Sprayer 
Proved favorite since 
1921! Delivers 30-40 Ibs. 
pressure, 2 cu. ft. clean, 
oil-free air per min. Never 
needs oiling. Outfit with 
No. 112 Gun etc., without 
motor only 


909 Mobile Kit adds mobility to 
890 Sprayer, extra $7.50 


ORDER FROM YOUR WHOLESALER 
Or Write for Complete Line Catalog 


VV - =o - Loh’ A motel -1-m 


No. 544 Mobile Twin 


No job too big for this 
powerful Master Twin 
Sprayer. Wheels easily 
on semi-pneumatic tires. 
Delivers 4 cu. ft. air, 40 
Ibs. pressure. With 
wheels, No. 131 Gunetc., 
less motor only $88.00 


SPECIALISTS IN PAINT SPRAYERS SINCE 1921 


Want more facts? Circle 202, p. 99 
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SQUARESPRAY 


“THE ORIGINAL"’ 


THE MODERN SPRINKLER 
THAT REALLY WATERS IN A 


SQUARE. 


Smartest wrinkle | in 


from 2x2 to 35x 
square watering 
the corners. Desi 


the shelf” 
national advertisin , 
_ “in-use” satisfactior 


each... WATERFEED—cartri vides 4 
fertilizers. $1.00 per bor : 
WATERFEED cartridges — also avail 
able in ECONOMY BULK PACK... 


WATERSPIKE — 2-way sprinkler — 

Sub-Surface Irrigator — list price — 
. PLANT-CHEM, the per- _ 
fect potted plant food to use with — 
or without soil. Two formulae for — 
regular or acid loves pa 50¢ | 


$4.90 each . 


and $1 sizes. 


: MULTIPLE PROFITS 


: FEATURE THE PROEN 
LAWNCARE KIT . . . contains Square- 
spray Sprinkler, Waterfeeder 954 
and Waterfeed fertilizer. List price 
$5.95. " 


-PROEN PRODUCTS CO ‘ 


9th & Grayson 
Berkeley 10, California 


contributions to finer gardening 
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“Credit system solves 
our volume problems” 
(Continued ) 


ledger sheet. The ledger itself is 
alphabetically indexed. There is a 
simple tab system to indicate de- 
linguent accounts. 

We announced our credit selling 
plan by newspaper advertising, di- 
rect mail, and window signs short- 
ly after the turn of the year. In 
each instance, customers who were 
surprised to find that this service 
was available showed enthusiastic 
approval. Our sales began rising 
immediately, noticeably in the area 
of better priced items such as ap- 
pliances, sporting goods, farm 
equipment, expensive tools, etc. 


“Deadbeats" considered 


Naturally, we did not rush into 
the credit program without weigh- 
ing its advantages and disadvan- 
tages carefully. 

The ever-present problem of 
“deadbeats,” we felt could be met 
by subscribing to a local credit bu- 
reau service, and checking over 
these names before approving a 
credit purchase. 

Probably one of the most sur- 
prising developments of the credit 
program was that we collected 
$195 in bad debts which we had 
already written up as a loss, from 
local families who paid up their 
bills as soon as we began using a 
card system slanted at collecting 
payments on time. 


How about collections? 


In this way, the system actually 
more than paid for itself, during 
the first few months. 

Collection, of course, is inevita- 
bly the primary headache in any 
type of credit system. In making 
plans for this’ aspect of the opera- 
tion, I decided on collection meth- 
ods which were closely matched to 
my personal relations with my cus- 
tomers and the community, rather 
than purchasing a “canned” 
tem. 


sys- 


We made up a series of seven 
cards, each of post card size, for 
enclosure in an envelope. These 
represent our entire campaign to 


(Continued ) 
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inner space problem 


<———1 4" 


HOW 10 GET 108 TOOLS 
ON A 14” CIRCLE 


Please turn to page 10! and you 
will see how easy it is to display 
108 fast selling Fix-Up, Paint-Up 
Tools on your sales floor on only 
a 14” circle of floor space, the size 
of a 5 gallon paint can. 














MARINE PRODUCTS 


SKI TOWS 


E-Z SALE RACKS 
Nylon and Polyethylene 


ANCHOR LINES (NYLON) 





Tensiles 500 to 10,000 Ibs. 


PRODUCTS Division OF 


West Georgia Mills 1nc. 


P. O. Box HA, Whitesburg, Georgia 
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STANDARDIZE ON STANSCREW 


Build Customer Acceptance... 


With Stanscrew-Quality Bolts 


The wise dealer builds customer acceptance in every 
possible way . . . conveys the impression . a progres- 
sive, modern service organization in eve etail of his 
seeniaioetn . 7 ATTENTION WHOLESALERS 
Stanscrew’s complete line of hex machine bolts, car- Pamuk or am Ij 
riage bolts, and lag screws enable you to demonstrate OE ee ee ares 
outstanding quality even in those “bread and butter’’ Stanscrew fasteners are offered at 
fastener sales. Attractively packaged in newly designed fully competitive, moderate prices. . . 
boxes, their clean threads, precise dimensions, and over- and on a fast delivery basis which 
all appearance are immediate evidence that these are will come as a pleasant surprise. If 
premium quality products pai manufactured to the same you are: net already eliatug thie 
standards of precision and uniformity as Stanscrew’s pas 
broad line of 5,500 industrial fasteners. profit making line to your dealers, 
Stanscrew quality and consumer appeal are evident write today for details. 
in its complete fastener line . . . and is especially pro- 
nounced in two counter displays on socket set screws 
and hex key kits. Ask your wholesaler for details. 


CHICAGGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
© WMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Iilinois 
Want more facts? Circle 206, p. 99 
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EMPLOYEES 
ONLY 

















Our most successful dealers are 


TWO-BAR MEN 


While one Atlas Tack and Nail Bar 
sells on the counter, the other is “out 


back” ... always ready for action 


It’s the smart, efficient, profitable way to 
keep stock moving! Use one No. A-200 
Atlas Tack and Nail Bar as a counter sales- 
man (takes only 1 ft. of counter space, 
holds 200 boxes). Have a second fully 
stocked in the back room. 

As stock of the counter bar becomes 
depleted, simply remove the rack for re-stocking and replace it with 
the full bar. In this way you have one bar selling at all times. 
The other represents your inventory . . . can be filled at leisure. 

Dealers who use this method are enthusiastic about its success. 
They turn stock at least 5 to 7 times a year — make more money. 

This is only one of many ways in which dealers benefit with Atlas 
—the best known, best packaged and best merchandised line of 
tacks, nails, staples and similar fast moving household items. 


Atlas = 


FAIRHAVEN, MASS. ® HENDERSON, KY. 
Want more facts? Circle 207, p. 99 
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‘“‘Credit system solves 


our volume problems” 
(Continued ) 


keep a lax credit customer paying 
his bills and to follow up on de- 
linquents. 

The cards are extremely simple 
reminders for the most part. Each 
card is printed on a different color 
stock to make selection simple, 
from a rack above the table on 
which the credit ledger is kept. 


First card is mild 


The first card which goes out 
one week after an account becomes 
overdue is lettered simply: “State- 
ment” across the top with a single 
line caption “Amount Due” in the 
center, plus the store signature at 
the bottom. These are sent out 
with nothing more than the entry 
of the amount owed, one week after 
the account has become overdue. 

Next, if the first card brings no 
results, we send a second notice 
which is couched in mild terms: 
“Your account of $ 
past due. Please let us have your 
check to cover same,” with the 
store’s signature and a line for the 
signature of the person who made 
the sale. 

This point, incidentally we con- 
sider extremely important. It capi- 
talizes on the personal acquaint- 
anceship between salesperson and 
customer. 


Third card is firm 


Third, a bright yellow card is 
used as the next step in prodding 
a tardy customer. This is headed 
with the line “Save Your Credit— 
Act Now! We are a member of the 
Enterprise Credit Bureau. This 
Bureau publishes a weekly list of 
the persons having past due bills. 
This list is mailed to 150 business- 
men in Enterprise. On being ad- 
mitted as a member we agreed to 
send a weekly list of past due ac- 
counts. Unless your account is set- 
tled within 10 days we will be obli- 
gated to publish your name on our 
next list!” 

It is very seldom that we have 
found it necessary to follow up a 
slow-pay credit customer with more 

(Continued ) 
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to 
vou... 


forBissell ii ssw 
| °A full line in a full price range 
SHAMPOO J | “essen nto ven 


method 


M AS T e R Ss j : *The rug shampoos that dry clean— 
4 truly a one-step cleaning method 
*The real economy that means 
cleaning a 9 x 12 rug for less 
than $2.00 








utomatic 
Shampoo Master 
in kit no. 230 with 
22 ounce shampoo 
$1196 

retail 


























in kit no. 239 with 22 ounce shampoo plus 
Upholstery Shampoo applicator and 12 ounce 
upholstery shampoo $4 395 


retail 





Shampoo 
Kit no. 222 a brand 
new 100 ounce 


F ROM the hundreds of home, ei 5 yseremberarag 


bees j 22 ounce Rug 
- . ° i - d Shampoo 
kitchen and gift items manufactured nase ey 


today, Duncan Hines experts have ——e Cll 
chosen only the best to bear this 
famous brand name. The selection 





has been made for you. 





There is no longer a need for the 
store buyer to sift and sort through a 
variety of items of varying 
quality and price. 

Duncan Hines Products are 





pre-selected. You can have confidence 
that behind this name stand 
discriminating taste, the highest 
requirements of quality and certain 
success at the consumer point of sale. 








sits tilt) 4 mat ete 


y % Ly ) Ip, yj, 408 East State St r< F ~ to keep her home BISSEll clean 
eins ~ Fark Dit, (Ayr, thaca, New York P 


BISSE}, inc. Grana Rapids, Michigan 
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STRONGEST 


NO. 7 LINE 


MADE: 


DISPLAY and SELL 
This PROFIT MAKER..Now!? 


SJilicla: ie 


PLASTIC CLOTHES 
LINE 


LESS STRETCH - WEARS LONGER 
500 Lbs. STRONG 


Exceeds U. S. Government breaking 
strength requirements 


Fast-selling Shuford’s Tiger Lily #7 
is an all-weather line that’s a favor- 
ite everywhere! Has all the plus 
features your customers want... 


* tough, extruded virgin vinyl jacket 
long-lasting tire cord rayon core 


chemically treated against mildew 
and odor 


easy to tie, easy to clean Kenn OR 4 REFUND OF a 


$” Guaranteed by © 
Good Housekeeping 


Wy SS 
SPAS apvenristD WES 


exclusive “looped-end” for easy hanging 
in white and pastel colors—Tiger Yellow, 
Pin-Up Pink, Azure Blue and Mint Green— 
guaranteed not to fade onto clothes 


Packaged 50’ or 100’ continuous length 
hanks, 2 hanks connected, each hank 
in clear film bag, 12 hanks in self- 
display carton. 


Order Shuford’s Tiger Lily No.7 NOW 
. display this profit maker up front 
in your store! 


Nationally Advertised 


Write for full information to 





CLOTHES LINES + TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS + WEATHER STRIPPING 
COTTON & RAYON YARNS « EXTRUDED PLASTICS 





World’s Largest Manufacturer of Cotton Cordage 
Want more facts? Circle 210, p. 99 
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“Credit system solves 


our volume problems” 
(Continued ) 


than three cards. In the event a 
stubborn case is encountered, we 
utilize a firmer card which makes 
up the fourth in the series. This 
reads: 


“Dear Customer: We believe that 
you will agree that we have tried 
to show every consideration re- 
garding your overdue account. The 
condition of the account makes it 
essential that you communicate 
with us immediately, otherwise we 
will have to refer this matter to 
your employers and ask their assis- 
tance. We hope that you will make 
this unnecessary by letting us hear 
from you at once.” 


After two weeks—and most card 
mailings are spaced two weeks 
apart—we use our most emphatic 
card in this case printed on blue 
stock. 


The message here points out: 
“Dear Customer: When an account 
such as yours runs so long past 
due date and we do not hear from 
you, we have no choice but to place 
the account in the hands of our 
attorneys for collection. We dislike 
being forced to take this action— 
it will cause you expense, incon- 
venience and annoyance. Will you 
send us a remittance at once and 
not make this step necessary?” 


The sixth card, in precise, for- 
(Continued ) 








HARDWARE HUMOR 





CAULKING 
COMPOUND 
ASK 
FRES 
DEMONSTRATION 
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“All right, all-right .. ." 





\ANSWER ONE 
REQUEST 


ANSWERING 
MANY 
INQUIRIES 
LATER! 


The one request? It’s simple. . . just mail your cur- 
ent financial statement to the nearest Dun & 
Bradstreet office as soon as it’s completed. 


Current information on your business will then be 
reflected in the next revision of the Reference 
Book .. . and will be made immediately available 
to D & B customers who are concerned with your 
credit rating. They'll have the facts on your per- 
formance today —without having to ask you — and 
you'll be sure of a continuous flow of essential 
goods and credit. 


Also ... when the D&B reporter can study your 
statement in advance of his call... he can discuss 
your business with you with more understanding 
... and save your time. 


Make sureyourcredit rating is up-to-date. Mailyour 
latest financial statement, as soon as it’s ready, 
to our nearest office . . . and you'll save answer- 
ing many other requests in the year ahead. 


Dun & Bradstreet, Inc. 


99 Church Street, New York 8, N. Y. 
Want more facts? Circle 211, p. 99 








= she 


1Ke\e)-<— 
tO 
you... 


, | 
for BISSEll |} 


SPEED | 


MASTER | 
CLEANERS!) 


the biggest selection 
of self-contained rug 
and carpet cleaners! 


e the convenience of the daily 
two-minute pick-up 


@ the way to cut heavy cleaning 
time in half 


e the answer to upstairs cleaning 
ease 


e the way to stay ahead of regular 
housework 


7 models...$7.95 to $23.95 





illustrated: the Capri 


she looks to Bissell] 


to keep her home BISSEll clean 


BISSE]], inc. Grand Rapids, Michigan 
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You’ll find a big difference between “‘just any bolt’’ and 
the repeatedly accepted products made by Screw and 
Bolt Corporation. 


Your customer knows he’s getting big extras for his 
money when he buys our fasteners: 


e wealth of design experience 
e engineered to quality specifications 


e sampling and inspection throughout 
entire manufacturing schedule 


e rigid standards for lot-to-lot uniformity 
e technical customer assistance 


e personal attention to orders, handling 
and on-time delivery 


All these extras keep customers sold and satisfied—and 
you'll be satisfied too. VMA-6980 


SCREW AND BOLT CORPORATION <> 


yES THE NATION 


ot® poe 
_-— 
OF AMERICA <e . 
rw & 
P. O. Box 1708 ° Pittsburgh 30, Pennsylvania 


DIVISIONS: Pittsburgh e Gary ¢ Southington Hardware « American Equipment 


ST «CiOMPLE.S £ LINE O ft INOUS 


Want more facts? Circle 212, p. 99 
146 e HARDWARE AGE, March 10, 1960 





“Credit system solves 


our volume problems” 
(Continued) 


mal type, on a pure white card, 
states: “Dear Customer: Your ac- 
count of $ has been placed 
in the hands of the local DSFA 
office for legal action. However, 
we have asked them to hold action: 
seven days in order to give you 
one last chance to avoid court costs 
and legal expense. Quick action on 
your part is necessary.” 

We have been both pleased and 
surprised at the fact that mailings 
of the last three cards in this series 
have been few and far between. 

In building up $1500 in charge 
accounts in the first six months, 
there were only six instances in 
which the entire series went to 
customers. Upon closer investiga- 
tion we have found that three of 
these six fitted into the “dead beat” 
classification in the opinion of 
other merchants. The other three 
had suffered serious hardships. 

We had prepared a seventh card, 
designed as a soother, to be sent 
to the credit customer who even- 
tually does make payment, follow- 
ing the series of reminder cards. 

This points out “We thank you 
for the fine cooperation you gave 
us in taking care of your account. 
The effort which you have made 
to clear up this account proves 
your good intentions and honesty, 

(Continued ) 
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"This display sure holds a lot.” 





—- PIONEER LINE 
Artwire “Vinylite” KUSHION- KOATED 
_— WIRE KITCHEN AIDS 


THRIFTY SHOPPERS 


Want their money's worth! 





Feature These Extreme Values! 


PLATE STORING RACKS 
No. 750 — 102” x 6” Small 
No. 7000 — 21” x 6” Large 


PLASTIC DRAIN A TRAY 
Hi-impact Styron 
No. 400 — 21” x 14” x 14" 


DRI-ALL DISHDRAINERS 
No. 2800 — 17” x 1312” x 5'2” 
No. 3750 — 18” x 15” x 6” 


DOUBLE DUTY 
DISHDRAINERS 
No. 109 — 17% x 13” x 3%" 
No. 119 — 17” x 13” x 4” 


PROTECTORS 


No. 149 — 1342” x 10” Twin Sink 
No. 149 — 16” x 12” Regular 


Send for complete Catalogue today or contact our local representative. 


ARTWIRE CREANONS LNG. SUFFERN, H. Y. 


Want more facts? Circle 213, p. 99 


for BISSE!! bargains 


like the new 
CLEAN 'N WAX KIT 


$625 


worth *883 retail 


...you sell for only 

















“Automation” | 
onthelawn , 


~ ~ 
PS 


a ae py 


“*. 


KEES KRAWLER ™_— 
LAWN SPRINKLER 


The Kees Krawler travels across the lawn under 
its own power, using the hose as a track. User 
sets it—forgets it. 


Krawler can be set to travel at either of two 
speeds with choice of two sprays. Can be 
equipped with automatic shut-off at slight extra 
cost. 


Each sprinkler individually boxed and com- 
pletely assembled except for the two arms. 
Packed with wrench and extra set of nozzles. 


THREE ype og 0 for the small to 
POPULAR 


Model 10! (29 pounds) for the average 
to larger lawn. 
SIZES Model 102 (40 pounds) for the extra 
large lawn, golf courses, etc. 
Also Automatic Shut-off 


Write P. O. Box 755 for free catalog 
KF. D. KEES MFG. CO. 


BEATRICE NEBRASKA 
Want more facts? Circle 214, p. 99 





BISSE!l CLEAN 'N WAX KIT 



































KIT INCLUDES: 


e Bissell Sponge Master Mop 
e Wax Applicator Attachment 


e Bissell Upholstery Shampoo 
Applicator 


e 12 Ounce Bissell Upholstery 
Shampoo 











She looks to Bissell] 


to keep her home BISSEll clean 


Bissell - Inc. Grand Rapids, Michigan 
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PROFIT MORE with... 


Quality - Durability - Performance 


Power Lawn Mowers 
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FOR TYING 
PLANTS... AS 
HOUSEHOLD TIES 


Attractively packaged, green colored vinyl 
plastic tapes. Have wire core, 
tied with a twist. 


Your customers want Plas-Ties for tying 
plants, closing plastic bags and to do 
dozens of other household chores. 


Shopper Stopper 


CONTAINS: 

36 packages 7 inch @ 29¢ 
28 50 ft. spools @ 69c 

18 200 ft. spols @ $1.29 
RETAIL VALUE...... $52.98 


DEALER’S COST 
Refills Available Order from your jobber 


: | plasties company SANTA ANA, CALIFORNIA 
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“Credit system solves 


our volume problems” 
(Continued ) 


and, also, that our faith in you was 
justified. You may fee! free to 
come in and use your charge ac- 
count at any time. Your business 
has been appreciated.” 

The credit system worked out 
well from the standpoint of larger 
unit sales and a heavy increase in 
turnover in every department. 

Even more important, it has 
brought us literally dozens of new 
customers every week, many of 
whom, although local townspeople 
or farmers, had never shopped in 
the store before. 

Net results show that by review- 
ing the single credit ledger at the 
end of each week, extracting the 
names of all customers whose pay- 
ments are overdue, and immedi- 
ately putting our series of remind- 
er cards to work, we will not only 
eliminate the $50,000 drop which 
we had experienced in 1954, but 
add at least $25,000 increase. @ End 





Flashing bulbs trigger 
more traffic and sales 


“Action . . . anything to catch 
customers’ eyes ...is a sure way 
to boost traffic and sales,” says 
Hugh Shamblin, Shamblin Hard- 
ware, Summerville, Ga. 

Mr. Shamblin has rigged his 
lamp display to blink on and off 
steadily. Result? Traffic and turn- 
over. 

“A bright yellow bulb makes the 
best flasher, I think,” Mr. Sham- 
blin says. “It’s not too glaring a 
light, yet it compels the attention 
of casual shoppers.” 


Hugh Shamblin's lamp business is 
booming. 





STOPS ALL 





“CONTOURS” 
_ . READY 


—BECAUSE INDIVIDUAL 


KEEP ALL TOOLS IN CORRECT PLACES . 
TO PICK UP AND USE INSTANTLY! 


this Brand New Idea in Socket Sets for Rapid Turn 
over! Customers buy on sight—because Challenger “Pick-Quick” 
puts an end to wasted time, fumbling and frustration in searching out 
the correct Socket oF Attachment from a DOX of “scrambled” tools. 
with Challenger “Pick-Quick” all tools are neatly lined uP in exact-fit 
“contours” +: ° hment is always in the 
same place -- y for ‘*finger- 
tip’ removal. Further, when set is not in use, closed lid of box locks 
tools in position. And you have this marvelous competitive advantage 
challenger ‘“pick-Quick”’ Assortments are priced the same 
as regular Socket Sets! Ask for Full Information o on 
Complete Challenger Line of quality hand tools at popular prices. 
Contact your Jobber... OF write address below. 


You can't match 


Ww 
ant more facts? Circle 217, p. 99 


GOOD BYE TO... 
SCRAMBLED TOOLS! 


2 a 
sae : 


- a= Ge adhe 
a —. a 


_— ——* 
COCO 


No. 2501 (above 
), 17 ‘ 
bai all Bahar 
6 Attachments, ), 14 pe. 4" Dr.— 
Metal Tool Bo: 7 Sockets, 





Displays one 
— of above 

ets in 

24x28". “ mie 
ify No. 440. |: 
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| have to check this 
rack 3 times a day to 
keep it full! 


“It really sells VISE-GRIPS 
and saves space...” 


says C. M. Brunsfeld, 
Leyden Hardware 
Melrose Park, Ill. 


Similar comments are coming from hundreds of 
dealers all over the country. They like the way the 
display rack makes it easier for customers to pick 
out the models they want. 


Current series of ads in Life, Saturday Evening 
Post, Popular Science, Popular Mechanics, and 
Farm Journal all show this display rack, and YOUR 
CUSTOMERS WILL BE LOOKING FOR IT 
IN YOUR STORE. If you haven’t got your FREE 
DISPLAY—or if you need another one—please 
write direct (or ask your jobber). 





Requires a 
minimum of 


space 
(only 14” 
wide). 


@ roo w 1 


REMINGTON 


Directional | 


COMPASS | 


\ 
MAGNIFYER LENS 
PLUMB BOB 


Send For FREE Catalog 


REMINGTON HARDWARE CO. INC 
100 GREENWICH STREET ® NE VY ) 








OR ee Gag 5 a ee 
Now Nationally Advertised !/\Wow 
SPECIFIED IN POPULAR 
EASI-BILD* PATTERNS 


Flush-Mounted, 
*Can't-Slip"’ Nut 
Securely Anchors 
Bolts in Wood! 


a * M, Reg. U. Ss. Pat. Off. 


Easy to 
- up. 

its on peg 
board or 
wall space. 


Features the 


44 Prices and 


models are 
_ Clear 
indicated. 


Bright 

yellow 

and black 
wit 

easy-to-read 

sales 


message. 


PETERSEN MFG. COMPANY 
De Witt, Nebraska + Dept.'HA-3 
Want more facts? Circle 218, p. 99 
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SELF-SERVE 
DISPLAY PAK 


Build-it-yourself fans will be asking 
for DOT TEENUTS because they'll 
use them as specified in famous 
EASI-BILD PATTERNS for making 
many useful and wanted projects 
around the home. Handymen will 
want ’em for repairs. Stock up now 
on TEENUTS and other items in the 
DOT LINE. 


ORDER FROM YOUR WHOLESALER 


gee 
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Convention 
Calendar 


—— Convention Check List —— 


For complete details about the con- — 17 
ventions listed by dates below use the 
alphabetical listing following this quick 


check list. 
March 


7-16 American Toy Fair, New York ALU M | N Uj M 
20-22 Piedmont Hardware Co., Gen- 


eral Merchandise Show, Dan- 


ville, Va. 
22-24 South Dakota Retail Hardware FE XTE N S 0 N 
Assn., Huron 


29-31 Albany Hardware Co., Dealer 


Show, Albany, Ga. | AD p F RS 
April 


3 Worth Hardware Co., Dealer 
Show, New York, N. Y. 

3-4 Billings Hardware Co., Sport- 
ing Goods-Outing-Lawn & Gar- 
den Show, Billings, Montana 

10-13 Southern-Hardware Convention, 
New Orleans 

21-22 National Assn. of Sheet Metal 
Distributors, Fiftieth Spring 
Meeting, Columbus, Ohio 

30 to Morley-Murphy Ca., Dealer 

May | Show, Green Bay, Wis. 


May 
2-6 Nationa! Builders’ Hardware 


Assn. Management Conference, | 
Princeton, N. J. 
15-17 Pacific Coast Conference of snl 


Nationa! Builders’ Hardware 


Association and the American For the amateur or professional handyman, 
Society of Agricultural Con- 


| Portland. O the sturdy, economical 1500 SERIES extension 
ioe Fae ait doe C ladder is fast becoming an essential piece 
sng ay crwtoddiante spelt nen of household equipment. Light enough for 
one-man handling, it is ruggedly constructed 
June and bears the Underwriters Laboratories’ 
5-7 Ace Hardware Corp., Summer label for safety. : A ote tall 
Convention & Toy Show, Chi- Werner aluminum extension and step ladders 
cago will never rust, a or meso ac aie — 
. ' ~ 9 safe investment for your customers. For profit- 
aes oe : Li Po oy pee able ladder sales—investigate Werner's 
holders’ Meeting, Chicago complete line today. 
16-18 Texas Wholesale Hardware 
Assn. & Texas Boosters Club, 
San Antonio, Texas 


vention, Chicago 


July 


10-14 National Retail Hardware Assn. General General Chromtrim 
Congress, Philadelphia Purpose . For Sinks 

11-15 National Housewares Mfrs. Extension 7 Step © Counver 
Assn. 33rd Exhibit, Atlantic City — j 370 pes 

17-19 Our Own Hardware Co., Sum- Series AZ C i { Extension 

mer Merchandise Exhibit & ‘me ae — 

Stockholders’ Meeting, Minne- | 

apolis 





! 
Handrails 
1800 





Series 





National Events 


tel exhibits at New Yorker and 5 " . information on 
Sheraton-Atlantic, New York. OF CUWERNER LADDERS []CHROMTRIM 


Industrial Supply Convention, May 23- es tame 
25, Conrad Hiton Hotel, Chicago. THE INDUSTRY 


Sponsored by American Supply & 301 OSGOOD ROAD moc 
Machinery Mfrs. Assn., W. B. wera ala or Andi Address 
Thomas, Hunter-Thomas Associ- 
ates, 2130 Keith Bldg., Cleveland 











City State 
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extraordinary 


FOR THE SKIPPER 
WHOSE GUESTS 
CAN’T TELL 
WIND’ARD FROM 
LEE’ARD 


CcUTTLE-BUTT 


CIGARETTE 

RECEPTACLE 
Party-sized, Scuttle-Butts grip ciga- 
rettes securely out of the wind... 
end ashes in the eyes and butts in the 
bilge. Just toss out the containers 
when full—or decorate with club 
colors and use again and again. 


Mix-and-match black 

and gold colors... $ 9 5 
attractively boxed, EACH 
2 for $3.75. 


HANDY ASHORE TOO 


Big capacity Scuttle-Butts are favorites 
for recreation room, porch, patio, 
pool and yard. 


snap-on 
fit for 
standard 
sizes of 
cans 


Designed to snap snugly onto almost 
any round can .. . from coffee to 
frozen juice. 


NEST TO STOW IN 
MINIMUM SPACE 
Stack and stow in small 
space when not in use... 
convert to king-size trays 

in seconds. 


DEALERS— 
DISTRIBUTORS 
nationally advertised— 
attractive profit plan— 
write for full details! 


Want more facts? Circle 222, p. 99 
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Convention Calendar 





(Continued ) 


15, business manager; National In- 
dustrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3. Robert 
C. Fernley, executive secretary; 
Southern Industrial Distributors’ 
Assn., 712 Volunteer Bldg., Atlanta, 
Ga. E. L. Pugh, secretary-treasurer. 

National Association of Sheet Metal 
Distributors, April 21-22, Fiftieth 
Spring Meeting, Deshler-Hilton Ho- 
tel, Columbus, Ohio. Thomas A. 
Fernley Jr., executive secretary, 
1900 Arch St., Phila. 3, Pa. 

National Builders’ Harware Assn. 
Management Conference, May 2-6, 
Princeton, N. J. William F. Has- 
well, 515 Madison Ave., New York, 
N. Y., managing director. 

National Housewares Exhibit, July 11- 
15, Atlantic City Convention Hall. 
Sponsored by the National House- 
wares Manufacturers’ Assn., 1130 
Merchandise Mart, Chicago 54; 
Dolph Zapfel, executive secretary. 

National Retail Hardware Assn. Con- 
gress, July 10-14, Sheraton Hotel, 
Philadelphia. Sponsored by the Na- 
tional Retail Hardware Assn., 964 
N. Pennsylvania St., Indianapolis 4, 
Ind. 


Regional Events 


Ace Hardware Corp., Chicago, June 
5-7, Summer Convention & Toy 
Show, at company offices, 2355 S. 
Blue Island Ave., Chicago 8. 

Albany Hardware Co., Albany, Ga., 
March 29-31, Dealer Show at Na- 
tional Guard Armory, Albany, Ga. 

Billings Hardware Co., Billings, Mon- 
tana, April 3-4, Sporting Goods- 
Outing-Lawn & Garden Show at 
the Shrine Auditorium, Billings, 
Montana. 

Cotter & Co., Chicago, Toy & Fall 
Goods Merchandise Exhibit & Stock 
Holders’ Meeting, June 6-16, at com- 
pany offices, 2740 Clybourn Ave., 
Chicago. 

Morley-Murphy Co., Green Bay, 
Wis. Dealer Show, April 30-May 1, 
at the Brown County Memorial 
Arena, Green Bay, Wis. 

Our Own Hardware Co., July 17-19, 
Summer Merchandise Exhibit & 
Stock Holders’ Meeting, at general 
offices, 618 N. Third St., Minne- 
apolis. 

Pacific Coast Conference of National 
Builders’ Hardware Association 
and the American Society of Ar- 
chitectural Consultants, May 15-17, 
Sheraton Hotel, Portland, Ore. 
Frank D. Chown, 333 N. W. 16th 
Ave., Portland. 

Piedmont Hardware Co., General Mer- 
handise Show, March 20-22 at com- 
pany display room, 554 Craghead 
St., Danville, Va. 

Southern Hardware Convention of the 





€dlund 


OPENERS~- 


nothing else is like em! 
nothing else sells like ‘em! 


TOP-OFF 
Screw- 
cap 
Opener 


is now improved in gripping 
action and styling. Instantly 
unscrews all popular-sized 
caps from smallest on up. Its 
famous patented action grips 
tighter as you twist. Available 
in popular pastel shades. 


Model #2 Egg 
Beater. Easily 
rinsed clean stain- 
less steel beating 
blades. Extra stur- 
dy ‘‘no slip or skip” 
construction. 
Makes for out- 
standing value at a 
competitive price. 


top value! 


Edlund No. 6 Can Opener. 


With its extra-deep blade and 
oversize drive gear, it never 
slips, never skips . . . always cuts 
cleanly. Exclusive floating blade 
gives effortless release. Popular 
price, top value ...a sure seller! 


a complete line of 


can-punch bottle opener 


+ ‘ — = 
DP peti a 
DELUXE TU-WAY KING SIZE 


—=aew 


TU-WAY ‘A9-ER 


€dlun 


Burlington, Vermont 
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KITCHEN 
Laele) 





so™ GARDEN TOOLS 


\ Order a basic inventory and free display now! snoves 


new DiSSTON GARDEN CUTTING TOOLS 


8” Hedge Shears 30-A 


Typical of the fine tool 
styling throughout the 
Disston-1960 line... 
styling and quality 
that turn an 

impulse into 

a sale! 





Here’s your complete Disston garden tool ‘‘selling center” package 


Disston-1960 Garden Tools are styled by 
Raymond Loewy Associates to spark volume, 
self-service sales! Each tool has the genuine, 
Disston-quality cutting edge that cuts faster 
. . stays sharp longer. 
Your NRHA-selected, display inventory 


includes: Hedge Shears, Grass Shears, Prun- 
ing Shears, Lopping Shears and Pruning 
Saws ... every popular type of gardening 
hand tool. Nominal retail value, $70.17. 


Dealer net, $46.69. YOUR PROFIT, $23.48. 


Here’s how Disston is supporting and promoting your display 


A new, authoritative “Pruning Guide” and 
unique “Pruning Calendar,” both written 
expressly for this promotion, are FREE to 
you, for FREE distribution through your 
store. You're also supported by advertising 
in BETTER HOMES and GARDENS, 
HOUSE and GARDEN, and SUNSET; 
“silent salesman” hang tags; 4-color cata- 
logs; literature; direct mail items and bright 
window banners. 

Send for complete details, now. 

Disston Division, H. K. Porter Company, Inc., 
Philadelphia 35,Pennsylvania. 


ee re TT eer eo ee 


Send me the Disston-1960 Garden Tool | 
Catalog, ““Pruning Guide”’ including the 
Pruning Calendar, and Display order 


blank. 


STORE NAME 





ADDRESS 





CITY 








ATTENTION, MR 





p-------------- 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
L 


DISSTON DIVISION p f H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—-THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION: 
PEERLESS ELECTRIC DIVISION; Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, 
VULCAN-KIDD STEEL DIVISION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, 
H. K. PORTER COMPANY de MEXICO S.A.; and in Canada, Refractories “Disston” Tools, “Federal” Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD. 


Want more facts? Circle 224, p. 99 
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SEND FOR CATALOG, § 
DISPLAY INFORMATION & 
AND JOBBER’S NAME 


NAME 





TITLE 





COMPANY 





STREET 





CITY/STATE 





IMPULSE 
VISE 
SELLER 


y> 
f€! § 
\ 











Free vise display hangs on peg 
board tool wall or stands on 
counter. Sells Simplex vises on 
sight for high profit. 


Simplex vises really move when 
they're shown on this eye-catch- 
ing merchandiser. Unit given 
free with order of 5 Simplex 
utility vises (V-5 Deal). Sell the 
| high profit, fast turnover line. 


|Desmond |! 
| Simplex 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 
ae 
Want more facts? Circle 225, p. 99 
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Convention Calendar 





(Continued ) 


Southern Wholesale Hardware 
Assn. & the American Hardware 
Mfrs. Assn., April 10-13, at Hotel 
Roosevelt, New Orleans. SWHA 
managing director, Ralph E. Kirby, 
806 Peachtree St. N. E., Atlanta, 
Ga.; AHMA secretary, Arthur L. 
Faubel, 342 Madison Ave., New 
York 17. 


Worth Hardware Co., Inc., New York, 
N. Y., April 3, Dealer Show at New 
York Trade Show Bldg. 


State Events 


South Dakota Retail Hardware Assn. 
Convention, Mar. 22-24. Hotel head- 
quarters and sessions at Marvin 
Hughit Hotel, exhibits at Huron 
Arena, Huron. Harris T. Benson, 
2108 S. Western Ave., Sioux Falls. 


Texas Wholesale Hardware Assn. & 
Texas Hardware Boosters Club Con- 
vention, June 16-18, at Hilton Hotel, 
San Antonio; Howard Weddington, 
1327 National City Bldg., Dallas 1, 
secretary-treasurer. 


Sign urges customers 
to serve themselves 


Umpqua Valley Hardware, Rose- 
burg, Ore., is normally a clerk- 
service store. But every store has 
busy days and hours when it just 
can’t wait on every customer at 
once. 

The result is often walkouts and 
lost sales. 

Umpqua Valley Hardware saw 
the problem and did something 


Gre you in a hurry ‘2 
Those whe wish to serve themselves 
FEEL FREE TO DO SO 
hewn group your purchases 
together on wrapping counter 


inte vey Omt fanseen Ack @ CLERK TA CHEEK vou tur 


about it. The solution is the sign 
shown. It puts customers at ease 
during busy spells. 

Some customers are reluctant to 
help themselves in a service store. 
Some such customers have reported 
that they “feel like shoplifters.” 
But a sign that encourages self- 
serve puts the burden on the store, 
and puts the customers at ease. 


‘WEEK IN AND OUT 
MONTH IN AND OUT 
YEAR IN AND OUT 


our ads direct, and will continue 
to direct millions of customers to 
hardware stores, . . . to your hard- 
ware store, for their Water Master 
tank balls. 


A small stock will enable you to 
enjoy these easy sales, the year 
‘round. 


SELL THE 
GENUINE 


WATER 
MASTER 


The Hardware Man’‘s 


TOILET TANK BALL 


America’s Largest Seller 


Want more facts? Circle 226, p. 99 








America’s Fastest Selling, 
Most Advertised Line of 
Rat and Mouse Killers— 
Outsells All Others 
Combined! 


Pre-Sold To Your Customers 
Through Powerful Radio, Maga- 
zine, Farm Journal, Local News- 
paper Advertising! 

GET TOP TURNOVER— 


BIG PROFITS with d-CON 


THE d-CON COMPANY, INC. 


1450 Broadway, New York 18 N.Y 


Want more facts? Circle 227, p. 99 








MAKE 25% PROFIT NOW! 


e $200 to $300 
for Customers 


MODERN MIXER 


it's portable 


Yes, thousands of prospects 
right in your own area will 
be enthusiastic buyers of 
the MODERN MIXER. 
This unit does a variety of 
jobs eliminating the need 
for large bulky mixing 
equipment or hand labor in 
small mixing jobs. 


HUGE WAITING MARKET 


Just look at this goldmine of prospects . 
Homeowners, builders, bricklayers, stone- 
masons, gardeners, farmers, painters... 
dozens of other fields. 


The Modern Mixer is the Quality mixer. 
It is made of 100% al! welded steel con- 
struction. Chain and sprocket completely 
enclosed for safety . Many other out- 
standing features. Write for details. 


Modern Mixer comes complete with agi- 


tator, motor and pail $64.95 FOB Pasa- 
dena, Calif. 








MODERN MFG. CO. wa 


160 NO. FAIR OAKS AVE. ¢ PASADENA, CALIF. 
Want more facts? Circle 228, p. 99 





uiretiMe = Erm” GuARANTEED 


ONE HANDER 
=~ RATCHETING WRENCH 
mee AUTOMATIC PERFECT FIT 


FOR RNUTS ar 
OR PIPE 9 
FROM $1 85 


>>> 3 POINT GRIP < < < 
More than twice as fast as a standard wrench! 


15001.03 CALIFA. 
TEC IMPORTS «¢ vVaN NuYS. CALIFORNIA 


Want more facts? Circle 229, p. 99 
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HY POMOS 


Soluble PLANT Tele). Complete 


FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns 
gardens. Produces vigorous, beautiful growth in all plants quickly. Pays 
dealer 334% profit. Attractively packaged for display. Does not deter- 
iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 
Retail Price Dealer & Grower Cost 
Y, ov. t. 15¢......48 to case. — wt. 3 ibs.......$480 case 
2 o7. 2% 36 to case. — wt. 7 Ibs.......$6.96 case 
5 o7. 9¢ 24 to case. — wt. 11 Ibs...... .$9.44 case 
10 oz. 12 to case. — wt. 12 Ibs...... $8.00 case 
2 Ibs. ; _— ~ . Ibs. $9.80 _ 
5 ibs. can $4.95 ..... - 4 Ibs $13.20 cas 
Larger Sizes Avaiteble “if febhes Can't Pham By Order Direct. 


Write for list of other ONeX home and garden products. 


HYDROPONIC CHEM. CO., Copley 21, Ohio, U.S.A. 


Want more facts? Circle 230, p. 99 








NEA) LOW-PRICED 


Portable Electric 
Atomizing Humidifier 


Here’s a new portable humidifier that’s bound to be a profit 
leader for you! The Model 50 MISTILATOR is a portable elec- 
tric atomizing humidifier that features the ultimate in perform- 
ance and economy. It operates on an aerosol principle in which 
water is atomized at the rate of | pint per hour rapidly and 
evenly, without wetting the surrounding area. This produces a 
suspension of minute mist-like particles in the air. 

The MISTILATOR 50 uses no more electricity than a small 
light bulb and can be plugged into any electrical outlet in the 
home. Its attractive polished aluminum and stainless steel con- 
tainer is corrosion resistant. 

The MISTILATOR is quiet in operation and is recom- 
mended for homes, offices, apartments, hospital wards, etc. It 
will adequately humidify up to 8000 cubic feet. 


THE SKUTTLE DEFENSOR 504 This unit operates on the same 


aerosol principle as the Mistilator, only in a larger capacity. 
The DEFENSOR 504 has a 
reservoir capacity of 8 pints 
of water, and will ade- 
quately humidify areas up 
to 12,000 cubic feet. It is 
made of corrosion-resistant 
synthetic parts that 
insure long life and 
trouble-free per- 
formance. 





WRITE TODAY FOR COMPLETE INFORMATION AND PRICES 


Staats | 


MANUFACTURING COMPANY 
MILFORD, MICHIGAN 
Want more facts? Circle 231, p. 99 
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BE SURE YOUR UL) 


POWER TOOL STOCK IS UP 


7,500,000 Popular Science Coupons Promise You 





SOLDER GUNS 
$5.95 to $15.95 



































Each page of the Popular Science special insert 
for April will feature a WEN tool plus a coupon 
good for from 70c up to $3.40 on the purchase 
of extra saw blades, twist drills, sandpaper and 
accessory solder gun tips. These coupons are 
valid only on purchase of WEN tool specified. 


Mr. Dealer: All WEN tools purchased by you, 
from now through April 30, 1960, for this 
“SPECTACULAR PROMOTION CAM. 
PAIGN” will be plainly labeled “PR” Models. 


These “PR” Models will be packaged with the 
extra items (blades, drills, etc.) promised on the 
face of the Popular Science Coupon. You need 
only accept the customers coupon and destroy 
it. There is no need for further handling. 


Just be sure to stock up on the WEN PR Models! 
Ask your distributor for the complete story! 

Or write to the factory for details! 

This program ends June 1, 1960 after which 

coupons are no longer valid. 


...But don’t wait until April, start now 


EARLY BIRD Coupons 


FOR YOUR PREFERRED CUSTOMERS ARE AVAILABLE NOW 


—free—from your distributor . . . so you can do 
your own advanced promotions! And for added 
prestige— greater sales impact “Early Bird” cou- 
pons are over-printed “for preferred customers”! 


Thirty-three ways to merchandise “Early Bird” 
coupons are fully detailed with complete pro- 
motion plans and instructions—use them as 
envelope stuffers for special mailings, store 


passouts, etc.—thirty-three ways in all. 


There are five different coupons, one for each 
WEN tool. So you can merchandise each tool 
individually -or the entire WEN line—it’s your 
option—and all coupons are self-merchandising! 
Give a complete product description. Ask your 
distributor or write Wen Products, Inc., for the 
traffic-building, profit-making details. 


TEAR OUT 
and display 
this 

store 
banner 


PRODUCTS, INC., 5810 Northwest Highway, Chicago 31, Illinois 


Want more facts? Circle 232, p. 99 
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WE REDEEM 
WEN PREMIUM 


COUPONS 


TOOLS 


Want more facts? Circle 232, p. 99 
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We're Building Shellac Sales for You! 


bea 
sealed 








Shellac information Bureay @ 51 Pine Street, New York 5, N. Y. 
Want more facts? Circle 233, p. 99 


The new fluorescent 


DAY-GLO SIGNS 


BRILLIANT "“JET-FIRE'' RED and midnight | 
black make these all metal, weather-proof | 
Hy-Ko signs fast, fast, fast sellers. For use 
indoors/outdoors. 1!4'' wide x 10" high, with 

2 holes for easy mount. | 
ASK YOUR JOBBER about Hy-Ko Assort- 
ment No. 800—5 doz. (your choice of 20 most | 
popular and fastest selling wordings), retail- 
ing per sign, 50¢. Order 

early, and order enough. 

They sell all year ‘round. 








FREE! su metal sales- 
creating Display Rack 
with each assortment. 











% wo 
\ i V i 


“You'll roll up extra profits when you suggest 
“SCOTCH” BRAND Masking Tape with every paint sale.” 





"The Hallmark of 
Better Letters, 
Signs, Numbers" 





HY-KO PRODUCTS CO., Cleveland 3, Ohio 
Want more facts? Circle 234, p. 99 





SCOTCH IS A REGISTERED TRADEMARK OF THE 3™ CO. 
Miinnesora Minne AND Maanvracrurine COMPANY 


-+» WHERE RESEARCH IS THE KEY TO TOMORROW SS 


gQ 





Te) ho 41 el. 
SCREWDRIVERS 


mlehitigtale Mail-meOlalelbaleL 


ee re SE Le) Seerreere ee 


Exclusive, patented LOK-BLOK prevents blade 
drive through and twisting. 


-% Quality Unsurpassed—Performance Unequalled 
\\ Hexagon blades of finest chrome vanadium 
| steel tempered entire length, chrome 
plated. Handles of unbreakable, fire 
resistant Tenite II specially shaped 

for sure grip, comfort. 

Both lines have the specially 
engineered crosspoint bit 
—recognized as the 
best. Bit fits both 
types recessed 

head screws. 


UPSON BROS., INC. 


The ONLY Full Featured Drivers pocnester 14.N.Y. 


Want more facts? Circle 235, p. 99 


HOLD-E-ZEE 
The Original Auto- 
matic Grip Screwdrivers 


Famous spring action Gripper 
recedes deep into handle 
giving full blade use. 
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UPSON 
Standard 
Screwdrivers 


Have same top qual- 

ity and outstanding 
features (exce ept Grip- 
per) of celebrated HOL 
E-ZEES—but low priced. 


HOLD-E-ZEE & UPSON LINES FEATURE 
SEL-FAST MERCHANDISING UNITS 


ad ae oe ry til 


1) ' ae Til 
on 





GILES H. DuSELL, sales 

engineer for the Thor 

Power Tool Co., Aurora, 

Ill., celebrated his 50th 

year with that company in 

December. He began with 

Thor as an assembler in 

1909. Later, he became 

service manager and assis- 

tant branch manager of 

the motorcycle division in 

Chicago. In 1916, Mr. Du- 

Sell joined the Thor sales 

division, covering the Chi- 

cago and Wisconsin territory. In 1921 he trans- 

ferred to Milwaukee where he opened Thor’s first 

branch there in 1925. From 1936 to 1940, he 

served as factory training representative for all 

Thor branches. In 1940, he moved to his present 

position as director of sales engineering at the 

home office. Mr. DuSell has an other accomplish- 

ment. While observing an associate attempting 

to drive screws with an air drill, he decided there 

was a better way. Soon after, he invented the 

first power screwdriver. Mr. DuSell served in the 

Motor Transportation corps in France during 

World War I. His hobby is his basement machine 
and woodworking shop. 





NEW "DUAL DOZEN” 
DISPLAYS 2 BEST SELLERS 


At 98¢, Green Thumb” sells best, 
At 69¢, Juleps” sell the rest 


Edmont Inc. 


Coshocton. Ohio 


Want more facts? Circle 236, p. 99 
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Any Way You Look at it... 
It’s Easier to Sell 


EMPSTE,? 


America’s Complete Line 
of Water Systems 


It’s always easier and 
more profitable for a 
Dempster Dealer to do 
business... 


.. because whatever a 
customer wants his cus- 
tomer can get... 


single stage Jetmaster 
Deep or shallow well 


“AI 
GRAPHITE 


THE DRY. LUBRICANT | 
WITH 1000 USES 


205 Graphite has never been 

improved on for forming a protective, 
lubricating, low friction film impervious 
to heat, cold and moisture. Penetrates 
smallest cracks ... wears in... not out! 


Case lots of 1 and 5 pound packages; 
25 pound drums. Prices and 
information on request. Ask your 
wholesaler or write us today. 


Wholesalers’ inquiries invited. 


GP-283-1 


THE UNITED STATES GRAPHITE COMPANY 


DIVISION OF THE WICKES CORPORATION, SAGINAW 9, MICHIGAN 
Want more facts? Circle 238, p. 99 





6 
A SOLDER iN 


Dual Jetmaster R ID we Bi Pe ~ it or 


paste—from eye-catching counter mer- 
chandisers. Get repeat sales because 
customers prefer RUBYFLUID, the solder 
that is fast acting... wets out freely 
; . makes strong, neat unions... 
easy to use. 


amet : >... oe RUBY CHEMICAL CO. 
ulti-Stage 3 » 7 -_ 
§ Jetmastert a lows 58 S. McDowell St., Columbus 8, Ohio 
two or ee Bae @ 
three stuges 


Deep or shallow well 


.there’s a Dempster 
Water System to meet his 


.and every 
Dempster pump is 
tops in perform- 
ance, engineering 
and construction... 


Want more facts? Circle 239, p. 99 








TM=4 Fastest seLuinc-wAst- 
AWAY PAINT REMOVER supports your 


Spring Season with 34 Advertisements in: 
Life — Saturday Evening Post — Better 
Homes & Garden — McCall’s — Ladies Home 
Journal — American Home — House Beautiful 
— Living for Young Homemakers 


More than 80 years of 
water system experience 
guarantees full satisfac- 
tion. 


Alse Submersible Pumps, Sump Pumps, Windmills 


, DBEMPSTER 
WATER MILL MFG. CO. 


SUPPLY Home Office and factory: 
Beatrice, Nebraska 


For fast service, Dempster 
branches and warehouses are 
located in Amarillo, Denver, Des 
EQUIPMENT Moines, Kansas City, Oklahoma 


a | City, Gmaha, San Antonio, Sioux Winfield Brooks Company, Woburn, Massachusetts 














Want more facts? Circle 237, p. 99 
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IS THE 


PROFIT 
LINE &Z 


- 
Pa 


ball bearing 
_FAUCET WASHERS 


ma, 


pve we, a 
(ere man 


€s 


THe WUPERN" ne 


18” and 20” 


Unusually long life. Freedom from service delays and expense. Finest 

grass cutting results. Extremely safe in operation. Easy handling. 

Quick-set height cutting adjustment. Convenient handle mounted 

throttle control. Briggs & Stratton 2!/, HP. 4-cycle motors with recoil 
starters. 


as 
| THE aildin LINE 
WwWawm) 19” and 21” 
FULL VALUE PACKAGE \ Close trimming. Easy handling. Peat 


cutting efficiency. Quick-set height 
control. Convenient handle mounted 
throttle controls. Engineered for 


ES cgee maximum safety. Two piece handle 

Een - i adjusts to height of user. Dependable 

rae ee ae Briggs & Stratton 4-cycle motors with 
* ” 4 ' , eS 


recoil starters. 19” model 2 HP - 21” 
Heal contains 12 convenient space saver boxes 
of cotter pins. Popular shelf sizes of pins 


2'/. HP. 
to select from. One price seller—all sizes. 


Ask your jobber for the WW list of pack- 
aged cotter pin sizes. EDGE’N TRIM 


Waw) No. 50 It's an edger. It's a trimmer. Stand up 


control of alll operations. Easy to handle. 
| TOOL BOX" ASSORTMENT Handle mounted throttle controls. Saves 

hours of time and back-breaking labor. 
2 


Handy Counter Carton Briggs & Stratton 2'/2 HP 4-cycle engines, 
contains 24 with suction feed, chokamatic carburetion 
assortments. and recoil starters. 


Sa Ves ule ees : . Each gee” Oy It will pay you to investigate the COOPER 


LINE and learn how you can make your 
power mower business show a healthy 

plated steel), profit at the end of the selling season. 
ALL ONE PRICE OG Kx 5" to Write TODAY for full information and 
| St Vy x 14" incl. informative literature. 


e stop leaky faucets for good 
e buna-n cap 

e stainless steel ball bearings 
@ naval bronze housing 


ARDMORE PRODUCTS CO., CONSHOHOCKEN, PA. 


e*eeeeee7neeeeeeeeee @ @ 
Want more facts? Circle 241, p. 99 sent 





, eS ale a 
Eliminates broken packages , a , LR assorted pins 
and individual pricing RA (plain or cadmium 


Ask your jobber for 


your cost on these WW items. Sutll for those whe Want the Best 
PRODUCTS COMPANY COOPER MANUFACTURING CO. 


ae estan | 409-411 S. FIRST AVE., MARSHALLTOWN, IOWA 
Want more facts? Circle 242, p. 99 Want more facts? Circle 243, p. 99 
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The TOP QUALITY BIT 
for PROFESSIONAL USERS 


and those who 


WANT THE BEST!... 


Hit 


Carbide-Tipped 


MASONRY 
BITS 


For drilling in ANY MASONRY from 
PLASTER to TILE. Sizes %," to 1%” 
diameter. 


Drill holes faster, easier, and at a 
lower cost than by using outmoded 
steel star bits. The reasons are in 
these features found only in Cyclo- 
twist Bits: — 


GROUND CARBIDE CUTTING EDGES 
NO CARBIDE HANGOVER 

CARBIDE TOP IS COPPER BRAZED 
FOR LONGER BIT LIFE. 

SPIRAL FLUTES ASSURE POSITIVE 
DUST REMOVAL FROM 

CUTTING ZONE 

HEAT TREATED, HIGH QUALITY 
ALLOY STEEL 


For use in any rotary electric drill. 











Display the 


NEW! 


PB-59 
PEG BOARD 
MERCHANDISER 


Here's a ‘‘STOP-LOOK- 
BUY" display that 
gives you a ‘‘balanced 
stock’’ of fast moving 
Cyclo-twist Bits at o 
minimum investment. 
Disploy Contains 16 Bits: 4 each a — Ye” — He” 
2 each %” — 2” 
RETAIL VALUE $35.86 Subject to your discount 
The product — the national advertising — and this 
great display will bring you sales and re-sales. 


— for the “DO-IT-YOURSELF” Market 


No other low-priced bits are as 
satisfactory when drilling in or- 
dinary masonry. Each bit is indi- 
vidually carded for quick sale. 


a _ THERE'S REAL EXTRA PROFIT FOR 
we) |= YOU WHEN YOU SELL THE COM- 
suet 4«=©PLETE NEW ENGLAND CARBIDE 
meee LINE — with a policy that pro- 
tects you. 
ORDER FROM YOUR WHOLESALER 


TODAY or write us for name of your 
nearest wholesaler. 


NEW ENGLAND CARBIDE TOOL CO., INC. 
55A Commercial Street, Medford 55, Mass. 


Want more facts? Circle 244, p. 99 
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How's the Hardware Business? 





Farwell, Ozmun, Kirk expands its advertising 
service to dealers; issues 3 spring mailers 


Farwell, Ozmun, Kirk & Co., 
wholesaler at St. Paul, has been 
providing dealers with consumer 
advertising promotions for the past 
35 years, and is now offering a 
complete advertising service to 
dealers. 

Two spring circulars and a con- 
sumer catalog are the first promo- 
tions being offered this year. Deal- 
ers can choose any of the three 
promotions offered, and buy what- 
ever merchandise desired. A mini- 
mum purchase is not required. 

The merchandise used in the cir- 
culars and catalog were selected 
from F. O. K.’s records as the best 
selling spring items. 

The first promotion, shown here, 
is a 16-page catalog. It features 


- F hahii Sid bd iL ’ . on 2 


KS SALE. 


 SOUPON COUPON 


half of 
Four coupon 


172 merchandise items, 
which are specials. 
deals are included. 

Dealers make 28 percent profit 
on the special items offered, and 
33 1/3 percent on the regular 
priced items. 

A 122-piece store trim kit, with 
ad mats, is available with this pro- 
motion. 

The second promotion, a “Spring 
Bargains” circular, features some 
75 merchandise items, along with 
two coupon specials. Half of the 
merchandise items are offered at 
special prices. 

The mailer is an eight-page, 
three-color, tabloid. Dealers profits 
are the same as in the catalog pro- 
motion. 

The third promotion is a “Help- 


ful Hints for Fishermen” circular. 
It is an eight-page, tabloid size 
mailer. Some 50 items are featured, 
several at special prices. 

Dealers can make 29 percent 
profit on the specials, and 40 per- 
cent on regular priced items. 

The mailers will be imprinted 
with the dealer’s name and address, 
and if desired, will be mailed di- 
rect to customers on the date the 
individual dealer specifies. 

The earliest mailing date to con- 
sumers for the catalog and Fishing 
circular is April 11. The earliest 
for the spring bargains circular is 
March 28. 

Four other promotions are sched- 
uled for later this year. They are 
a fall hardware circular, fall hard- 
ware catalog, toy catalog, and a 
holiday gift catalog. The last two 
can be used separately or as one 
complete toy and gift promotion. 


First month industrial 
sales up 18.1 percent 


Wholesalers selling industrial 
supplies started the year with a 
gain in sales. 

January sales for industrial dis- 
tributors were 18.1 percent higher 
than in January, 1959, reports the 
National Industrial Distributors’ 
Assn. 

Inventories at the end of January 
were up 9.9 percent from the same 
month a year ago. Accounts re- 
ceivable as of January 31 were 17.1 
percent ahead of the same date a 
year ago. 


December shipments of 
paint up 10 percent 


Factory shipments of paint, var- 
nish and lacquer totaled $119.6 
million in December. That’s 10 
percent more than the $108.7 mil- 
lion in shipments in December 
1958, the Commerce Dept. reports. 

Paint to be sold to hardware and 
other retail outlets, totaled $64.5 
million in December as compared 
with $57.3 million in December 
1958. 





Personal income rises 
$24 billion in January 


Personal income in January was 
at a seasonally adjusted rate of 
$393 billion. This was a $24.3 
billion gain on last January, and 
$1.2 billion more than in De- 
cember. 

The Commerce Dept. reports the 
advance centered in wages and 
salaries. These were up $18.9 bil- 
lion from January a year ago, and 
$2.2 billion from December. Pay- 
rolls in durable goods manufactur- 
ing reflected higher employment 
and longer hours in major steel con- 
suming industries. 

Wages and salary disbursements 
in non-durable manufacturing were 
up $3.1 billion from January a year 
ago, but unchanged from December. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Geo. Worthington offers 
8-page sale circular 

The Geo, Werthington Co., whole- 
saler at Cleveland, has prepared an 
eight-page circular for dealers to 
hold a Hardware Week sale. 

The circular is newspaper size, 
and is printed in three colors. Two 
coupon specials are used. 

The items featured in the circular 
are a combination of the specials 





being promoted by manufacturers 
as Hardware Week specials, and 
Worthington’s own specials. 

Items featured include house- 
wares, cleaning and painting sup- 
plies, lawn and garden equipment, 
outdoor play merchandise, electrical 
and plumbing supplies and tools. 

A store display kit is available 


The'?¥s NaN SALES APPEAL with this 
combination DISH-DRAIN PAN 


Retail $3.95 


RIGID 
LINEAR POLYETHYLENE 


A practical work saver, with an 

exclusive method of supporting up 

to 18 plates, with plenty of space 

for other dishes, silverware, etc. High : seubaagall tn petal daly tne, 
sides for no-splash rinsing and drains for hang-up display selling. 
direct into sink. Popular colors and 

labeled to sell itself. Order from your 

supplier with other fast selling Lustro-Ware. 


COLUMBUS PLASTIC PRODUCTS, INC, Columbus, Ohio 
Sales offices in principal cities of U.S.A. end Canada 


Want more facts? Circle 245, p. 99 








12 popular colors to 
match all wood 


finishes. 
coler® 
aotere! 


in 12 
ol! 
yshes! 


9 ae 
geet 


ct 
ae een FREE color folders, national 


advertising, publicity help [ 
you sell. 
Want tremendous repeat sales, 
top profits? Sensational new 
Woodblend Putty Pencils, on dis- 
play, sell themselves to wood- 
workers and home craftsmen. 
Everyone that works with wood 
needs a set to fill holes and rem- 
edy surface defects. 12 decorator 
colors to match any shade. Big 
ready-made demand created by 
national advertising and publicity. 


Write today for exciting profit was bile Peto 
story on Woodblend, Plastic Alu- FREE permanent counter display 


- ; : attracts attention. Provides an 
minum, Tub ’n Tile Sealer, Magic extra salesman for less than 1 


Wood and 35 other best-sellers. square foot of space. A-13982 


( Magic Iron Cement Co., Inc. 


5403 Bower Ave. « Cleveland 27, Ohio oe, 


America’s most complete line of quality repair products. 
Want more facts? Circle 246, p. 99 
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Dealer's Guide to B.F.Goodrich 


garden hose for 1960 


Here is the 1960 line of B.F.Goodrich garden 
hose. Use this guide to order your stock from 
your B.F.Goodrich distributor now. 

B.F.Goodrich garden hose will be featured 
in the NRHA’s Hardware Week promotion in 
April. There are many other sales aids to help 
you sell more hose. 


Ask your distributor salesman how, with only 
a modest inventory, you can serve a// of your 
garden hose customers. For name of your distrib- 
utor and free 8-page booklet giving complete 
specifications and describing free promotional 
materials available to you, write B.F. Goodrich 
Industrial Products Co., Akron 18, Ohio. 


PROFESSIONAL 


GARDENER'S $11 195 


Consumer price 


Waren avewve *QIS 


Consumer price 


IMPEUAL, $7195 


a. 775 
Consumer price Censumer price 


GARDEN CLUB $675 GARDEN CLUB +495 ares snag +95 


tans price Consumer price Consumer price 


Ridbber 


GARDEN CLUB 
(rei nforced) *695 
Yy’”’ green opaque 

Consumer price 


SIGNAL 
Y,"" black 
Consumer price 


——_se 7 eae 


Consumer price 


B.EGoodrich garden hose 


Want more facts? Circle 247, p. 99 
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New Wholesalers’ Aids 


(Continued) 





containing window banners, pen- 
nants, and pre-printed price cards 
for every item offered. This is 
supplemented by a newspaper ad 
mat kit containing two, three, and 
four column ads, plus over 70 in- 
dividual one-column ad mats. 


Corpus Christi offers 
spring sale circular 


Corpus Christi Hardware Co., 
wholesaler at Corpus Christi, 














Texas, is making available to deal- 
ers a 10 day sale promotion. 

The circular being offered with 
the promotion is entitled “Spring 
Carnival of Values.” It is tabloid 
size and printed in color. 


Van Camp issues 8-page 
Spring-O-Rama circular 


A spring circular featuring 87 
merchandise items and seven cou- 
pon specials is offered dealers by 
Van Camp Hardware & Iron Co., 
Indianapolis wholesaler. 

The theme of the circular is 








oa = a” 2 
THE NAME THAT SELLS 2 


IN THE PAC THAT ATTRACTS! 


¢ 
¢ 
a 


TRAPS 


What a trio for profit... Victor traps in eye- 
catching, self-selling visual ‘display pacs! 
When you handle Victor Traps, you sell more. 


| 
i 
i 
F Twin-Pac 
t make more profit because you've got the name, the 
t 
4 
4 
1 ™ 


package, the quality, and most important...a big NEW! no. m-17 


profit margin, to back you up. And with Victor pacs, Victor Easy-Set 
you — “‘one-at-a-time” sales and reduce shrink- Metal Mouse Trap 
age, too. on new 2-Pac Card 3 


Remember, all you have to do is display Victor 


traps in convenient pacs... they sell themselves! 


No. M-O Victor 


. 4-Pac 


from your wholesaler. 
ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. © PASCAGOULA, MISS. « BERKELEY, CALIF. « NIAGARA FALLS, CANADA 
Want more facts? Circle 248, p. 99 


Ask Your Jobber About 


KRYLON'S BIG DEALER 
SPRING BONUS OFFER 





® 


SPRAY PAINT 


The Brand with Demand 
COAST-TO-COAST 


KRYLON, INC. NORRISTOWN, PA. 


Want more facts? Circle 249, p. 99 
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PUT THIS BASIC TOOL TO WORK FOR YOU.. 
and watch it build PROFITABLE sales! 


Model 


HERE IS A TOOL DESIGNED FOR HARD WORK AND FAST SELL—SALES T-50. 
RESULTS PROVE THAT THE ARROW T-50 STAPLE GUN IS AMERICA’S a ee 
NO. 1 AUTOMATIC NAILING TOOL . . . PREFERRED BY DO-IT-YOUR- jue agg 
SELFERS AND PROFESSIONALS ALIKE FOR 1001 HEAVY DUTY FASTEN- STAPLE 
ING JOBS! THEY APPRECIATE ITS SPEED AND EASE OF OPERATION . . . GUN 
HOW IT SHOOTS A STAPLE WHERE EVER A NAIL CAN BE DRIVEN .. . ie 
10 TIMES FASTER, CHEAPER AND BETTER, TOO! DEMONSTRATE THIS ig 
FAST, POWERFUL STAPLE GUN TO YOUR CUSTOMERS! ONCE THEY 

DISCOVER FOR THEMSELVES ITS MANY TIME AND WORK SAVING 

FEATURES, YOU’RE WELL ON YOUR WAY TO A SALE. USE THIS BASIC 

TOOL TO SPEARHEAD THE FALL SALES OF INSULATION, CEILING TILE, 

ROOFING MATERIALS, WIRE FENCING, ETC. 


BE SURE TO RECOMMEND THE ARROW CEILTILE STAPLES 

TO YOUR CEILING TILE CUSTOMERS! GUARANTEES BEST TR aia | 
INSTALLATION RESULTS WHEN USED WITH 7 <i var, enn sie" 
ARROW’S T-50 STAPLE GUN! , : <7 1/2", 9/16" and 
CEILTILE staple for 





FOR EXTRA PROFITS——TIE IN THESE HANDY ARROW T-50 STAPLE GUN ATTACHMENTS 
WITH THE SALE OF WIRE MESH, SCREENING, ELECTRICAL WIRING, ETC.' 


Arrow's CEILTILE Staple is the one staple you can recom- 
mend with confidence to your ceiling tile customer . . . 
because it is the only staple specifically designed for this 
purpose. Unlike ordinary staples, CEILTILE Staples pene- 
trate perfectly without fracturing tile flange — thus 


eliminating the major cause of ceiling tile sag! Every customer who purchases wire mesh screening, electrical wiring, etc. needs 


these handy, interchangeable slip-on attachments that fit on front of T-50 Staple 


COMPARISON TEST REVEALS THE BIG DIFFERENCE YOU USUALLY CAN'T SEE! Gun for faster, easier fastening! Stock and sell them individually as needed, to your 


customers — for extra profits! 


THIS LOW PRICE JT-21 
LIGHT DUTY -y 
STAPLE GUN 

WILL SPUR 

SALES FOR 


ORDINARY STAPLE ARROW’S CEILTILE STAPLE THE T-50. 

e Often fractures the flange e Unique leg design drives flush, holds tight! 

e Staple loses 50% holding e Flange is never fractured . . . CEILTILE 
power penetrates perfectly! . 

© Sagging, wavy ceilings re- @ Special cement coating provides tremendous Show your customer the light 
sult holding power! tacking jobs this staple gun will 


) ) perform. Then suggest he take home the 
att se = OY LEADING CEILING TILE ACTORERS: No. T-50 for heavy duty nailing jobs. 


Remember, 


to SELL UP... 


ee Arrow Backs You With Heavy Advertising Support 
UP YOUR aN 


a. s) iy rs a 
eae PROFITS. 


RIALS 


List: $4.95 


'! ARROW FASTENER COMPANY, (NC. SOLD ONLY 
SS - &#&; — Mei P se ae ee wie THROUGH THE 
1 JUNIUS STREET ¢ BROOKLYN 12, N. Y. TRADE 


PIONEERS AND PACESETTERS FOR OVER A QUARTER OF A CENTURY 


Want more facts? Circle 250, p. 99 
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New Wholesalers’ Aids 


(Continued ) 





Spring-O-Rama. It is an 8-page, 
tabloid size circular, with color 
throughout. The merchandise items 
offered appeal to every member of 
the family. 

The items are priced to allow 
dealer profit margins, and offer 
consumers attractive markdowns 
from regular retail prices. 

A store trim kit is provided with 
the circular. It contains ad mats, 
price cards, pennants, window ban- 
ners, price stickers and rain checks. 


Wholesalers get binders 
for new catalog service 


The first mailing of the new 
catalog service approved by the 
National Wholesale Hardware 
Assn. was in January. 

NWHA approved the service at 
its convention last October in At- 
lantic City. (See HA Oct. 22, p. 
103.) The Southern Wholesale 
Hardware Assn. has also approved 
the catalog service. (See HA Nov. 
5, p. 138.) 

The January mailing by Catalog 
Service Div. of North American 
Press, Milwaukee, included two 
binders: one for catalog listings, 
and one for an index to each list- 


co: sh SOG enstinie ' ‘ 
: , a 4 


as eee ne 
ing as well as 160 catalog listings 
on hardware items. 

The catalog binder has a capac- 
ity of 3% in. It will hold one set 
of reproduction proofs sent to par- 
ticipating wholesalers each month. 
It contains divider sheets labeled 
for each month of the year to give 
quick and easy use of all listings. 

The index binder contains an al- 


Want to turn inventory twice as 
fast...to make profits double? 








: 
; e : 
&. _ “ 
; . , 7 -7*, 
em | 4 o*+,% 

o on 

} = : SF 

: a ae “a 

‘ 


°° ail .** 


Watch for April news on tbbounutd» FP, 
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EXCLUSIVE 


or 6 a af ee 


THE ONE 
AND ONLY 


LOCK-ON 
EXTENSION CORD 


CAT. NO. 51 


BIG in profit—BIG in demand. No other extension cord like it. The 
LOCK-ON connector automatically locks any standard cap, eliminates 
power interruptions. Coiled on colorful discs in 25’, 50°, 100’ lengths for 
peg, counter or stacks. Display it, sell it, reap the FULL profit. 


LOCK-ON RUBBER CONNECTOR 


NO. 50 


... and for extra sales and profits, show and 
U L APPROVED 


sell the LOCK-ON connector, individually us par. 


carded for fast sales. U L Approved. CANADA PAT. 


U L APPROVED 








532,559 
ORDER FROM YOUR WHOLESALER TODAY 


EAGLE ELECTRIC MFG. CO., INC. 


“PERFECTION IS NOT AN ACCIDENT" 


Want more facts? Circle 252, p. 99 
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‘a an 
ARROWAY s 3 DA AD | 


got it... nas 


WITH INSTANT VIGORO 
THE PROVEN* PRE-SEEDED ROLL-OUT GARDEN GOES COAST-TO- 
COAST ON NBC-TV THROUGHOUT YOUR SELLING SEASON 
Across the land, NBC-TV’s Garroway and Paar will be teamed with major 
magazines and dealer aids to spark powerful buying action among 81 
million Americans for JIFFY PLANTER .. . the top-profit roll-out garden 
that’s guaranteed to grow. 


JIFFY PLANTER PLANTS A GARDEN OF OVER 1,000 PREMIUM 
ANNUAL SEEDS — AS EASY AS THIS! 


1. Loosen top soil. 2. Roll out Jiffy Planter. 3. Keep well watered. 


ORDER NOW — BEFORE vas PROMOTION BREAKS! Cut it, shape it, plant it on slopes. Cellulose mat protects seeds from rain 
See your wholesaler, jobber or write direct and birds, discourages weeds . . . makes gardening a breeze for all ages! 


UNION WADDING COMPANY 


PAWTUCKET, RHODE ISLAND 
SINCE 1836 
Want more facts? Circle 253, p. 99 
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Wholesalers get binders 
for new catalog service 
(Continued) 


phabetical index to all listings by 
manufacturer and key number. All 
listings in the following months 
will be added to the index. Where 
necessary, the index pages will be 
reprinted to keep catalogs current 
and up-to-date. 

The service gives wholesalers 
three sets of reproduction proofs to 
keep up their catalogs pages. They 
include new products, changes in 
old products, and complete lines of 
merchandise that will enable sales- 
men and key customers to have im- 
mediate listings of all products pur- 
chased by the distributor. 


Manufacturers expand, 
move to new facilities 


Ajax Hardware Corp. has moved 
into its new plant in the City of 
Industry, east of Los Angeles. The 
new plant covers 2% acres of a 
nine acre plot. This is an increase 
of more than 100 percent in space 
and production facilities. 

Eldon Manufacturing Co. will 
merge facilities with Ungar Elec- 
tric Tools, electronic division of 
Eldon, in a new 210,000 sq ft plant 
to be erected in Hawthorne, a sub- 
urb of Los Angeles. The new plant 
will consolidate in one facility op- 
erations now being conducted in 
seven plants. 

A. C. Gilbert Co. has leased addi- 
tional space to expand its New York 
City offices and showroom. The 
showroom will be used for promo- 
tional displays. 

Norge Div. of Borg-Warner Corp. 
will build a million square foot 
plant at Fort Smith, Ark. The new 
plant, together with equipment, will 
cost in excess of $10 million. 


Business failures dip 


Business failures for the week 
ended Feb. 11 were 317, or one less 
than in the previous week, but 25 
more than recorded in the same 
week a year ago, according to Dun 
& Bradstreet, Inc. Business fail- 
ures in 1960 are 1,752, up 44 from 
the 1,796 in the same period a year 
ago. 





Want to have more women shop 
more often in your store? 











A 
Watch for April news on Ridbermuaids PP resin 
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Don’t buy any Garden Hose Menders & Couplings until you see 


KLAMPON 


-the Re-usable Menders & Couplings that obsolete them all! 








FOR PLASTIC OR RUBBER HOSE, SIZES 7/16", 1/2", 5/8" 


f | 
y ©) a 
The only tool you need is your THUMB! 


Just insert hose and press lever down! 


KLAMPON MENDER-COUPLING mends plastic or rubber hose instantly. 
No prongs to pound. No threads to turn. No Hose clamps to tighten. 
KLAMPON FEMALE COUPLING replaces worn, bent female couplings. 
KLAMPON MALE COUPLING replaces leaky male couplings. 

All KLAMPONS are re-usable. Simply lift lever to remove. 

Made from solid, rust-resistant metal with tempered steel spring. 


Ask your jobber or write us for name of nearest supplier. 
WRITE FOR 1960 SPRING CATALOG © FRANKLIN METAL & RUBBER CO., HATBORO, PA, 
Want more facts? Circle 254, p. 99 
HARDWARE AGE, March 10, 1960 © 169 





PATENT NO. 2.725.246 





YOU GET 


GREATER PROFITS, 


FASTER TURNOVER 
with GENERAL! 


CLEAN-OUT AUGERS 

WORK WHERE CHEMICALS FAIL 

For clogged drains and closets; equipped with 
packaged 


adjustable rotary handle; individually 
in attractive counter display carton. 


STEEL TUBE CLOSET AUGER 


oe 


The most practical and sanitary device for 
removing obstructions from closets. Ideal for 
home use. 


ALL-NEW SPIN-A-ROD 
DRAIN CLEANER 


LOW COST 
COMPACT 
WORK FAST 
EFFICIENT 


SANITARY PREVENTS 


MESSY FLOORS 


For most home waste 
” lines; easy to use. Bulb 
wen of Boring Gimlet; with “18” or 25’ of ”’ 


FLAT STEEL 
SEWER 
RODS 

A sturdy tool for 


cleaning waste 

pipe and sewers. 

Equipped with 
combined rc ler ball spear head and adjustable 
metal grip handle. 


Send for complete information. Distributors 
throughout the United States and Canada. 


GENERAL WIRE SPRING 


COMPANY 
908 South Sorah Street, Pittsburgh 3, Pa. 


Want more facts? Circle 255, p. 99 
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Promotions 


Manufacturers’ New 
Merchandising Plans 








Cyanamid's Melmac gets 
television promotion 


American Cyanamid Co. will 
promote its Melmac dinnerware 
line on three television networks 
this spring. 

The campaign will start March 
16, and will include the Jack Paar 
Show, Beat The Clock, Who Do You 
Trust, Love That Bob, and On The 
Go. 

Included in the spring promotion 
campaign will be store visits by 
Melmac merchandising teams, and 
the setting up of Melmac Center 
promotions. 


Local promotion kit for 
1960 Homko mower line 


A local promotion kit to help 
dealers promote Homko power 
mowers is being offered by West- 
ern Tool & Stamping Co., Des 
Moines, Towa. 

The kit includes material for 
point - of - sale, newspaper, radio, 
television, outdoor and direct mail 
advertising. 

Also included is a 14-minute, 
16mm sound film, which shows all 
of the Homko products in action, 
and a “How to bring in extra busi- 
ness” kit containing 35 ideas on 
drawing traffic and_ increasing 
sales. 


Armstrong to promote 
floor covering on TV 


Armstrong Cork Co., Lancaster, 
Pa., has scheduled four day-time 
television shows to promote its 
Vinyl Accolon rotogravure floor 
covering. 

The schedule, which began 
March 1, includes spot commercials 
on the I Love Lucy, Edge of Night, 
Love of Life, and Art Linkletter’s 
House Party shows. 

The first three programs will 
carry the commercials for a 13- 
week period, while House Party 
will be on a full season basis. 





ALL-POSITION 


| CHECK VALVE 


For steam, hot 
or cold water, 
oil, gas and 
compounds. 


Designed for rugged service. Also 
available with Buna rubber poppet for 
use with air or cold water. Sensitive in 
operation. Work in any position. Made 
in seven sizes, 200 lbs. pressure. We 
will design special Check 
Valves; tell us your 
needs. Write for Bulle- 

tin 302 and prices 


Order from your jobber. 
STRATAFLO PRODUCTS, INC. 


FORT WAYNE INDIANA 


Want more facts? Circle 256, p. 99 





THE er CALLS 


DYKEM 
STEEL BLUE’ 


Ste 


pai | 
Dies and 


Po 

] aie on cap ‘ho 

for applying 

face read dy for yout ina jw minutes. 
The donk blue background ee the 
scribed lines show up in 

prevents metal glare. Snevennee | effi- 
ciency and accuracy. 


Write for full information 


= THE DYKEM COMPANY 


Established 1920 
23058 North 11th St. «© St. Lovis 6, Mo. 
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Manufacturers’ Promotions Want4 times moresales and profit 
per square foot in your store? 





(Continued ) 


Skil Corp. has new line 
of garden power fools 


y’ ya 
Power shrub and grass shears nS SAS ( 


have entered the garden tool field. 
Skil Corp., Chicago, has announced 
a new lawn and garden line featur- 3 Rlemaid 
ing two electric shrub and grass 
shears. The line also includes two 
electric hedge trimmers. 

William K. Downey, vice-presi- 
dent for marketing, says “they are 
the first power tools that trim 
grass, edge sidewalks and flower 
beds, shape shrubs and evergreens, 
and clip flush to walls and under 
fences.” 

Both shears have scissor-action 
and self sharpening blades that cut 
cleanly in tall grass and weeds, ac- 
cording to the company. The scis- 
sor-action blades, which do not 
throw dirt or stones, are a safety 


feature of both models. A full rp 
guarded blade area prevents mar- | Watch for April news on n Rbboamaih program 
ring of trees and fences. A slip Want more facts? Circle 251, 
clutch prevents tool damage if 
stones get caught in the blades. 
Skil’s advertising campaign for 
spring 1960 will include color ads 
featuring the grass shears and 
hedge trimmers in The Saturday 
Evening Post and Look magazines. Special 
Dealer display material for point- ) Br... Hardware Week 
of-sale promotion is also available 
on these items. 








Corning Ware to reduce 
6- - 
Royal Family Set price | piece “ra a 6-C 


Corning Ware’s Royal Family ; 
Set will be made available to deal- 11 different size openings 
ers in late March at a new and hh ae gy a 
permanently reduced retail price 
of $24.95, the company announced. 

The set previously included a 
deluxe 10-in. skillet with Pyro- 


ceram cover; three saucepans of Made by Vichek especially for Hardware regularly $2.98 


one, 1%, and 1% at capacities with | | Ten one me Ooneiata OF8 hesiy ton See your jobber 
Pyrex covers; two cradles; and two 


wrenches of the most popular sizes . . . 54,” to Salesman, TODAY! 
detachable handles. 7”. It’s the biggest wrench value of the year 


At the new price, only one han- .. . a sure best seller. a Wang ETE Ta 
dle will be included with the set. 


Hardware Week 
It can be used on all four items in "h1 Vichek Tool C irha 
the set. If purchased individually, Phe 00 CO. GOLD KEY VALUES 
the items in the new set with one Cleveland 4. Ohio ‘Si i: 


handle would cost $28.85 retail. 
Want more facts? Circle 258, p. 99 
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Contact your local 
Jobber or 





ll me BARBECUE 


By WEBER 
“THE QUALITY LINE™ 


* Porcelain Enamel Finish Cover 
and Kettle 


* Weatherproof and rustproof 

* Damper controlled heat 

* Simple economical operation 

* No moving parts 

* No service calls 

* Satisfied customers 

* Excellent unit profit 

* Sizes 14”, 18” and 23” diameter 
* Full line of accessories 


i) WEBER STEPHEN PRODUCTS CO. 


136 Commercial Road 
Wood Dale, illinois 








Want more facts? Circle 260, p. 99 





PERK-UP PROFITS WITH THIS 


ARCO. 


"ARCO 
JIG-SAW" 


with Circle-Cutter & Rip Gage 


NOW ONLY 
$99 5 
Retail 

(Was $10.95) 


NOW 
ONLY 


$g75 
(Was $9.95) 


BRAND NEW FEATURES 


® Attaches to ANY Y%"" a in i a 
with Exclusive ''Hioating Safety-Bracke 


@ New Low Prices for Mass Turnover. 
@ Full One Year Factory Guarantee. 


ASK YOUR JOBBER 


WRITE for LATEST CATALOG 





ARROW METAL PRODUCTS CO. 
ARCO 421 W. 203 St.,N.Y.34, N.Y. 


Want more facts? Circle 261, p. 99 
172 ¢ HARDWARE AGE, March 10, 1960 








This Gardner two-drawer spring 
cabinet really is the convenient and 
profitable way to stock and sell 
springs. Cabinet No. 933 contains 
the most popular sizes and type of 
extension and compression springs— 
218 springs in 79 sizes in coded 
compartments. Each spring is top 
quality, precision made and plated. 
Coded box refills always available 
from stock. One- and four-drawer 
cabinet assortments also available. 


Order from your jobber, or write us. 


Also Weatherstrips 
Clean-out Augers 
00 Pole Sockets 


ARDNER WIRE CO. 
1329 Se. Cicero Ave., Chicago 50, Ill. 
Want more facts? Circle 262, p. 99 








More small businesses 
receive SBA loans 


A total of 250 small business 
loans were made during January 
by the Small Business Administra- 
tion. 

On a cumulative basis, 18,521 
small business loans have been 
made since SBA began its financial 
assistance program in 1953. 

The SBA report on _ business 
loans approved in January, release 
No. 586, includes two loans to 
hardware dealers: 

A dealer in Kansas with three 
employees, $45,000. 

A dealer in Wyoming with three 
employees, $20,000. 


Bike Month is in May; 
Alan Ladd is chairman 


Alan Ladd has been named chair- 
man of the American Bike Month 
Committee by the Bicycle Institute 
of America, Inc. 

Mr. Ladd, a motion picture star, 
will help publicize the May promo- 
tion which will feature free inspec- 
tions, rules of the road, a series of 
safe riding tips, and a decal-type 
emblem certifying that each rider 
is familiar with the rules of safe 
riding. 

All bike outlets have been urged 
to develop local activities to help 
focus attention on the promotion. 


NASMD surveys members 
on handling of imports 


The National Assn. of Sheet 
Metal Distributors surveyed its 
members to find out how many 
were handling imported materials. 

Of those replying, slightly under 
half reported they were handling 
imported materials. The stocks of 
the foreign materials ranged 5 
percent to over 90 percent by 
individual product categories. 

The products mentioned most 
frequently by those stocking im- 
ported materials were copper and 
aluminum mill products, nails and 
wire products. A few members are 
also importing some coated steel. 

The association intends to sur- 
vey members again in a few 
months to keep in touch with 
developments. 





‘Ylas 


FILTER 


AMER 


ae 


Why aren't all filters WHITE? 


Honestly, we who make AMER-glas filters don’t know why all filters 
aren't WHITE! But then AMER-glas is the only nationally 
distributed filter made by filter specialists. Result: an engineered air 
filter of the highest efficiency. White and clean looking, free of prickly 
slivers, and with a built-in longer life. 

AMER-glas ... made by men who know how to make filters best, and 
how to help hardware dealers sell more of them. 


AMER-G/2S FURNACE AND AIR CONDITIONING FILTERS 


i nettinnes Ai Litter COMPANY, INC., LOUISVILLE, KY. © WORLD’S LARGEST MANUFACTURER OF AIR FILTERS 
Want more facts? Circle 259, p. 99 











Don’t let temporary stock shortages cost you fastener sales. When you 
need quick delivery, call your nearby Republic Distributor. You'll get 
delivery right now ...in whatever sizes and quantities you request! 

There are many reasons why you can count on your Republic Dis- 
tributor. Like you . . . he’s in business to stay. He understands your needs 
and your problems and works hard to help you meet them. 

As part of his service he stocks a full line of fasteners . . . employs an 
adequate staff... has a full-time delivery system geared to fill both 
emergency and normal requirements. 

Your Republic Distributor is listed in the Yellow Pages under HARD- 
WARE WHOLESALE. Next time give him a call for fast, dependable 
service on... 


BOLTS & NUTS - PLASTIC PIPE - STEEL PIPE 
ROOF DRAINAGE PRODUCTS - NAILS & STAPLES 


*. 
**eeeeee let 


ss p 
( P 


MORE THAN 20,000 types and sizes of bolts NEW BRITE-GARD FINISH gives added sales COLORFUL NEW COUNTER DISPLAY for NYLOK* 
and nuts are available from your Republic appeal and sparkling protection —a no- self-locking nuts illustrates typical NYLOK 
Distributor. Attractive spill-proof boxes give extra cost feature on all Republic electro- Nut uses—serves as counter tray to display 
displays visual appeal. zinc plated fasteners. six popular sizes. 


REPUBLIC STEEL CORPORATION 

SERVICE DEPT. HA-9115 

1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 
Please send more information on: 

C Flexible Plastic Pipe type FE C) Steel Pipe 


C1) Semi-Rigid Plastic Pipe type SRK 0 Bolts and Nuts 
2) Roof Drainage Products C) Nails and Staples 


REPUBLIC STEEL 


Name Title 





Company 
Address 
City 





Quality Supplies... Quality Supplird 
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News About Dealers: Star Hardware Opens 
New Store With Home-Modernizing Festival 





Hartford, Conn. — STAR 
HARDWARE AND PLUMBING 
SUPPLY Co., founded 44 years 
ago, has moved to its own 
one-floor brick building in 
the North End. A week-long 
festival featuring home- 
modernizing displays and 
demonstrations took place 
last month when the store 
opened at its new location. 
Parking is available for 40 
cars. Twelve departments 
are set up in the new store, 
including hardware, paint 
and wall paper, electrical 
supplies and fixtures, roofing 
materials, water pump sys- 


tems plus kitchen and bath- 
room remodeling. The store 
is operated by Charles and 
Sam Gellin and their sister, 
Mrs. Irene G. Fromson, all 
children of the founder, the 
late Hyman Gellin. 


Medicine Lodge, Kan. — 
Orland Deweese has pur- 
chased the BENEFIEL HARD- 
WARE Co. from the Benefiel 
brothers, Fred, Clarence and 
Ray. Mr. Deweese formerly 
owned the Corner Grocery 
and worked for the Doherty 
Lumber Co. 

(Continued on page 182) 





John Griffith Is Head 
Of Philadelphia Group 


R. Griffith, of Shields & 
Brother, Philadelphia wholesaler, 
is president of the Hardware Mer- 
chants & Manufacturers Assn. of 
Philadelphia. (HA, Feb. I!1, p. 
249). 


John 


Sherwin-Williams Co. 
Names Sales Director 


Robert H. Hill has been 
appointed director of sales 
for the Sherwin - Williams 
Co., Cleveland. He has been 
general manager of trans- 
portation, industrial mainte- 
nance and painter-mainte- 
nance sales since 1953. 

He will supervise domes- 


tic and export sales of the 
company from Cleveland. He 
joined the firm in 1917. 


Gamble-Skogmo Sales 
For 1959 Rise 19.4% 


Consolidated net sales of 
Gamble-Skogmo, Inc., Minne- 
apolis, for 1959 were $143,- 
123,142, an increase of 19.4 
percent over 1958. 

Earnings rose more than 
sales, and net income for 
1959, after taxes, was 41.3 
percent higher than for 1958. 

At the end of the year, 
2,296 retail units were as- 
sociated with the company of 
which 370 were company- 
owned stores. Seven new 
company-owned stores will 
be opened in suburban shop- 
ping centers. 


Lufkin Appoints Oltz 


Donald F. Oltz has been 
appointed to the newly- 
created position of assistant 
sales manager of the Lufkin 
Rule Co., Saginaw, Mich. He 
was west central division 
sales manager. Mr. Oltz 
joined the sales department 
in 1951. 
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NORMAN W. ECKHARDT 


Eckhardt Joins Barnes; 
Three Others Promoted 


Norman W. Eckhardt has 
joined Barnes Mfg. Co., 
Mansfield, Ohio, in the new- 
ly-created post of marketing 
manager. Three other men 
were promoted. 

Mr. Eckhardt was regional 
manager of Kellogg Switch- 
board and Supply Co. 

J. H. Hulse, Jr., with the 
firm nine years in sales pro- 
motion capacities, has been 
named manager of water 
system sales. 

W. D. Schneider was ap- 
pointed manager of pump 
sales. He has been with the 
firm nine years in sales ad- 
ministrative positions. 


J. H. HULSE, JR. 


WwW. D. SCHNEIDER 


P. E. Finical joined Barnes 
four years ago as advertis- 
ing manager and now he will 
handle sales promotion plan- 
ning in addition. 





3 Speakers to Discuss Builders’ Hardware 
In The 1960s at Pacific Coast Conference 


Three speakers will discuss 
the 1960’s and builders’ hard- 
ware at the Pacific Coast Re- 
gional Builders’ Hardware 
Conference. 

“What’s Ahead in The 60’s 
For Us” is the theme of the 
conference. Dates are May 
15 through 17, in Portland, 
Ore., in the Hotel Sheraton 
in the new Lloyd Center. 

Dr. George Cline Smith, 
vice-president and research 
economist, F. W. Dodge 
Corp., New York, will speak 
on the “Economic Future of 
the Building Industry of the 
60’s.” 


James Cawdrey, Cawdrey 
& Vemo Construction Co., Se- 
attle, will speak on “What’s 
Ahead in the Construction 
Industry for the 60’s.” 

C. M. Johnson, Washing- 
ton Steel Products Co., Ta- 
coma, will speak on “The Ef- 
fect of Imports.” 

The Oregon Builders’ Hard- 
ware Club will be the host to 
the 1960 National Builders’ 
Hardware Association-Amer- 
ican Society of Architectural 
Hardware Consultants Pa- 
cific Coast Conference. James 
Tice, Tice Hardware Mfg. 
Co., is general chairman. 
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Liberty Committeemen Bostwick-Braun Adds 2 Salesmen in Detroit; 


Kravitz, 


To Pick Bargain Items 


The Bargain-of-the-Month 
Committee of Liberty Dis- 
tributors, Philadelphia, will 
meet in Chicago early in 
May to review samples and 
prices and select items for 
the last six months of 1960. 

Manufacturers’ interested 
in submitting items for com- 
mittee consideration can con- 
tact Charles L. Reifsnyder, 
4300 N. Fifth St., Philadel- 
phia. 


Calvin Kaiser Heads 
Philadelphia Dealers 


Calvin L. Kaiser, Halloway 
Lumber Co., was re-elected 
president of the Retail Hard- 
ware Association of Phila- 
delphia. 

William Smith, Alsamite 
Paint & Varnish Co., was 


Cooper & Fitton, 
was elected a new vice- 
president. 

Charles Huff was re-elected 
treasurer. Herman G. Klein, 
Henning’s Store, was _ re- 
elected secretary. 

The association’s 40th an- 
nual banquet will be held 
May 24 at the Alden Park 
Banquet Hall. 


West Bend Aluminum 
Elects R. O. Lockman 


Robert O. Lockman was 
elected vice-president of sales 
at West Bend Aluminum Co., 
West Bend, Wis. He has 
been general sales manager 
and continues in that post. 

He joined the company in 
1940 and has been divisional 
sales manager for retail out- 
lets and assistant to the vice- 
president of sales. 





“Young Rebels” Is Group of Young Executives 
Organized in Southern Hardware Association 


A new organization has 
been set up in the Southern 
Wholesale Hardware Associ- 
ation. 

This group is the “Young 
Rebels.” Members are men 
under 45, who are in man- 
agement positions, or in 
training to be managers, of 
member wholesale companies. 

Top officer is the Colonel. 
W. A. Parker, Jr., Beck & 
Gregg Hardware Co., At- 
lanta, is the first Colonel. 
Second officer is the Lieu- 
tenant Colonel, now John W. 
Sheffield, Jr., Sheffield Hard- 
ware Co., Americus, Ga. The 
lieutenant colonel is elected 
by members and automatical- 
ly will succeed the colonel 
each year. 

Purpose of the “Young 
Rebels” group is “to interest 
the younger executives of the 
Southern Association mem- 
ber companies in the associa- 
tion and to provide a means 
for promoting their greater 
participation in association 


W. A. PARKER, JR. 


activities, to provide n.eans 
for obtaining more basic 
knowledge of industry meth- 
ods and techniques, and to 
promote good will and fellow- 
ship among members.” 

The group plans to hold 
clinics and seminars, and to 
carry on a program of study- 
ing problems of member com- 
panies. 

W. W. French, Jr., presi- 

(Continued on page 185) 


To Improve Service on Prodacts, Dealer Aids 


L. SMITH 


Bostwick-Braun Co., To- 
ledo wholesaler, is expanding 
its sales staff in the Detroit 
area. 

Two salesmen have been 
added to the staff. Bostwick- 
Braun now has 12 salesmen 
in the Detroit area. 

Expansion of the staff with 
experienced salesmen is to 
give dealers in the Detroit 
area better and more com- 
plete service both on the 45,- 
000 items the company now 
carries and also on merchan- 


MERLYN F. SMITH 


dising help and advice, ex- 
plains A. E. Hargreaves, 
vice-president and sales man- 
ager. 

The two new salesmen are 
Bernard L. Smith and Mer- 
lyn F. Smith. Both Mr. 
Smiths have been in the 
hardware industry more than 
25 years. Bernard Smith 
worked for Bostwick-Braun 
from 1927 to 1934. Both Mr. 
Smiths were with Buhl Sons 
Co., Detroit wholesaler. 





Entries Are Being Accepted Now in Contest 
To Reward Outdoor Living Lines Displays 


Entries are being accepted 
now for the first annual Out- 
door Living Awards Pro- 
gram sponsored by the Ham- 
ilton-Skotch Corp., New 
York. 

Awards are being made to 
recognize outstanding  pro- 
motions by retailers of pic- 
nic and outdoor living lines. 
Aim of the program is “to 
encourage even more activity 
on the part of retailers 
everywhere toward creating 
effective and outstanding 
promotions,” explains Nor- 
man B. Orent, Hamilton- 
Skotch president. (HA, Jan. 
14, p. 177.) 

You can enter the contest 
by submitting details of your 


Outdoor Living promotions. 
Any of the following are 
eligible. 

Displays, window, instore, 
sidewalk, or parking lot; ad- 
vertising; direct mail pieces; 
local publicity; contests in 
conjunction with a promo- 
tion; public service activities. 

Dealers participate by set- 
ting up a display and ar- 
ranging their promotion. 
Then dealers send in an 8 x 
10 black and white photo- 
graph of any display along 
with supporting material, 
and a statement of not more 
than two typewritten pages 
explaining the idea or theme 
and listing outstanding fea- 

(Continued on page 182) 


HARDWARE AGE, March 10, 1960 © 177 








News of the Trade 








\ Vi W/ \ / 
SStHe BIG NEWS FROM i) Z Pi 


UNION IS R-E-A-L- 


Schaffer Heads Hardware-Housewares Group 


=—— 





Introducing 2 All-New 
Mechanics’ Tool Chests 


Twin-Grip 
Model 7817 


“} 00 


FEATURES 


© Seamless design 


@ infra-rea baked silver 
dentone finish 


® Rust preventative 
undercoating 


@ Heavy gauge formed 
steel trays 


@ Water-shed Crown- 
Cover styling 

©@ Non-spill Twin-Grip 
cast metal handle 

© Heavy duty drawbolts 


® Continuous hinges, 
fully returned edges 


The r-0-0-m-y steeple-top tool box 


Many mechanics we learned, like the steeple-top 


Here's the kind of tool chest a man likes 
to use .. . the kind he wants to buy! The 
big feature is the twin-grip handle... a 
patented Union exclusive! Foolproof, hus- 
ky . . . designed to withstand a 400 Ib. lift 
{twice that required by government spec- 
ifications) it completely eliminates a 
time-wasting nuisance—spilling! Attached 
to it (and equally important) is a big, 
roomy quality chest built for rugged serv- 
ice, convenience and lasting tool protec- 
tion. Its crown top, wide overlap cover 
and seamless construction make it com- 
pletely weatherproof and leakproof. 


business, so—here it is . . . the spanking new 3119 . . . packed 
with traditional Union quality design and construction features. 
Check these features and we think you'll agree also that this new 
steeple-top chest provides more dollar-for-dollar value than any- 
thing yet offered for the money. It's a “eell-<c -on- —: item... one 
you'll want to stock heavily. 


JOBBERS! 
DEALERS! 
Cash-in on the demand 

these popular 
numbers. Order now! 
Literature and 
prices on request. 


@ Electrically welded construction 
© Embossed panelied body to add 
strength without extra weight 
® One-piece weathertight cover 
@ Weathertight handle mounting 

@ Extra heavy reinforced ends 
@ Continuous hinge 


@ Fully returned edges for safety 

and strength 

@ Full drawn ern tray with 
socket compartmen 

© Deep tote tray an convenient 
handles 

© New infra-red baked enamel 
finish—spruce green 


UNION STEEL CHEST CORP. 


7 a 4 Ob Ae, be, 4 4) 8 
Want more facts? Circle 264, p. 99 
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Kenneth H. Schaffer, second from right, of Farwell, Ozmun, Kirk & 
Co., St. Paul, was elected president of the Northwest Hardware- 
Housewares Club. Other officers from left to right are: A. W. 
Cullen, secretary-treasurer; Ray Nelson, Janney, Semple, Hill & Co., 


first vice-president; Mr. Schaffer; 
president. 


Monroe Kronstedt, second vice- 














Eastern Tool Marks 
Fiftieth Anniversary 


Eastern Tool & Mfg. Co., 
Belleville, N. J., is cele- 
brating its fiftieth anniver- 
sary. 

The company was founded 
in Newark by Adolf Montan, 
Carl E. Peterson, and the 
brothers Alfred G. and Carl 
E. Anderson, all Swedish im- 
migrant machinists. Carl E. 
Peterson, president of the 
company, is the last sur- 
viving founder. 

The firm supplies thoys- 
ands of small metal parts to 
other manufacturers and pro- 
duces assembled items, such 
as hand tools and hardware. 
Eastern Tool supplies ord- 
nance components to the 
U. S. armed forces. Sales in 
the first year reached $5,687 
and now exceed $5 million. 

Eastern Tool’s plant in 
Belleville, completed in 1946, 


contains all types of auto- 
matic machinery including a 
metal finishing department 
and tool and die making 
facilities. 


L. B. Hartnett Joins 
Patterson-Sargent Co. 


Leslie B. Hartnett has been 
appointed general manager 
of the Patterson-Sargent Co., 
Cleveland, a_ recently-ac- 
quired subsidiary of H. K. 
Porter Co., Pittsburgh (See 
HA, Jan. 28, p. 95). 

Mr. Hartnett was presi- 
dent of the Valspar Corp., 
Ardmore, Pa., for the past 
five years. 


Romar Elects Balazs 


John Balazs has been 
elected vice-president of 
Romar Plastics, Inc., St. 
Charles, Il. 





Builders Hardwaremen Elect 60 Officers 


Robert Hill of American Brass Co., thi 


third from left, was recently 


elected president of the Builders Hardware Club of Southern Cali- 


fornia. 
Robert Olson, 


Overly Mfg. Co., 
Sales Co., secretary. 


Other officers elected for 1960 from left to right are: 
Hoffman Hardware Co., treasurer; Paul 
Homer D. Bronson Co., vice-president; Mr. Hill; 
sergeant-at-arms; 


Nissen, 
Howard Loehde, 
and Roger C. Smith, Smith 


Want more facts? Circle 265, p. 99 > 
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Clay Picks 
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Mo 5 WARREN-TEEO 


tough, high carbon steel. Perfect anchor curve. 
No. 6 eye. Chisel and point. 
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Schaffer Heads Hardware-Housewares Group 
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Introducing 2 All-New 


Mechanics’ Tool Chests 


Twin-Grip 
Model 7817 


Kenneth H. Schaffer, second from right, of Farwell, Ozmun, Kirk & 
Co., St. Paul, was elected president of the Northwest Hardware- 
Housewares Club. Other officers from left to right are: A. W. 
Cullen, secretary-treasurer; Ray Nelson, Janney, Semple, Hill & Co.. 
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FEATURES 


© Seamless design 

@ infra-red baked silver 
dentone finish 

© Rust preventative 
undercoating 

@ Heavy gauge formed 
steel trays 

e@ Water-shed Crown- 
Cover styling 

® Non-spill Twin-Grip 
cast metal handle 

© Heavy duty drawboits 

© Continuous hinges, 
fully returned edges 


The r-0-0-m-y steeple-top tool box 


Many mechanics we learned, like the steeple-top 

chest. Giving customers exactly what they want is our 

business, so—here it is . . . the spanking new 3119 . . . packed 

with traditional Union quality design and construction features. 

Check these features and we think you'll agree also that this new 

steeple-top chest provides more dollar-for-dollar value than any- 

thing yet offered for the money. It's a “eun-< -on- —— item ... one 
you'll want to stock heavily. = 


Here's the kind of tool chest a man likes 
to use .. . the kind he wants to buy! The 
big feature is the twin-grip handle... a 
patented Union exclusive! Foolproof, hus- 
. designed to withstand a 400 Ib. lift 
{twice that required by government spec- 
ifications) it completely eliminates a 
time-wasting nuisance—spilling! Attached 
to it (and equally important) is a big, 
roomy quality chest built for rugged serv- 
ice, convenience and lasting tool protec- 
tion. Its crown top, wide overlap cover 
and seamless construction make it com- 
pletely weatherproof and leakproof. 


" JOBBERS! 
DEALERS! 
Cash-in on the demand 
for these popular 
numbers. Order now! 


Literature and 
prices on request. 


FEATURES 


®@ Electrically welded construction 

@ Embossed panelled body to add 
strength without extra weight 

® One-piece weathertight cover 

© Weathertight handie mounting 

@ Extra heavy reinforced ends 

© Continuous hinge 


®@ Fully returned edges for safety 

and strength 

© Full drawn seamiess tray with 
socket compartment 

© Deep tote tray with convenient 
handles 

©® New infra-red baked enamel 
finish—spruce green 





UNION STEEL CHEST CORP. 
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first vice-president; Mr. Schaffer: 
president. 


Monroe Kronstedt, second vice- 














Eastern Tool Marks 
Fiftieth Anniversary 


Eastern Tool & Mfg. Co., 
Belleville, N. J., is cele- 
brating its fiftieth anniver- 
sary. 

The company was founded 
in Newark by Adolf Montan, 
Carl E. Peterson, and the 
brothers Alfred G. and Car! 
E. Anderson, all Swedish im- 
migrant machinists. Carl E. 
Peterson, president of the 
company, is the last sur- 
viving founder. 

The firm supplies thous- 
ands of small metal parts to 
other manufacturers and pro- 
duces assembled items, such 
as hand tools and hardware. 
Eastern Tool supplies ord- 
nance components to _ the 
U. S. armed forces. Sales in 
the first year reached $5,687 
and now exceed $5 million. 

Eastern Tool’s plant in 
Belleville, completed in 1946, 


contains all types of auto- 
matic machinery including a 
metal finishing department 
and tool and die making 
facilities. 


L. B. Hartnett Joins 
Patterson-Sargent Co. 


Leslie B. Hartnett has been 
appointed general manager 
of the Patterson-Sargent Co., 
Cleveland, a_ recently-ac- 
quired subsidiary of H. K. 
Porter Co., Pittsburgh (See 
HA, Jan. 28, p. 95). 

Mr. Hartnett was presi- 
dent of the Valspar Corp., 
Ardmore, Pa., for the past 
five years. 


Romar Elects Balazs 


John Balazs has been 
elected vice-president of 
Romar Plastics, Inc., St. 
Charles, Il. 





Builders Hardwaremen Elect 60 Officers 


Robert Hill of American Brass Co., third from left, was recently 
elected president of the Builders Hardware Club of Southern Cali- 


fornia. 
Robert Olson, 


Overly Mfg. Co., 
Sales Co.., 


secretary. 


Other officers elected for 1960 from left to right are: 
Hoffman Hardware 
Homer D. Bronson Co., vice-president; Mr. 
sergeant-at-arms; 


Co., treasurer; Paul Nissen, 


Hill; Howard Loehde, 
and Roger C. Smith, Smith 


Want more facts? Circle 265, p. 99 > 
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Charles Pincus, right, receives a citation honoring his 50 years of 
service in the hardware field from Stanton Appell, president of the 
Hardware Boosters of New York, Inc. Mr. Pincus, an employe of 
Stanley Works, was inducted as a member of the Hardware Boosters 
in 1914 and served as president in 1927. Mr. Pincus recently became 
a a” of the Hardware Age Fifty Year Club (See HA, Feb. |1, 
p: 224). 


NEW HANDLE FOR 
BETTER CONTROL 


ONLY 


$29°°° 


in ecinanetnppsteininante News of the Trade 
New York Hardware Boosters Honor Pincus 


news in brief of 


MANUFACTURERS’ AGENTS 


@ Watertown Mfg. Co., Watertown, Conn.—West Virginia, 
New York state north of Westchester and Pennsylvania 
west of Harrisburg to Hy R. Goldstein, Rochester, N. Y.; 
Pennsylvania east of Harrisburg, New Jersey south of Tren- 
ton and Delaware north of Wilmington to Charles B. & 
John T. Coxhead, Rosemont, Pa.; Maryland, Virginia and 
Washington, D. C. to William Heflin & Co., Rockville, Md.; 
Indiana, Illinois and Kentucky to the Martin Co., Chicago. 


@ Hal Reed Co., Kansas City, Mo.—Vernon C. Reed, former 
general sales manager of the Zephyr Co., Kansas City, 
Kan., has joined his brother’s firm. He will cover wholesale 
hardware :nd department store channels in the Middle West. 


@ Kenco Pump Div., American Crucible Products Co., 
Lorain, Ohio—Texas and Oklahoma to Jack Rich Associates, 
Fort Worth, Tex. 


@ All-Luminum Products, Philadelphia—Wyoming, Mon- 
tana, Colorado, Utah, Idaho and New Mexico to the Ander- 
son-Dee organization. 


@ Kingsley & Marshall, San Francisco—Robert Van Court, 
formerly California representative for Mirman & Peters, 
Los Angeles, has joined the firm. 


@ Hampden Specialty Products Corp., Easthampton, Mass. 
—Missouri, Kansas and Nebraska to L. S. Gershon and 
Son, Kansas City, Mo. 


@ Gordon Mfg. Co., Farmington, Conn.—New England to 
Edward C. Dinneen Associates, Edgewood, R. I. 


@ Ox Fibre Brush Co., Frederick, Md.—Florida to J. W. 
Robertson and Associates of Miami. 








25% FASTER CUTTING 
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PASTE-BAK 


reseals loose wall- 
paper without spot- 
ting or tearing. 

Retail 39¢ 


SMOOTHY 


removes scale, rust, 
old wallpaper. Hard- 


STRIP-SHIELD 


masking paper and 
adhesive tape com- 


bined — protects all #> 


adjoining surfaces. 


Two sizes. 


Retail 98¢ and $1.98 


} 


TRIM-GUARD 


keeps paint where it 
belongs, protects ad- 
joining surfaces. 
Spring steel blade. 
Retail 25¢ 


PIPE-SEAL 


for perfect leak-proof 
joints. Prevents gaul- 





Y, ened steel blades. 
al | Never wears out. 


Sold through qualified wholesalers by: 
The LEONARD COMPANY Dept. 8, 506 Third St. 


Retail $1.00 | YO) l} fF ing. Retail 15¢ 
PLASTER-STIK 
the quick, easy way to \ () N a TR F F ROLLER-TRIM 
fill hairline cracks. finishes walls where 
Works equally well ; roller misses. Fine 
under all paints. | mohair brushing sur- 
Retail 25¢ al Le Pi 1 qa | face. Retail 59c 
PAINTERS-PAL 
for painting hard-to- ITE \ SCREEN-PAINT ER 
reach places. Bends to : gets into screen mesh 
fit. Retail 25¢ without filling. 
Retail 39 
CRAK-SEAL . ed 
pure white plastic 
strip repairs ugly 
crack between wall 
and tub or sink. 
Retail $1.69 











New Improved B&D Jig Saw packs 25% 
faster cutting, better control, more value! 


This baby’s got it! Lowest price in B&D history 
... yet the improved Black & Decker Utility Jig 
Saw boasts 25% faster-cutting blades and a 
performance-engineered handle that helps it steer 
like a sports car! 


Surveys show a Jig Saw—with its wide versatility 
—is the next logical tool for your drill-owning 
customers. Now you can cash in on this sales 
opportunity—and Black & Decker’s brand pre- 
ference—with this ideal starter tool. Two extra 
blades free. Three-wire cable. 


LACE NOUR BLACK & DECKER 
WHOLESALER ~-vw’ / 


Want more facts? Circle 266, p. 99 


TOTAL OF 11 ADS IN THESE MAGAZINES 
THIS SPRING! 
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Al Eberle, right, Black & Decker Mfg. Co.., 


Hardware Salesmen Elect Eberle President 


receives the gavel sym- 


bolizing his installation as president of the Hardware Salesmen's 


Assn. of St. Louis. 


Bill Mahon, Bentzinger Bros., Inc., outgoing 


president of the group makes the presentation. 





Entries Accepted For 
Outdoor Lines Contest 
(Continued from page 177) 


tures of the promotion. Ma- 
terial submitted cannot be 
returned. 


ly on ingenuity and cre- 
ativity, Mr. Orent points out. 

The program has been 
divided into five categories 
of retail stores. These are 
hardware; department; vari- 
ety; automotive supply; and 
sporting goods, marine. In- 
dependent stores, or members 


-News of the Trade 





of a chain may participate. 
Size of the store will not be 
a factor in making awards. 

Entries should be sent to 
Outdoor Living Awards Pro- 
gram, c/o Hamilton-Skotch 
Corp., 130 E. 59th St., New 
York 22, N. Y. 

Entries must be postmark- 
ed not later than July 15. 

Winners will be notified by 
mail and announced at the 
major trade shows in each 
of the categories in the con- 
test. 


Duquette Gets ‘Key’ 
To Hardware Show 


Robert J. Duquette, mer- 
chandising manager of 
Moore- Handley Hardware 
Co., was given a “‘Key to the 
National Hardware Show,” 
honoring him as the 6500,- 
000th registrant since the 
show started in 1946. 

John B. Dowling, a Yale & 
Towne sales manager, made 
the presentation on behalf of 
the National Hardware 
Show. Mr. Duquette was also 
presented with a _ lifetime 
pass to the National Hard- 
ware Show, an annual event. 


News About Dealers: 





(Continued from page 176) 


Muskegon, Mich.—John 
Jackson, a veteran police- 
man, has resigned to operate 
COLE’s HARDWARE. 


HARRY FOX 


Assistant to President 
Is Harry Fox's Title 


Identification of Harry 
Fox as assistant vice-presi- 
dent in the Feb. 11 issue, p. 
250, of Star Expansion In- 
dustries Corp., Mountain- 
ville, N. Y., was incorrect. 
Mr. Fox is assistant to the 
president as announced in the 


Entries will be judged sole- 


——— — — 


Oct. 8 issue, p. 188. 


A good pair of team-mates to dis- 
play and sell together. Each has great 
eye-appeal and is beautifully pack- 
aged — together they cover most 
fishing needs, are easy to sell. Long 
life and sturdy performance are built 
in by AIREX, America’s oldest 
maker of Spinning Tackle. 


IMPALA — easy to sell, easy to use. 
Has all of the features of the high 
priced models but priced for volume 
sales. All metal, beautiful Epoxolite 
finish. List $12.95. 


LARCHMONT — exclusive quadrant 
Brake, 2 different size spools to hold 
200 yds. of 6 Ib. test line or 200 yds. 
of 10 Ib. test line. Handsome gold 
Epoxolite finish. 


List (with 2 spools) $32.50. 


Unconditionally Guaranteed by 


AIRE X 


Division of The Lionel Corporation 
1S East 26th Street, New York 10, N. Y. 


Want more facts? Circle 268, p. 99 
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THE 9th GLASS in a Libbey 8 + 1 Hostess 
Set is a novel gift idea. An 8-piece set 
plus an extra glass for the unexpected 
guest! Comes in Republic (right) pattern 
with gold eagle or Palace (left) decorated 
in blue and white. 


PL OLLLL LLG LOC IGT ILLIA EES A! TER 


a 


ANOTHER LIBBEY “FIRST.” Americana 


glasses in new plastic serve-and-store 
“Tray Box” to protect glasses in the 
store, use as serving tray at home. Set of 8 
with handsome historical designs, 4 gold- 
on-black, 4 gold-on-white decorations. 


Brand-new fast-moving 


CDi items 


-—from Jibbey of course! 


So beautiful they practically sell on 
sight, these Libbey Glassware sets 
are as nice to give as to receive. 

Each set is gift-boxed and backed 
by Libbey’s famous guarantee: “A 
new glass if the rim of a Libbey 
“Safedge’ glass ever chips.” 


For full details on the attractive 
Libbey Safedge® items and the extra 
sales and dollar profits to be made 
with these exciting merchandising 
newsmakers, call your Libbey Distrib- 
utor or write to Libbey Glass, Division 
of Owens-Illinois, Toledo 1, Ohio. 


LIBBEY SAFEDGE GLASSWARE 
AN (I) PRODUCT 


NEWEST IDEA IN COCKTAIL SETS. 
When “togetherness” prefers different 
cocktails, Top Hat comes to the rescue! 
With two individual mixer-server glasses, 
matching cocktail glasses, stirrers and a 
package of attractive napkins. 


GAY AS 

A HOLIDAY, 

Caribbean Cruise 

sets of 8 pilsner, highball 

or cocktail glasses with brass plated 


caddy, decorated in gold and sparkling colors. 


Owens-ILLINoIs 


GENERAL OFFICES - TOLEDO 1, OHIO 


Want more facts? Circle 269, p. 99 
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12 REASONS 


is your most 


“ee “| PROFITABLE Ny 





1 Exclusive High-Fidelity Heat — available with draperies. “Touch-cool” after hours of 
all Martin vented heaters. Insures more operation. 3 sizes, all with Continental 
even heat distribution. Console styling and porcelain finish. 


2 Continental Console Cabinet Design — beauty 8 Vented Wall Heaters —5 models. Combustion 
that creates new customers on sight. chambers carry 20-year guarantee against 


burnout. 
3 Lifetime Porcelain Finish and Lifetime 


Guaranteed Cast Iron Burners — quality that 9 Floor Furnaces — 3 models, 20-year guarantee 
keeps customers sold. on combustion chambers. 


4 New Duo-Vent Thru-the-Wall Models — two 10 Unvented Space Heaters — 3 radiant series. 
sizes. Combines advantages of central heat 9 sizes. 


with the economy of a space heater. 11 Gas Fyrelogs — available in oak or birch. 


5 Vented Circulators — 2 series, six sizes, one Two sizes. Available with andirons. 


series with Continental Console styling. 12 Odorless and Smokeless Gas Incinerators — 


6 Vented Radiant Circulators — 3 sizes, all with ) models, including outdoor builders model. 
Continental Console styling. Choice of brick or ceramic coated steel 
lining, both guaranteed 5 years against 

7 Safety Cabinet Series — safe for children, pets, burnout. 


Where else but at Martin can you find so many features, so many 
models, so much beauty and value? To profit most, handle the complete 
Martin line. Catalogue and full information on request. Write today. 


See the Martin line at * 
Southeastern LP Gas Show, Atlanta, booths 7 and 8 


LP Gas Association Show, Chicago. booths 207 and 208 STAMPING be STOVE COMPANY 
HUNTSVILLE, ALABAMA 


B NT) 
oq |e] i 
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—— 


AMERICA'S MOST CORPLETE BEATING Live 
Want more facts? Circle 270, p. 99 
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Michigan Hardware Assn. Elects Neelands 


ee be. ae ; PRM eee & Gg 
Ba 4 


: 


Wendell Neelands, Neelands Hardware, Clio, was elected president 
of the Michigan Retail Hardware Association at its convention in 
Grand Rapids, Feb. 16-18. Edward 8. Emmett, Romeo Hardware, 


Romeo, was elected first vice-president. 


Seated left to right: 


Arthur A. Merchant, E. W. Merchants Sons, Union City, retiring 
president: Mr. Neelands; Mr. Emmett; James E. Fromm, Fromm 
Hardware, Detroit, holdover director. Standing, left to right: Peter 
M. Baudino, Baudino Hardware, Calumet; Richard V. Andringa, 
Andringa Hardware, Grand Rapids; Jack O'Neill, White Ace 
Hardware, Cadillac, holdover directors; Richard Gamalski, Gamal- 
ski Hardware, Detroit, new director; Lee A. Gerweck, Ida Hardware, 


Ida, holdover director; 
ager-treasurer. 


Harold W. Schumacher, 


reelected man- 





Right Walter Barnes 
But The Wrong Photo 


The news story about Wal- 
ter Barnes joining Wm. Van 
Hoogenhuyze Co. published 
in the Feb. 11 issue, p. 250, 
was correct but the photo- 


graph was wrong. The photo- 
graph was of Walter F. 
Barnes, president of Lee 
Hardware Co., Ltd., Shreve- 
port, La., wholesaler. His fa- 
ther is the Walter Barnes 
who joined the Wm. Van 
Hoogenhuyze Co. 





News of the Trade— 


“Young Rebels” of 
Southern Association 
(Continued from page 177) 


dent of the association, in- 
vited a group of young ex- 
ecutives to Birmingham 
recently to consider setting 
up such a group. The group 
selected a name and elected 
its first officers. 

The “Young Rebels” will 
hold a luncheon meeting 
April 11 during the associa- 
tion’s convention in New 
Orleans. 


North Coast Dealers 
Elect Winkenwerder 


Roy Winkenwerder, Roy’s 
Hardware, Yakima, Wash., 
was elected president of the 
North Coast Retail Hard- 
ware Association at its con- 
vention in Portland, Jan. 
24-26. 

Donald Farr, Farr’s 
Hometown Hardware, Co- 
quille, Ore., was elected first 
vice-president and E. J. 
O’Kelly, Georgetown Hard- 
ware, Seattle, was elected 
second vice-president. 

New directors are: Larry 
Adams, Rogue River Hard- 


ware, Grants Pass, Ore.; 
J. W. Crow, Crow Hard- 
ware, Edmonds, Wash.; 
Robert Lakin, Prineville 
Hardware, Prineville, Ore.; 
Lloyd Walker, River Road 
Hardware, Eugene, Ore.; 
Gordon Sprague, Sprague 
Hardware, Tacoma. 

Holdover directors are: 
Robert Brosey, Winlock 
Hardware, Winlock, Wash.; 
Gerald Kasserman, East- 
gate Hardware, Portland, 
Ore.; Ronald D. Gowan, 
Gowan Hardware, Seattle; 
Don Custer, Custer Hard- 
ware, Renton, Wash.; Mrs. 
Grace M. Lambert, Har- 
bor Hardware, Aberdeen, 
Wash.; and Frank Hedges, 
A. L. Thomas Co., Indepen- 
dence, Ore. 


Housewares Federation 
Opens New York Office 


The National Federation 
of Housewares Clubs has 
opened office headquarters in 
New York at 230 Fifth Ave. 

This new office will make 
it more convenient for mem- 
ber clubs and housewares 
manufacturers to contact the 
Federation staff. 





Write for complete details. 


Mail coupon today/ 


He SELLING 


POWER! 


Spacemaste® 


“S00” 


gondola systems 


You'll stock more .. 


. show more... 


sell more from rugged Spacemaster “‘800"’ 
gondola systems. Diamond-perforated 
metal shelves are easily adaptable for 
special sales and seasonal change-overs. 
Gondolas may be extended to any desired 
length. Heavy-duty slotted uprights. 


REFLECTOR HARDWARE CORP. 


Dept. HA-3 


1400 NORTH 25th AVE. 
MELROSE PARK, ILL. 


Gentlemen: Please send me your 


CURRENT SPACEMASTER CATALOGS. 


REFLECTOR HARDWARE CORP. 
NEW YORK OFFICE MAIN OFFICE, FACTORY PACIFIC COAST OFFICE 


AND SHOWROOM: 
225 W. 34th ST. 
NEW YORK 1, N.Y. 


AND SHOWROOM: 
1400 -N. 25th AVE. 
MELROSE PARK, ILL. 


Want more facts? Circle 271, p. 99 


AND SHOWROOM: 
851 S. LOS ANGELES ST. 
LOS ANGELES 14, CALIF. 
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Tam SELLS 
Self HOUSE 


Sauce NUMBERS 


FOR YOU 


“SAFE” black hammered, a 
aluminum numbers assure a life 

_ of customer satisfaction — a sh 
‘em to sell ‘em. | 


CO Pndt pais wo ; S ; ee De ORB SINT tig. Elgg oe eM Res 


@ Rugged green, black and white display 
box retains its eye appeal for many, 
many months. 


Requires only 94” x 13” of counter space. 





Refill stock is immediately available; spec- 
ify ALH 2880-1D. 


Weighs 4% lbs. 





100 numbers (10 each, “1” thru “0”); spec- 
ify ALH 2880D-1D for display with numbers. 





Suggested retail price: 
21¢ each. Total value: $21.00. 


Display is free. 
You pay only for the numbers. 


Sa eet 


SAFE PADLOCK AND HARDWARE CO. 
LANCASTER, PA. 


Want more facts? Circle 272, p. 99 
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—News of the Trade———_— 


brief reports of 


‘MANUFACTURERS’ SALESMEN 


_@ Stanley Hardware Div., Stanley Works, New Britain, 
_ Conn.—David M. Wakelee from Chicago office and ware- 
_house manager of Stanley Works to builders hardware 
| sales in metropolitan Chicago; Raymond J. Wedge from 
_ Chicago to the southern Florida territory. 


| @ McKinney Mfg. Co., Pittsburgh—H. Thomas Patton, Jr., 
from western Pennsylvania; West Virginia, southeast Ohio, 
_ eastern Kentucky and northwestern Maryland to eastern 


regional manager succeeding W. P. Roach, Jr., recently 


| named field sales manager. 


_@ Disston Div., H. K. Porter Co., Philadelphia—William J. 


Gordon from C. W. Marwedel, San Francisco industrial 
supply distributor, to representative in the San Francisco 
Bay area. 


 @ P. & F. Corbin Div., American Hardware Corp., New 
_ Britain, Conn.—Conrad K. Lloyd, formerly associated with 


contract dealers, to Florida with headquarters in Fort 
Lauderdale. 


@ Reo Div., Motor Wheel Corp., Lansing, Mich.—Bob 
Burgett, former appliance distributor to representative for 
Reo power lawn mowers and Reo Snow Throws in central 


| Indiana. 


@ Turner Corp., Sycamore, I|!|.—Robert P. Hoffmann from 
western district sales representative to western sales dis- 


| trict manager, with Los Angeles headquarters. 


@ Ekco-Autoyre Div., Ekco Products Co., Chicago—John 


_ Conlon from Chicago to manager of the Buffalo-Rochester- 
| Syracuse territory from Tonawanda, N. Y., headquarters. 


@ Worcester Div., Washburn Co., Worcester, Mass.— 
Camplin M. Straker from the Borden Co. to the south- 
éastern states for the Androck line. 





Ingle Weeks Heads Intermoantain Dealers 


Ingle Weeks, J. W. Weeks & Son, Caldwell, Idaho, was elected 
president of the Intermountain Assn. of Hardware & Implement 
Dealers at the 56th annual convention in Salt Lake City, Utah, 
Jan. 24-26. A. L. Elmer, A. L. Elmer Co., Panguitch, Utah, was 
elected first vice-president and D. A. Erickson, Owyhee Implement 
Co., Nyssa, Ore., was elected second vice-president. Officers and 
directors seated (left to right) are: Donald Chisholm, Burley, Idaho, 
holdover director; Mr. Erickson; Mr. Weeks; Jess McClellan, Mont- 
pelier, Idaho, retiring president; and R. A. Harris, Harris Imple- 
ment Co., Meriden, Idaho, holdover director. Standing (left to 
right) are: Earl C. Greenawalt Jr., Greenawalt Hardware, Jerome, 
Idaho, new director; S. Milton Haveman, Haveman's Hardware, 
Salmon, Idaho, holdover director; Charles Bullen, Bullen's Inc. 
Logan, Utah, holdover director; Robert Pearce, Hessen's Inc., Elko, 
Nev., holdover director; Scott Schlofman, Schlofman's Implement 
Co., Boise, Idaho, new director; Dredge Roberts, Robert's Imple- 
ment Co., Burley, Idaho, holdover director; a Page, Page's Inc., 
Spanish Fork. Utah, new director; Leon L. Weeks, Boise, Idaho, 
association secretary; and Lowe Ashton Jr., Ashton's Hardware, 
Heber City, Utah, holdover director. Directors not shown in photo 
are: Joseph Eckingham, Lowe's Hardware, Odgen, Utah, new 
director; F. V. Johnson, H. J. H. Co., Weiser, Idaho, and B. A. 
Wackerli, B. A. Wackerli Co., Idaho Falls, Idaho, holdover directors. 





SPEED TOOL TURNOVER WITH 


CRESCENT PEGBOARD pisptays 


Ey ie: BERN 


. 
& 


coe 


Patented Double Prong Fasteners support heavy 
weight without damage to Pegboard.* 


Designed for any standard Pegboard* panel having 
quarter-inch holes, these colorful, eye-catching displays ta ES 
are so compact as to make possible a complete Crescent oi acti ial dae Trade Mark 
Tool department in a 25 square foot area. Rigid con- 
struction with long tool hooks provides generous stock 
Capacity in small space. 

Each of the 18 units illustrated above comes in its 
own individual carton; fixture and tools complete. Each 
unit is priced at the cost of tools alone...no charge 
whatsoever for the mounting fixture. Only fast turnover 
tools are included, conforming closely to NRHA in- liseli octece deleted dn utente 


ventory recommendations. Your jobber can give you ner fs ee eee 
complete information. See him soon. 


*Pegboord is a registered trademark of the Masonite Corp. 





APPROVED 


DISPLAY 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
Want more facts? Circle 273, p. 99 
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Multiply 
your rental 


prospects 


WITH 
Holt 











Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
... greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
atly costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
en this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


MANUFACTURING CO. 
| x BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 


HOLT MFG. CO. Dept. P3 
669 ~- 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 





ADDRESS. 
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J. VAN VLOTEN 


Kyanize Paints Elects 
A New Vice-President 


J. Van Vloten was elected 
a vice-president of Kyanize 
Paints, Inc., Everett, Mass. 

Mr. Van Vloten, former 
general sales manager, joined 
the firm in 1932 and was 
promoted to a supervisory 
sales position in 1940. He was 
appointed general sales man- 
ager in 1952. He has been 
active in paint sales for 39 
years. 


Pittsburgh Wholesaler 
Plans Dealer Meetings 


American Hardware Sup- 
ply Co., dealer-owned Pitts- 
burgh wholesaler, has sched- 
uled its first Spring series of 
dealer regional group meet- 
ings in a six-state area for 
March 21. 

These meetings are in ad- 
dition to the annual Fall 
meetings. The Spring pro- 
gram will consist of 23 meet- 
ings in key regional areas. 
All personnel from member 
stores are invited. The pro- 
gram will include product 
presentations, advertising - 
promotion presentation, and 
management reports. 


Allan Marine, Jervis 
Merge Into One Firm 


Allan Marine, Inc., Hicks- 
ville, N. Y., and Jervis Corp., 
Grandville, Mich., manufac- 
turers of marine hardware 
and accessories, have merged 
into one company. 

Combined plant facilities 
provide more than 425,000 sq 
ft of facilities for modern 
equipment to mass produce 
quality metal work. Both 
plants will continue to oper- 
ate at full capacity, retain- 
ing all present personnel. 

The sales office will oper- 
ate from the New York 
plant, with Allan’s expanded 


News of the Trade 





field sales force handling 
both lines. 

A joint announcement of 
the merger was made by Al- 
lan Gittleson, board chair- 
man of Allan, and Jack Jer- 


vis, president of Jervis Corp. 


Edward Reeves Retires 
From McKinney Mfg. Co. 


Edward D. Reeves retired 
recently as manager of the 
metropolitan New York sales 
office of McKinney Mfg. Co., 
Pittsburgh. He had held the 
post for 31 years. 

Mr. Reeves will continue 
to serve McKinney as a con- 
sultant on special sales prob- 
lems in the New York area. 
He joined the firm in 1923 
and was appointed New York 
sales office manager in 1928. 

He was succeeded by J. R. 
MacLean, of the New York 
sales office. Mr. MacLean 
joined the sales office in 1927. 


Gamble-Skogmo Marks 
“100th” Anniversary 


Gamble-Skogmo, Inc., put 
on its 100th anniversary cel- 
ebration 65 years ahead of 
time. B. C. Gamble, one of 
the founders of Gamble 
Stores 35 years ago, says 
“we decided to observe the 
centennial now, while we’re 
here to enjoy it.” 

The celebration was on 
television early this month. 
Herb Shriner and other stars 
put on “Way Back in 1960,” 
a musical comedy satire on 
what people and things are 
like today as it might be pre- 
sented in 2025. 


Dealers Given Awards 
At Annual Trade Show 


Salem Hardware & Sup- 
ply, Salem, N. Y.; Saranac 
Lake Hardware Co., Sara- 
nac Lake, N. Y., and Hen- 
ry’s Hardware, New Paltz, 
N. Y., were winners of three 
grand awards totaling $1000 
in merchandise credits pre- 
sented by the Albany Hard- 
ware & Iron Co., Albany, 
N. Y., wholesaler, at its an- 
nual See-n-Save Days trade 
show. 

The three-day show pre- 
sented 158 manufacturers’ 
lines. Dealers who attended 
the show were winners of 
booth prizes worth more 
than $2600 awardec by the 
exhibitors. 
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ELECTRONIC WATER SO 


TWO WAYS T0 MAKE 
MORE MONEY ON 
WATER-SOFTENER SALT 


Here’s a business opportunity no one should 
overlook! The market for water-softener salt is 
profitable . . . it’s equally strong winter and 
summer . . . and it’s growing by leaps and bounds 
in hard-water areas everywhere. 


The best way to get your share of this booming 


market is to sell the salt that does the best job of 


regenerating all types of home water softeners— 
Sterling Water-Softener Salt. Either of the methods 
described below will help you make extra money on 
this fast-moving product. The method you choose will 
depend on the number of softeners in your area. 


I. Delivery. Where many of the homes in your area 
have water softeners, you can profit by setting up a 
“milk route”’ for salt. With a definite number of homes 
needing salt week after week throughout the year, you 
can sell a lot of Sterling Salt on a regular basis. This 
home-delivery system, by enabling you to visit cus- 
tomers at regular intervals, will also help you sell 
many other items. 


(Note: Sterling Water-Softener Salt products for home 
delivery are available in tough, multi-wall 100-, 50- and 
25-lb. bags. All can take a lot of punishment... all 
are easy to store and handle.) 


II. Display. In areas where the water-softener market 
is less developed, you can make a good profit by 
establishing your store as the community headquarters 
for softener salt and service. How to accomplish this? 
Here are a number of merchandising ideas that have 
proved successful many times. 


First, use the selling power of the colorful bags 
themselves by arranging a Sterling Water-Softener 


Service and research are the extras in 


STERLING .cienc- SALT 


INTERNATIONAL SALT COMPANY 





Ps, 


SOFT WATER SERV 


Salt display in your store. Then, choose from the 
variety of free sales aids available from International 
Salt Company. You can brighten your display with 
compelling posters, tags and counter pieces .. . tell 
passing motorists that you stock this popular product 
by posting an “Authorized Dealer” sign outside your 
Store... place Sterling Salt ads in your local newspaper 
...or send mailing pieces to key customers in your area. 


What Sterling Salt product should you carry? 


Different softener manufacturers sometimes recom- 
mend particular types of salt to regenerate their units. 
You don’t have to carry all these types! The Sterling 
representative in your area can advise you on which 
Sterling Salt product will do the best job of regenerat- 
ing the particular softener units in your area. This man 
can also supply you with the one or two products you 
need—from the full line of quality Sterling Water- 
Softener Salt products. Clip the coupon for more 
information. 


25-ib. bag of Brine Buttons, with its own 
carrying handle, is a fast-moving item! 


International Salt Company 
Department HA-360 
Clarks Summit, Pennsylvania 


-s 


_| Have a Sterling representative contact me with 
further profit data. 


Name 





Company 





Address 











Want more facts? Circle 275, p. 99 
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From the Sure-Start wind-up starter to the remark- 
able new fiy-ball mechanical governor (as standard 
equipment) . . . Tecumseh-built engines offer the best 
combination of exclusive selling features. Add to this 
the long record of ““FIRSTS’”’ in our 70 years of quality 
production. It is no wonder that each year more manu- 
facturers of gasoline-powered equipment standardize 
on Tecumseh-built engines. 


Tecumseh tells your customers this story of quality, | 
. in the | 


better performance, trouble-free operation . . 
Saturday Evening Post, Life, Time and other publica- 
tions. This makes it easier to sell . . . builds more satis- 
fied customers. So be sure to specify equipment that 
gives you this big selling advantage . . . Tecumseh- 
powered products. 


= =, a 


TECUMSEH 


PRODUCTS COMPANY 
BUILDERS Of 


_JAUSON-POWER PRODUCTS 


Home Office: nema Michigan Engine Plants: Grafton, New Holstein, Wisc. 
Tecumseh is also the world’s largest manufacturer of compressors 
for the air-conditioning and refrigeration industry 

Want more facts? Circle 276, p. 99 
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GERARD MacDONALD 


Decatur & Hopkins Co. 
Appoints MacDonald 


Gerard MacDonald has 
been appointed director of 
the PRO store program de- 
partment for Decatur & 
Hopkins Co., Boston, Mass.., 
wholesaler. 

Mr. MacDonald joined the 
company after serving as 
manager of one of Sears- 
Roebuck Company’s stores. 

He will direct operations 
of the PRO group of dealers, 
oversee new store installa- 
tions, and supply informa- 
tion on stock maintenance 
and inventory control. 


American Screw Votes 
To Accept Noma Shares 


Shareholders of the Amer- 
ican Screw Co. have ap- 
proved the proposal of Noma 
Lites, Inc., to acquire the 
firm’s assets in exchange for 
stock. Seven shares of Noma 
common stock will be issued 
for each outstanding share 
of American (See HA, Feb. 
11, p. 260). 

Noma intends to continue 
the operations of the Ameri- 
can Screw Co. under its pres- 
ent management. 


Ekco Acquires Stock 


| Of Washington Steel 


The exchange of stock by 


: which Ekco Products Co., 
_ Chicago, acquired Washing- 


ton Steel Products, Inc., Ta- 
coma, Wash., has been com- 
pleted. 

Holders of 99 percent of 
the 108,045 outstanding 
shares of Washington Steel 
Products common stock have 
received one-half share of 
Ekco common stock and one- 
fifth share of Ekco second 


'_ cumulative preferred stock 
| in exchange for each share 
_ of Washington common. 





News of the Trade 


Sunbeam to Acquire 
Oster Mfg. Co. Stock 


Sunbeam Corp., Chicago, 
plans to acquire the John 
Oster Mfg. Co., Milwaukee. 

A stock exchange which 
would include all shares of 
the Oster firm, with compa- 
nies operating in Mexico 
and Nassau and related com- 
panies, is subject to stock- 
holder approval. 

Sunbeam plans to con- 
tinue Oster’s operations as a 
wholly-owned subsidiary 
with no changes in its off- 
cers, personnel or facilities. 


West Georgia Mills 
Names Sales Manager 


Jim N. Haynes has been 
appointed sales manager of 


JIM N. HAYNES 


West Georgia Mills, Inc., 
Whitesburg, Ga. 

Mr. Haynes, who has 25 
years in sales and merchan- 
dising experience, was with 
Lever Brothers Co. and Co- 
lumbia Bakeries. 


Bright Star Appoints 
General Sales Manager 


Charles F. Bishop has been 
appointed general sales man- 
ager of Bright Star Indus- 
tries, Clifton, N. J. 

Mr. Bishop was division 
manager of National Car- 
bon Co. 


Valspar Names Ehrlich 
Coordinator of Sales 


Alfred Ehrlich has joined 
Valspar Corp., Ardmore, Pa., 
in the newly-created position 
of coordinator of sales. 

Mr. Ehrlich was with Ti- 
tanine Co., Hoboken, N. J. 
He was associated with Val- 
spar in the late 1940’s as 
manager of the company’s 
Val-Aero division. 





EEA 
; ESBde cra ese, * 

Deerveet ay 

penne mens 





ovveeeee? 


DISPLAY DEALER BONUSES 
DISSTON... 


SELL 
SES DISSTON 


BUILD IMPULSE-SALES VOLUME 
WITH DISSTON 
SELF-SERVICE MERCHANDISERS 


NEW GARDEN TOOLS—styled by Raymond Loewy 
_Dis SSTON Assoc. Pegboard display, 14” x 26” x 42”. NRHA— 
SS- CHROME i * chosen, 20 units retail for $70.17. Dealer price, 
wee : | $46.68. Margin, $23.49. 
BONUS—Display valued at $12.00 free with tool 
order. Display includes 200 copies of advertised 
Disston Pruning Guide, priced to sell at 25 cents. 
And through April and May, the services of a Disston 
Representative to help you organize and set up a 
garden tool sales center. All Free. 


CIRCULAR SAW BLADES —Twenty-two Disston 
Diss-Chrome blades for 60 power saw models. In- 
cludes cut off, rip, planer and combination biades. 
Retail value, $79.42 (includes bonus saw). Dealer 
price, $48.68. Margin, $30.74 

BONUS — New Disston 64%” PLYWOOD Blade, re- 
tailing for $6.40. Free with twenty-two blade order. 
Free display, 14” x 10” x 11” for wall or counter. 
“accu-rule” RULES AND TAPES— Finest economy 
line of rules and tapes with many professional fea- 
tures. Individual merchandising packages. Display 
is 84%" x 7” x 18”, contains 22 tapes. Retail price, 
$45.20 (includes bonus tape). Dealer price, $26.80. 
Margin, $18.40. 

BONUS—Display and one #550 Disston Tape re- 
tailing for $5.00, free with above tape order. 

HACK SAW BLADES — Assortment of Disston Super 
Safe and Duraflex blades in 6 sizes, total of 80 
blades. Pegboard display, 16” x 6” x %”. Retail 
price of blades, $28.10 (includes bonus frames). 
Dealer price, $17.38. Margin, $10.72. 


BONUS—Display board and two Disston 4328 Hack 


Saw Frames, free. Frames retail at $1.00 each. 


DISSTON HANDSAW MERCHANDISER — Holds 
America’s most popular, quality saws! Revolving 
display is 41” x 19”. Dealer price, $17.85. (Ask about 
recommended saw assortment to fill display). 
BONUS—Two saws, retail value $14.50. 









































Order now, through your jobber or write for complete information. Disston Division, H. K. Porter Company, Inc., Philadelphia 35, Pa. 





H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION. 

PEERLESS ELECTRIC DIVISION; Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION. 

VULCAN- KIDD STEEL DIVISION: Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. PORTER 
COMPANY de MEXICO, S. A.; and in Canada, Refractories, “Disston” Tools, “Federal” Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD. 


Want more facts? Circle 277, p. 99 
HARDWARE AGE, March 10, 1960 « 19) 





—_ - —_ 





Coast-To-Coast Sales 

increase by 25 Percent 
Sales for the 850 Coast- 

To-Coast Stores reached a 


record high of about $65 mil- 
lion in 1959 or 25 percent 





more than 1958 sales figures, 
according to Arthur C. Mel- 
amed, president of Coast-To- 
Coast Stores Central Organi- 
zation, Minneapolis. 

A breakdown of these fig- 
ures was presented at the 


—News of the Trade————— 


30th annual convention Feb. 
7-10 held at the Pick-Nicollet 
Hotel in Minneapolis and the 
firm’s warehouse and office 
building in St. Louis Park. 
Mr. Melamed pointed out 
that the $65 million figure 


Owners of the independently-owned Coast-to-Coast Stores and their wives attend the opening session 
of the 30th annual meeting that took place at the Pick-Nicollet Hotel in Minneapolis, Feb. 7-10. 





was partly due to the addi- 
tion of 140 former Marshall- 
Wells West Coast Stores to 
the organization. An addi- 
tional 25 new stores were 
added during 1959. 

Owners at the convention 
were shown new Spring mer- 
chandise lines, and meetings 
were held on merchandising 
methods and related subjects. 


Norton Door Closer 
Appoints James Keane 


James M. Keane has been 
named director of sales pro 
motion and advertising of the 
Norton Door Closer Co. Div., 
Yale & Towne Mfg. Co., Ber- 
rien Springs, Mich. 

Mr. Keane was with the 
Josam Mfg. Co., Michigan 
City, Ind. 


Lufkin Office Moves 


East central division sales 
headquarters for the Lufkin 
Rule Co. have been moved 
from Saginaw, Mich. to 
Cleveland. William F. Rock- 
well is the division sales 
manager. 
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BEYOND 


TUB. 


AND 


COMPARISON 


BLENDS EASY ° NEVER BECOMES HARD 


Snow White plastic in a tube 


PROVEN FOR 


PERMANENT USE 








NO BIG INVENTORY NEEDED! 





FAST MOVING... 


FULL 40% 
MARK- UP eee 








THRU THE LASTIOVEARS 


GLa =e 


DE WITT PRODUCTS CO. 
FREESAMPLE 5868 PLUMER ST. DETROIT 9, MICH. 
Want more facts? Circle 279, p. 99 
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Competitively priced and packaged for impulse sales! 
e Caster cups (for both carpets and floors) e Swivel 
glides e Button glides e For any leg diameter or shape, 
any load (to heaviest!) « Free Bar Rack with pre-selected 
stock order. 


Write NOW for 
FREE SAMPLE and 
FULL FACTS to 


“UNITED STATES CASTER CUP CORP. 
Subsidiary, Childlore Corp. 
215 W. 15th St. Kansas City, Mo, 


Want more facts? Circle 280, p. 99 





The all-new 


OATELLITE 


puts over 200 of the fastest selling hand tools 
right at your customers finger tips 


: easy to see 
a easy to try 


1. iF : nnn Ti, easy to use 
i ee 4 


No other self-selling 
tool merchandiser can compare 
with the Satellite 200. This unit 
has nine vinyl-clad aluminum 
panels arranged into three 3-sided 
pylons. Each pylon turns <asily 
permitting three or more custom- 
ers to shop at one time. 


Featuring: 

All new tool groupings. 
Unique, modern design. 
All tools are pre-priced. 


Color harmonized to enhance the 
appearance of your store. 


Requires only 33” of space 5’ high. 
Easy to clean and maintain. 


3 customers can conveniently shop 
at one time without crowding or 
getting in each others way. 


For information on the new 
P & C SATELLITE 200 
® write 








TOOL COMPANY 





Portiand 22, Oregon 
Subsidiary of 

Pendleton Tool Industries, inc. 
In Canada, Box 366, London, Ontario 


EVERY P & C TOOL PRE-PRICED 
Pre-pricing takes the headwork, guess- 
work and in-store cost out of tool pric- 
ing and makes every sale fast, easy and 
profitable. 


Want more facts? Circle 281, p. 99 
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Moore-Handley Enlarges 
Mart Display Areas 


Display area at the main 
office of Moore-Handley 
Hardware Co., Birmingham 
wholesaler, was enlarged for 
the 1960 Spring and Sum- 
mer Merchandise Mart. 

There was a new appli- 
ance and furniture display 
floor, and other areas of dis- 
play were rearranged to help 
dealers making selections. 

Another new display area 
was used to expand building 
material items; marine 
equipment including boats, 
motors, trailers and marine 
accessories; toys; power 


4 


mowers; and yard and patio 
furniture and equipment. 

Moore-Handley promotes 
its Merchandise Marts with 
direct mail pieces and sales- 
men contacts. Each Moore- 
Handley salesman has a mart 
planning form for each cus- 
tomer, to plan the customer’s 
visit. Another pre-Mart 
salesman approach is_ to 
schedule the exact time the 
customer will attend so the 
salesman can accompany the 
customer. 

Moore-Handley also keeps 
a close check on sales. Fig- 
ures are rushed to buyers. 
If sales exceed estimates, 
buyers move right in with 
orders to manufacturers. 


Salesmen accompany customers through Moore-Handley Merchandise 
Marts and give them personal attention on items selected. 





Steinmetz to Address 
Sheet Metal Group 


Cloyd §S. Steinmetz, direc- 
tor of sales training for 
Reynolds Metals Co., will 
address the opening sessions 
of the National Assn. of 
Sheet Metal Distributors’ 
spring convention Apr. 21- 
22, in Columbus, Ohio. 

Mr. Steinmetz’s topic is 
“Training Your Salesmen.”’ 

Four business clinics will 
he conducted Apr. 22 in con- 
ference rooms to which dele- 
gates will be assigned. Each 
chairman will handle a par- 
ticular subject with a num- 
ber of sub-topics and he will 
move from group to group 
leading discussions. 

A welcoming reception has 
. been scheduled for Apr. 20 
at 6:30 p.m. Officers, exec- 
utive committee and advi- 
sory board will meet in a 
pre-convention session at a 
12:30 p.m. luncheon. 


Dates Announced For 
Wholesalers’ Shows 


Ace Hardware Corp., 
Chicago, Summer Con- 
vention and Toy Show, 
June 5-7, at company 
offices, Chicago. 


Albany Hardware 
Co., Albany, Ga., Deal- 
er Show, March 29-31, 
at National Guard Ar- 
mory, Albany, Ga. 


Cotter & Co. Chi- 
cago, Toy and Fall 
Goods Merchandise Ex- 
hibit and Stockholders’ 
Meeting, June 6-16, at 
company offices, Chi- 
cago. 

Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 


shown in the Convention 
Calendar beginning on page 
151. 
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Ohio Dealers Elect Herringshaw President 


W. W. Herringshaw, Herringshaw Co., Cleveland, was elected 
president of the Ohio Hardware Association at its annual meeting 
in Cleveland, Feb. 7-10. G. Clair Zimmerman, Swint-Reinecke Co.., 
Fremont, was elected vice-president. Officers and trustees seated 
left to right are: H. Taylor Zettler, Zettler Stores, Inc., Columbus, 
trustee; Ray VonBargen, Carlson Hardware & Appliance, Inc.., 
Lockland, retiring president; President Herringshaw; Mr. Zimmerman; 
John B. Conklin, Columbus, secretary-treasurer; Thomas H. Rea, 
Orme Hardware Co., Cambridge, trustee. Standing left to right are 
trustees: Carl E. Graeff, Graeff Hardware Co., Dayton; William G. 
Vallery Hardware Co., Waverly; C. J. Siebenalek, Edgerton Hard- 
ware Co., Edgerton; Charles W. Harrington, Middlefield Hardware 
Co., Middlefield; B. E. Warner Jr., Milligan Hardware and Supply 


Co., East Liverpool; Ross 


Underwood, Underwood's 


Hardwore. 


Somerset; and Roy Watson, Watson-Lash Hardware, Napoleon. 


OBITUARIES 





William B. Paulscraft 


William B. Paulscraft, 93, 
retired president of R. K. 
Carter & Co., New York, 
died Feb. 15. He started his 
career with Sargent & Co. 
He joined R. K. Carter & 
Co. in 1902 as manager of 
the Pittsburgh office and in 
1904 transferred to New 
York as a buyer. Mr. Pauls- 
craft became _ successively 
secretary, vice-president and 
director. He served as presi- 
dent until he retired in 1952. 
He had been a member of 
the HARDWARE AGE 
Fifty Year Club since 1936. 


Otto J. Riesenberger 


Otto John Riesenberger, 
treasurer of Roberts Hard- 
ware Co., Utica, N. Y. whole- 
saler, died Feb. 21 after a 
brief illness. Mr. Riesen- 
berger had been with the 
firm for the past 24 years. 


Frank E. Bowersox 


Frank E, Bowersox, 73, 
retired owner of the Bower- 
sox Hardware Store, died 
Jan. 16 at his home in 
Lewistown, Pa. He retired 
in 1947 after operating the 
store for 22 years. 


Paul Lachok, Jr. 


Paul Lachok, Jr., 62, re- 
tired operator of Lachok 
Hardware Co., Akron, Ohio, 
died Jan. 17, in City Hos- 


pital. He had operated the 
firm for 35 years until his 
retirement about a year ago. 


Hubert V. Lee 


Hubert V. Lee 54, vice- 
president of Wadel-Connally 
Hardware Co., Tyler, Tex., 
wholesaler, died Feb. 9 in a 
local hospital following a 
short illness. 


Maurice Yearsley 


Maurice Yearsley, 64, own- 
er and operator of M. S. 
Yearsley & Sons hardware 
store, West Chester, Pa., died 
Feb. 14 at his home. He had 
operated the store since 1917. 


Solon Wetherbee 


Solon Wetherbee, 70, owner 
of Wetherbee’s Ace Hard- 
ware, died Jan. 31 at his 
home in Marshall, Minn. He 
had operated the Ace Hard- 
ware store since 1917. 


Fred L. Cook 


Fred L. Cook, 83, co- 
founder of the Hamilton- 
Cook Hardware Co., Waynes- 
boro, Va., died Jan. 26, in 
Waynesboro Community Hos- 
pital. 


Mahion F. LaRue 


Mahlon F. LaRue, 61, Shil- 
lington, Pa. hardware store 
operator, died Jan. 1. He 
was a former state assem- 
blyman. 








HA Photo Angles 


A report in pictures 
of events in the trade 


About 1400 persons representing 605 dealers in seven states attended the 
second annual Spring and Summer Merchandise Show sponsored by Van 
Camp Hardware & Iron Co., Indianapolis wholesaler. The show took place 
Jan. 26-27 in the Indiana Theater Exhibit Hall. Eighty-five exhibitors 
displayed and sold more than 100 show specials plus regularly-priced 
merchandise. 


This group of store planning and fixture specialists from the western division of The Frankfurth Merchandise Clinic and Show for 1960 
M & D Store Fixtures, Inc. attended a recent annual sales meeting in the city of attracted more than 800 dealers and their store per- 
Industry, Calif., the firm's western plant site. Shown left to right, front row: sonnel during the two-day program recently. Frank- 
P. S. Mitchell, W. C. Richards, D. L. Ross, J. F. Walz, G. E. Van Tassel, furth Hardware Co., Milwaukee wholesaler and spon- 
M. R. Magrill. Back row: W. R. Wilkins, T. W. Lane, C. R. Walker, R. L. Noy, sor of the show, conducted product knowledge talks 
J. T. Wallace and J. A. Colenbaugh. on both days. More than 100 manufacturers displayed. 


Twenty-one PRO Hardware 
dealers from three states at- 
tended the semi-annual meet- 
ing of the Whitlock Corp. 
PRO group in White Plains, 
N. Y. Three dealers were 
chosen for a Dealer Advisory 
Committee to coordinate PRO 
distributor-dealer § functions. 
They are: Arnold Duffield, Duf- 
field Hardware, Morris Plains, 
N. J.; Fred Krug, Krug Hard- 
wore, North Haledon, N. J.; 
and Dave Bond, Bond Hard- 
wore, Fishkill, N. Y. 


HARDWARE AGE, March 10, 1960 © 195 





Classified Opportunities Section 


REPRESENTATIVES WANTED 


A well known Manufacturer of Hard 
Goods has territory openings in the 
Pacific Coast and Midwestern areas. 
Men with five to ten years experi- 
ence in calling on Hardware Whole- 
salers and Hardware Retailers and 
Industrial Supply Houses needed at 
once. All replies will be held in strict 
confidence. Submit complete resume 
containing personal history, previous 
background and experience with pres- 
ent salary requirements to 


Bex G-1@, ¢/eo HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











PAINT BRUSH SALESMEN WANTED 


Several protected territories open for men 
with following now calling on Paint, Hard- 
ware Stores and Lumber Yards. Give all 
particulars first letter, all inquiries held 
confidential. 


Write: Mayestic Brush Mfg. Corp. 
210 West 29th St., New York 1, N. Y. 








MANUFACTURERS REPRESENTATIVES WANTED 


For a complete wire line to be sold to the syndicated 
porn hardware, di It is com 


me and auto stores. 
cord sets, U.L. approved zip cords, T.V. 
wires, sparkplug wires and hookup wires, all pack- 
aged in beautiful splay cartons for the retail 
trade. Send nw Bag ' a1 present activities and 


lines to 
DELUXE WIRE & CABLE CO. 
20201 Hoover Road, Detroit 5. Mich. 








WANTED MANUFACTURERS’ 
REPRESENTATIVES 


Through Southern States. 56 year old 
established Paint and Varnish Manu- 
facturers. Highly respected label. 


Box C-25, ¢/o HARDWARE AGE 





SALESMEN 


WANTED 


to sell full line Eley ammunition 
and related products direct to dealers. 
Salary, commission and bonus, travel 
and car expenses paid. Experienced 
selling for gun and ammunition job- 
ber preferred. Must travel extensive- 
ly and be able to obtain orders from 
Sporting goods, hardware, automo- 
tive, drug and surplus dealers as well 
as being capable of closing business 
with large volume chain buyers. 
Territories (1) New York, Eastern 
Penn, New Jersey, Maryland, Dela- 
ware and Virginia (2) Indiana, West- 
ern Ohio and Kentucky (3) Louisiana, 
Arkansas, Miss., Alabama, Tennessee 
(4) Oklahoma. Write confidentially 
in detail to 


S. E. Laszlo, House of Imports, 
25 Lafayette St., Brooklyn 1, N. Y. 








POWER EQUIPMENT SALESMAN 


Manufacturer offers excellent opportunity for energet)+ 
and aggressive man experienced selling power mowers, 
farm equipment, chain saws to wholesalers and 
dealers. Salary or draw and bonus. Mid-west territory. 


Bex C-26, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








DISTRIBUTORS—WHOLESALERS 


WANTED to handle Concrete Adhesive HELOR 
HIWATER now selling successfully on West coms. 
exclusive territories available in some as. - 
tractive four color packaging, counter literature, mA 
of purchase display bins provided. Available in 
consumer and commercial packs. Full details sent 
on request. Write immediately to 


EPOXY COATINGS COMPANY 
P. 0. Box 902 South, San Franciseo, Calif. 











Chestnut & 56th Sts., Philadelphia 39, Pa. 








ESTABLISHED MANUFACTURER OF 
PLASTIC Garden Hose and Sprinklers, Lawn 
Edging, Clothesline, Floor Matting, Shelf Lining, 
Drop Cloths Tarpaulins, Weatherstrip, Storm 
Windows, Polyethylene Garment and Household 
Bags, wants aggressive representatives. Very 
competitive prices and dependable service. Advise 
territories covered; lines carried. Reliance Plastic 
& Chemical Corp., Paterson 26, N. J. 


EXPERIENCED SALESMEN. We are of- 
fering YOU an opportunity to enter permanent 
career at above average earnings with sound, 
stable and successful nationwide automotive hard- 
ware company. Positions open to reliable, am- 
bitious, service-minded salesmen, married, age 
25-45. Car essential. For personal interview 
your locality write Box B-19, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


REPRESENTATIVES WANTED FOR 
EASTERN TOILET SEAT Manufacturer calling 
on Wholesale Hardware Dealers and Depart- 
ment Stores. Protected territories. Write giving 
all qualifications and territories to Box C-21, c/o 
HarpwarkeE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


WANTED—Established and reliable Manufac- 
turer’s Representative, with related lines, to sell 
first line of Hickory and Ash Tool Handles in 
Arkansas, Illinois, lowa, Kansas, Michigan, Min- 
nesota, Missouri, Nebraska, Oklahoma, Texa:, 
Virginia, Wisconsin. Box B-28, c/o Harpware 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 


MANUFACTURERS REPRESENTATIVES 
we are an aggressive Paint Sundry Manufacturer, 
selling directl y to the Paint, Hardware and 
Building Supply Dealers. We manufacture Alum- 
inum_ Paints, Varnishes and Gym Finishes, Caulk- 
ing Compound and Cartridges, all volume items. 
Many territories still open. Give details, lines 
carried and areas covered. Box B-48, c/o Harp- 
a | Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 
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SALESMEN WANTED—selling chains, depart- 
ment stores, hardwares, jobbers, lumber yards, 
etc. Patented **Topside Gutter Shield’’—-Packaged 
in artistic display cartons for the Do-It-Yourself 
market. 10% commission. Territories open— 
Western, Central and Southern States. Rnight 
Specialties Company, 4940 Greenfield, Dearborn, 
Michigan. 





MANUFACTURER’S REPRESENTATIVE 
WANTED to sell locks, door knobs and key 
blanks in the state of Illinois, including Chicago, 
for large, well established manufacturer. Appli- 
cants should now be selling hardware wholesalers 
in this territory. State qualifications and ref- 
erences. Box B-45, c/o Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





WANTED—MANUFACTURERS AGENT— 
COVERING MISSOURI & KANSAS—HAND 
TOOL-SPECIALIST. A real opportunity for a 
Manufacturers Agent now selling Send tool items 
to— Wholesale Hardware, Industrial Supply, Auto- 
motive chains, etc. e want a man who can 
merchandise, will provide missionary work at the 
Hardware dealer level, in short a man who rec- 
ognizes a real volume opportunity and will con- 
vert the opportunity to sizeable earnings.—Write 
giving age, lines presently handled, details of or- 
ganization and references, J. E. Buhler, . Se 
Sales, Kraeuter & Co., Inc. .. Newark, New Jersey. 





ESTABLISHED BOLT AND SCREW COM- 
PANY with following and active accounts in the 
area is planning to open a Boston warehouse. 
We are seeking a man to cover Eastern Massa- 
chusetts and Southern New Hampshire. Prefer 
man with experience covering both hardware and 
industrial trade. Salary and expenses plus com- 
mission. Box C-16, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 





Seaeenen HARDWARE TRAVEL, 
15,000 caliber exp’d only for architectural 
workers, store fixture mfrs. and cabinet 
makers, by Old Hardware Mfg. Co., drawing 
against 10% comm. Box 406, 1501 Broadway, 
New York, N. Y. 


car 


MANUFACTURERS’ REPRESENTATIVE 


Wanted to sell Wood Screws, Tapping Screws and 
Stove Bolts. Interested in established man with a 
limited number of hardware lines, calling regularly 
on Wholesale Hardware and Mill Supply Distributors 
in Pennsylvania and New York State. 


Box C-18, e/e HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








ROOF COATINGS—CALKING 


Sales representatives now calling on Hard- 
ware and Paint Wholesalers, Lumber yards, 
Dept. and chain stores. Protected terri- 
tories. Excellent volume and repeat busi- 
ness. Write giving territory and reference 


E. T. DALY, President 
111-143rd St., Hammond, Indiana 








IF YOU ARE CALLING 


on the Plumbing, Hardware or Industria! 
trade, here is your opportunity to supple- 
ment your income with our wholesale 
hardware and plumbing specialties line. 
liberal commission. Send for details an: 


catalog. 
National Distributing Co. 
Pr. O. Box 280, Bayonne, N. J. 








Sales Representatives Wanted 


Old Established distributor of BOLTS, NUTS. 
SCREWS & WASHERS, seeks successful sales pro- 
ducers calling on Industrial Hardware, Lamber, Elec- 
tric Supply Dealers or Industrial users. State qual- 
ifications, lines handled and territory covered. 


Box B-37, ¢/o HARBWARE AGE 
Chestnut & 56th Sts., Philadelphia 39. Pa. 














MINNESOTA MANUFACTURER SEEKS 
REPRESENTATION in most pepriensen on 
builders’ hardware items. Box C-20, c/o Harp- 
warE Ace, Chestnut & 56th Sts., Philadelphia 
39 


a. 





NEW YORK TOOL JOBBER long established, 
large stock has opening for salesmen covering 
retailers, lumber yards and hobby stores. Full 
line of pape and imported items, Catalog sup- 
lied. commission, No objection to another 
Sg am are presently carrying. mabwere =. 
sidered confidential. Write to Box C-1 c 
Harpware Ace, Chestnut & 56th Sts., Philadel. 
phia 39, Pa. 


ACCOUNTS WANTED 


REPRESENTATIVES 


Covering all phases of jobbers. Can render 
reliable aggressive service. We are national! 
distributors with established actively oper- 
ating branch offices in New York, Phila- 
delphia, Detroit, Cleveland and Louisville 
We carry the account or you can bill di- 
rect. Inquiries invited. Write ANCO Cor- 
poration, 7 Wood Street, Pittsburgh 22, Pa. 














NORTHERN CALIFORNIA and NEVADA 
covered by eager agent needing more lines in 
building and hardware specialties and plumbing. 
Call on jobbers, dealers, contr’s, architects. Pacific 
Coast some lines. Box B-33, c/o Harpware Acer, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


ESTABLISHED MANUFACTURERS’ REP. 
RESENTATIVE open for additional Hardware, 
Housewares or Garden line for Metropolitan New 
York and New Jersey. Concentrated rsistent 
coverage of Hardware, Housewares and Garden 
Wholesalers, Rack Jobbers, Chains and Catalog 
houses. Excellent reputation in trade. Box C-12, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


P. O. RIAL, INC., Buffalo, New York, will 
properly represent any highly rated corporation 
selling products of merit. Appeals made to all 
hardware outlets. Need lines of abrasives, electric 
tools, industrial paints, and cutting tools. Many 
years of successful experience guarantees good 
representation. Your connection wil] equal that 
of a well managed branch of your own. Coverage 
—New York State pe t ee ae > area) 
and Northern Penna. solr to P. O. Rial Inc., 
48 Capen Bilvd., Butiale 5 York. 











ACCOUNTS WANTED 


Complete, Consistant and Conscientious Cover- 
age of Metropolitan New York and New Jersey 





NOW A 4th "SELLING". MAN ADDED 
to BOBROW-LEWELL Associates, 814 Broadway, 
New York 3, New York. ORegon 4-4540 


WE GET RESULTS 


ILLINOIS & WISCONSIN 


Experienced manufacturers representative 
selling to hardware wholesalers, contract 
hardware firms and variety jobbers desires 
connection with manufacturer selling to 
such concerns. 
Box C-24, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















WANT SALES RESULTS? We get 
because we concentrate in Michigan, (hic, 
ana Will handle two additional lines—-only 
highest grade considered. Write Box A-10, c/o 
Harpware AGe, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 

MANU FACTURERS REPRESENTATIVE 
now selling most of the hardware and mill supply 
jobbers in Eastern Pennsylvania, Southern New 
ren Delaware, Maryland and metropolitan 
Washington with one leading manufacturers line. 
Can handle one good additional line to mutual 
advantage. College graduate; have good acquaint 
ance throughout territory Box A-35, c/o Harp- 
W *- Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


them 


I ndi- 











MANUFACTURERS. We have warehouse 
space available in Central Florida and competent 
sales and office staff. We are interested in build- 
ers hardware, cabinet hardware and builders spe- 
cialty items. Box C-19, c/o Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


HELP WANTED 


SALESMANAGER 
SOUTHEASTERN STATES 
EXCELLENT OPPORTUNITY 


National Paint Brush Manufacturer ex- 
panding coverage in Southeastern States. 
Top quality competitive priced line. Con- 
sidered one of the outstanding leaders in 
new ideas and in paint brush merchan- 
dising. Background with paint brushes de- 
sirable but not necessary. Applicant should 
have background in either paints, sun- 
dries, or hardware fields. Must have 
proven record of building successful sales 
organization. Personal contacts necessary 
in field with wholesale, large dealer, dis- 
count operations, and chain stores in South. 
Salary and override. Send complete resume 
and references to 


Box O-i!, e/e HARDWARE AGE 
Chestnut & S6th Sts., Philadelphia 39. Pa. 














PROMOTIONAL HARDWARE BUYER. 
Tremendous growth potential in expanding Retail 
Organization. Experience in Paint, Power Tools, 
Lawn and Garden, Unfinished Furniture, etc. 
Heavy experience in any two will qualify. Re- 
locate Northeast Ohio. Send complete resume to 
Box C-23, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


CENTRALLY LOCATED WHOLESALE 
H ARDWARE COMPANY requires the services 
of an experienced hardware man for catalog com- 
piling. Steady employment and an excellent op- 
portunity for the right man. Box C-17, c/o 
Harpware Acs, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


WHOLESALE AND RETAIL BUILDERS’ 
HARDWARE FIRM well established, located in 
downtown Manhattan, New York. Needs several 
experienced inside men for sales, phone orders, 
shipping, etc. Highest salaries plus advancement. 
Reply stating age, qualifications, experience and 
salary desired. Box B-47, c/o Harpware Aoe, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














WANTED 


by large Hardware, Appliance and Imple- 
ment Company, in city of 65,000 population, 
a competent man for Assistant Manager. 
Must have a background of successful 
operation. Excellent opportunity. Send re- 
cent photo and complete resume. 


Box 8-38, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











PAINT BRUSH MANUFACTURER—Home- 
owner or Syndicate Grade, excellent reputation, 
sold exclusively to jobbers and chains, many 
lucrative territories open, established accounts 
and leads furnished. ox A-19, c/o HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


BUSINESS OPPORTUNITIES 


Wanted To Buy 


MANUFACTURING BUSINESS 
WITH PRODUCTS HAVING 
GOOD POTENTIAL 


Prominent Manufacturer with 
National sales organization sell- 
ing hardware . . . houseware job- 
bers and chain stores, desires to 
diversify and expand operation 
by acquiring small to medium- 
size company in allied field. Will 
invest any amount up to middle 
six figures. Will also consider 
individual products, tooling, in- 
ventory, etc., if items have 
proven sales. Address all replies 
in strict confidence to: 


PRESIDENT—B. M. CO. 


BOX 71, EAST ROCHESTER, N. Y. 











“HIRSCH” DISPLAY FIXTURES 


Like New 


For Food or Hardware Lines 

105 Lin. Ft. of 7° Wall Units 

306 Lin. Ft. of 3’ x 50” Gondolas 
selling all or part at 50% off of list 


W. Girten, 2600 W. 79th St. 
Chicago Illinois GRovehill 6-7400 





+ 

Your Business ? 
Black Leaf Products Co., manufac- 
turers of garden chemicals, would 
like to acquire additional garden, 
housewares or hardware items. If 
you are a manufacturer interested 
in selling your business, obtaining 
lecal warehousing, or achieving na- 
tional distribution, your inquiry is 
invited. Please contact us directly 
or through your bank or attorney. 
All inquiries will be held in the 
strictest confidence. Write to: 


Black Leaf Products Co. 
6147 Broadway, Chicago 40, Iii. 








SPECIALTY JOBBERS 


Looking for an additional lucrative line? 
Tie in with Sharon’s expanding market on 
our Refillable Assortments. $2,000.00 in- 
vestment sets you up with a complete in- 
ventory and exclusive franchise with our 
full support and cooperation. 

NC. 


SHARON BOLT & SCREW CO.., 
Endicott St., Norwood, Mass. 











WANTED: MANUFACTURER AND DIS- 
TRIBUTOR of bathroom accessories (metal or 
plastic) for novel repeat sale women’s item. 
Completely new. Must be aggressive company and 
willing to take on a new product. Address Box 
1456, Union, N. J., Morris Station. 


A RARE BARGAIN! Only $15.00 for our 
special trial] assortment containing one-half dozen 
of each of our fifty most ular brass key 
blanks. Every blank aunsauiiindl Order today! 
HAZELTON CHAIN CO., (manufacturers of 
key blanks & sash chain), 81 Kemble St., Rox- 
bury 18, Mass. 


MODERN RETAIL HARDWARE BUSI- 
NESS in fastest growing area, situated in the 
heart of San Fernando Valley, Los Angeles 
County, California. Complete clean stock with 
modern fixtures, located in well established shop- 
ping area with fabulous ong Bas.» selling 
price $29,000. Terms, cash. C-22, c/o 
Harpware Ace, Chestnut & Seen Sts., Philadel- 
phia 39, Pa. 














WANTED TO LEASE AND OPERATE 


Plumbing and Electrical Departments in 
discount house type of operations in Ohio, 
Penna., Indiana and Michigan. PLEASE 
SEND all particulars to 


Box A-38, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








ESTABLISHED RETAIL HARDWARE 


for oat 40 years with appliances and bottle gas, in 
er 1000 with eee yA 5000 in trade ter- 
~ vente Velume $85,000 to Lacated in new 
modern building with new oo Reasonable lease 
or sale building. $30,000 for stock, ures 
equipment. Located in south central Missouri in pro- 
gressive town with no other main hardware competition. 
Box A-!2, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 











OLD ESTABLISHED HARDWARE AND 
PAINT BUSINESS in Cal-Sag area just south 
of Chicago. Owner retiring. $20,000 will cover 
stock and fixtures. Low rent. Box C C-13, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


POSITIONS WANTED 


EAGER, EFFICIENT, ENTHUSIASTIC Ex- 
ecutive desires position of job traveli payee 
preferring the South, Southwest or est. 
Field grade officer, recently sold own retail aon 
ware and variety business owned over ten years. 
Pleasing personality and appearance. Glad also 
to relocate in one spot. Exceptional service and 
business career. Box C-15, c/o Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





HARDWARE JOBBER SALESMAN well 
qualified in Wholesale Jobber Sales seeks associa- 
tion as Manufacturer Representative calling on 
Retail Hardware, Lumber Co., Dept. Stores, 
Variety Stores, etc. in central and Southern IlIli- 
nois. Age 35. 15 years successful selling. Former 
employer discontinued business. Box B-36, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





—— 


Write for Free_— 


‘Shiclaehitia: 


ALWAYS SELL GENUINE 


T\n 


~ SCREW ANCHORS and JACK NUTS 


Want more facts? Circle 289, p. 99 
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Here’s Why This Panos 
‘he KEY-BAK | 


Key Reel 


COUNTER CARD 


MAKES EASY MONEY |’ 
FOR | 


tS 


oe ee 


KEY-BAK Key Reel is HIGHLY ADVER- 
TIZED in such magazines as POPULAR 
MECHANICS, TRUE MAGAZINE, etc. 
KEY-BAK advertising is seen by over 
5,000,000 people EACH MONTH. You 
make money from KEY-BAK advertis- 
ing when you prominently display the 
famous self-selling KEY-BAK Counter 
Display Card in your store. We'll tell 
them . . . then, you sell them! Get 
KEY-BAK now from your jobber , 
or write direct. 


OVER TWO MILLION 
KEY-BAKS NOW IN USE! 


Key-Bak is pocket-watch size, highly-polished chrome finish. It’s 
worn on the belt by millions of men who carry keys. Swedish clock 
spring reels in the 24” long STAINLESS STEEL chain; keeps keys 
always safe and handy at wearer's side. LIFETIME GUARANTEE 


f Mississiopn ast of Missis: 


MFG. COMPANY 


RETAIL 


$995 


ORDER IT 
NOW! 


Want more facts? Circle 283, p. 99 


VINYL and ALUMINUM 
WEATHERSTRIP for 
DOORS and WINDOWS 


Be prepared for BIG PROFITS with this 
new combination vinyl and aluminum 
weatherstripping for 





doors. Double tubing vinyl can be re- 
versed when worn without removing 
permanent aluminum casing. Eliminates 


windows and 


drafts and dirt — easily installed — 
just cut to size and nail in place. Now 
available in individual sets for doors 
and windows. 


FOR ALL TYPES OF WINDOWS 


Window set for lower and upper sash 
includes meeting rail strip and nails. 





Door set for top and sides includes 
nails and sweep bar for bottom. 


8 Ss THRESHOLD Smartly designed with a resilient vinyl tubing that actually 
hugs the bottom of a door. Vinyl tube has two sides; when 
one side becomes worn . . . reverse it. Girder construction 
gives maximum load bearing capability and is easy to 
sweep over as there are no sharp edges to trap dirt or 
trip on. Individually packaged in all popular lengths, 
complete with screws and instructions for installing. 


SAGER WRITE OR PHONE FOR PRICE LIST 
WEATHERSTRIP & CALKING CORP. Pham 
2050 W. 59th St., Chicago 36, Ill. PRospect 8-5000 
Want more facts? Circle 284, p. 99 
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Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 


not as a part of the advertising contract. 
No allowance will be made for 


taken to index correctly. 


Every core is 


errors or failure te insert. 


A 


Ad-A-Luster Products Co. 


Airex Corp. 
Div. of the Lionel Corp..... 


Ajax Hardware Corp. . 
Allen Co., Inc., 


Aluminum Co. of America 
Market Makers Program . 


Aluminum Hardwares, Inc. 
American Air Filter Co., Inc. 


American Bleached Shellac Mfrs. 
Assocs. ! 


American Brush Mfrs. Assoc. 
Paint Brush Div. 


American Chain Div. 

American Chain & Cable Co. 
American-St. Gobain Corp.. 
Ames Co., O. 
Animal Trap Co. of America.... 
Ardmore Products Co. ........58, 
Arrow Fastener Co., Inc........ ; 
Arrow Metal Products Co. 
Artwire Creations, Inc. ..... 
Atlas Screw & Specialty Co.. 
Atlas Tack Corp. 


Barnes Mtg. Co. 
Berkeley Industries 

Div. of Ekco Products Co. ..... 
Bissell, Inc. 143, 145, 147 
Black & Decker Mfg. Co. 180-181 
Boyle-Midway, Inc cate 
Brown Corp... W. R..... 139 


Cc 


Cal-Dak Company, The 
Campbell Chain Co. 

Capitol Mfg. Co. 

Celanese Corp. of panatiets. 
Champion Brass Mfg. Co. 
Champion DeArment Too! Co..... 
Chapin Mfg. Works, Inc., R. E. 
Columbia Fastener Co. ........ 
Columbus Plastic Products, Inc.. 
Cooper Mfg. Co. 

Crescent Plastics, Inc. 

Crescent Tool Co. ... 


D-Con Co., f 
Dempster Mill Mfg. Co. 
Desmond-Stephan Mfg. Co. 
Detroit Stamping Co. 
DeWitt Products Co. 
Dille & McGuire Mfg. Co. 
Disston Div. 

H. K. Porter Co., | 
Dun & Bradstreet, Inc. 
DuPont de Nemours & Co. 


Polychemicals-Plastics alcthee 
Pipe" 


Eagle Electric Mfg. Co., 
Economics Laboratory, Inc. 
Ediund Co., Inc. 





Edmont, Inc. 

Empire Brushes, Inc. 
Engineered Products Co. 
Evans Rule Co. 


F 


Fast Chemical Products Corp. .. 
Firestone Tire & Rubber Co..... 
Franklin Glue Co. ... 

Franklin Metal & Rubber Co. 


Garden Wire Co. 

Gates Rubber Co. 

General Wire Spring Co. 

Gering Products, Inc. ......... 114- 
Gibson- Homans Co. 


Poe tha Mfg. Co. ... 


H 


Hanson Co., Henry L. 

Heller & Co., W. C.. 

Hines-Park Foods, Inc 
(Duncan-Hines "institute) 

Holt Mfg. Co. 

Hooven & Allison Co. rane 

Howard Hardware Products, Inc. 

Hyde Mfg. Co. 

Hydroponic Chemical Co. 

Hy-Ko Products Co. 


illinois Lock Co., The 
Independent Lock Co 
Indestro Mfg. Co. ... 
International Salt Co., 


J 


Jensen Brothers Mfg. Co., Inc.. 


K 


Kees Mfg. Co., F. D.............. 147 


Kenco Pump Div. 
American Crucible Products Co. 88 


Kester Solder Co. kee 
Keystone Steel & Wire Co 

Klein & Sons, Mathias 

Krylon, Inc. 


L 


Lamson & Sessions Co. 
Larson Co., Charles O.. 


Lauson Engine Div. 
Tecumseh Products Co. 


Lenox Plastics, Inc. 
Leonard Co., The 


Libbey Glass Div. 
Owens Illinois Co. 


Lionel Corp. 
Airex Div. 


Lummis Mfg. Co. . 








WHITE TAPES 


Sizes from 6 ft. to 12 ft 


M Sakrete, Inc. | .. 99 
Screw & Bolt Corp. of America.. 14 
Macklanburg-Duncan Co. Shuford Mills. Inc. — 


Magic Iron Cement Co., Inc. Skil Corp. 108-109 


Mansfield Sanitary, Inc. Skuttle Mfg. Co. .. 155 “HOLSTER-PAK’’®, the greatest 
Marshalitown Trowel Co. : Slater Electronics Corp. 129 | ance of steel 
Martin Stamping & Stove Co. Sloymaker Lock Co. | adv in the history 


Mayes Bros. Tool Mfg. Co. Southern Screw Co. | fape merchandising, helps _ 
Maze Co., W. H... Specialty Plastics Co. sell more EVANS White - Tapes; 


Miller Co., Inc., Robert E. Standard Screw Co. gives your customers most for 
Minnesota Mining & Mfg. Co. Sterling Faucet Co 


money. Because all Evans 
Mirro Aluminum Co. | Strataflo Products, Inc. their Thin-To 
Modern Mfg. Co. | Supplex Co. pocket tapes (except pes 
Modern Water Equipment Co. Swan Rubber Co. .. now come packaged in belt hol- 


Molly Corp. .. ' Swingline, Inc. ... sters mounted on an individual 
Myers & Bro. Co., F. E. i ia Swing-A-Way Mfg. Co. 
21. | 


Index to Advertisers 

















N 


National Screw & Mfg. Co. Tait Mfg. Co. 


New England Carbide Tool Co. Taylor Chain Co., Inc., S. G. i fal S The combination of high quality Evans 

ME. ateeeeress ve Tec Imports ........ i a | he eee pte asi ae 

Tecumseh Products Co. | ‘ fi Tapes each with a free Belt Holster 
Lauson Engine Div. | ~l must mean more sales and more profit. 


° | OPTED, SMe MRE. Aen s..---- TE Stock them in all sizes, Regular and Power. 
Toledo Pipe Threading Machine i 
Oakes Mfg. Co., Inc., Div. of Co. CLIPS ON BELT! They sell on sight! 


Food Machinery Chemica! Corp. True Temper Corp. 


Turfgrass Farm 


RULE CO. 


P & C Tool Co | Factories at; Elizebeth, N. J. & Montreal, Quebec 


Panef Mfg. Co. . Want more facts? Circle 285, p. 99 


Parker Mfg. Co Union Malleable Mfg. Co 
Penens Tool Corp. 


Pennsylvania Refining Co. oe moe YOU CAN ALWAYS ee: 








Gumout Div. : ; 
Petersen Mfg. Co. ..... United Industries, Inc. 


: ‘ United States Caster Cup Corp 
—" movers Cnontest Div. of Childlore Corp. 


Pioneer Gen-E-Motor Corp. U. S. Graphite Co. 


Pioneer Saws, Div. of United States Plywood Corp. ' | + 

The Outboard Marine Corp. Upson Brothers, Inc. la 

Pittsburgh Plate Giass Co. 1 ; _ 

on = mth 1 when your customers want 
astex . e ? caine ' perm repair: 

Plastic Woven Products, Inc. F te aneatly ie: 

Plas-Ties Co. | ' y PORCELAIN e GLASS 

Vichek Tool Co. ... ae -” © 

Plumb Shop ‘a e CERAMICS e PLASTICS 

at oe we Tools, Inc. 16-17 2 SIZES AVAILABLE: e FIBERGLAS e WOOD 
—— na H. K. een | ir. kit, Tits boxed, 98¢ ag °e ALUMINUM e MARBLE 

Proctor Paint & Varnish Co., Inc. 200 Ww | Order trom’ your: ‘ IRON /STEEL ° MASONRY 

Proen Products Co. ; 

toeian tile. Go., tor. Warren Tool Corp. .......... SPECIALTY PLASTICS CO.  x,'N. Patch tthe 

tends oll, gasoline 


Washburn Co. 4010 Giengyle Ave.—Dept. E 
Water Master Co Baltimore 15, 


Weber Stephen Products Co....... Want facts? Circle 286, p. 99 
Weller Electric Corp. ............ were 


Quick Mfg. Co. ....... q Wen Products, Inc. 7 
se ncn tr Cas “codeine NATIONALLY ADVERTISED 


Wessel Hardware Corp. 


West Georgia Mills, Inc. ....... 

Wertclor Di WATER BUBBLER 
Reardon Co : General Time Instrument Co... 3% 
Reflector Hardware Corp. ...... 185 | Western Wire Products Co. ...... 1él 
Reichert Float & Mfg. Co........ 136 | Wheatland Tube Co. ... . 58-59 Screw this aluminum head on hese. 
Remington Hardware Co., Inc... 150 | Winfield Brooks Co. .......... 160, 200 Place it — leave it. 
Republic Steel Corp. .......... 174-175 | Wood Shovel & Tool Co. Some oe Gentile, easy flooding — in a hurry! 
SS WU IS ob devdidedcccscd 116-117 | Woodhill Chemical Co. ......... 126 No wash — no waste — never clogs. 
Rival Mfg. Co. Woodstock Line Co. ..... a Built to last — no moving parts. 


Royal Electric Corp. ........... 34 | Worthington Co., George .....15, 104 Bofies inside give perfect performance. 
Rubbermaid, Inc. 167, 169, 171 | Wright Mfg. Co. ........ .. © 


Ruby Chemical Co. Wrought Washer Mfg. Co........ 89 TRADE DISCOUNTS NEW PRICE LIST 
INCREASED NEW SALES AIDS 














Ss 


Safe Padlock & Hardware Co.... : U.S. Pat. No. 2420958 hTu 
Yardle astics ’ at 
ha a Sl oo AP A951 E7250 ST. «TUCSON, ARIZ 


Want more facts? Circle 287, p. 99 
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IF YOU SELL PAINT 
vou neeD STAT 


because ... 








PRICE CUTTERS HURTING YOUR PAINT PROFITS? 
Why Not Fight Back! 


We will give you an exclusive label-protected territory— 
advertising an romotion aids to build volume and proven 
Quality Paint priced for full 40% profit and volume sales at 
$2.59 to $4.99 retail. DON’T MISS THE SPRING SEASON. 


Write—Mr. Reed PROCTOR PAINT & VARNISH CO., INC. 
Box 191-A, Yonkers, N. Y. 








STAT abolishes paint brush cleaning. 


Want more facts? Circle 290, p. 99 








STAT is economical, saves hours of work. 


STAT is perfect for cleaning paint 
from hands, face and even 


Winfield Brooks Company, Woburn, Massachusetts 











DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 82 











Want more facts? Circle 289, p. 99 





See Your Jobber 
or Write for 
Colorful 
Literature 


CHAS. 0. LARSON Co. Sterling 


Want more facts? Circle 291, p. 99 





coe BU SEES SEER RE Bees Se a 


Slaymaker offers * 
FREE RACK 


to display locks in 


SEES 


See-Packed Locks Outsell Others as Much as 5 to 1 


Whether you use the free wire rack or display the i 
. 7, 
locks on pegboard, counter or bin, you'll enjoy the & ' 
extra profit you make with Slaymaker padlocks in 
the dramatic See-Pack. Ask your jobber, or write .. 
SLAYMAKER LOCK CO. e LANCASTER, PA. 
World's Largest Producer of Brass Padlocks 5 
et tf tt ft kt tet hd 
Want more facts? Circle 292, p. 99 
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7 sizes for every need 
FURNITURE LEVELER— 
Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


: SIZES—i"" base, 4 on 
One set of 4 In a Mid cach card; 14", 2 on card; 
3-color box. 12 boxes ~~ 1¥2", 2 on card. Drive 
in a 3-color display carton. into universal socket or 
SIZES: | oA it a 7 on . 2 V/, at ¥%". Te iT) 

2", ee", A", 4". KH". 5/16" hole 
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DOMES OF | STARA SC 9 one set of & Fao 


REGULAR— bal?> Extra case hardened. Excellent mirror finish, DOMES . SILENCE 
a plus a heavy nickel plate. > 
) ~ Or f Bhewele.@ea 


Ask your jobber or write—[-Y%e):11 ta we ak elon | OE UE ee le 


\\ 
TI 
\\\ 


FURNITURE GLIDES 
RUBBER-CUSHIONED 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 
SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE. 


ANNI 


r\ 








NR AREER Se 
Want more facts? Circle 293, p. 99 





THE PERFECT BALANCE 


e Dependable Bolts 
e Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That’s the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won’t show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 
are available. 


NATIONAL SCREW & MFG. CO. OF CAL. 


3423 So. Garfield Ave., Los Angeles 22, Cal. 


Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 


—-* . 
« <_ « 


CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS © NUTS « TAPPING SCREWS 

STOVE BOLTS © COTTER PINS 


ly 


{ 3 - 
“Valtional 


an d Pr wns oni sition 








